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It's  not  like  anything  you've  ever  seen  in  the 
workplace.  In  this  case,  the  words  "radically 
simplifying  the  way  you  work "  actually  apply. 

It  starts  with  the  rather  obvious  -  but  generally 
ignored  -  notion  that  your  business  is  unique. 
Enter  the  Canon  imageRUNNER®  with  something 
totally  unheard  of  -  customization.  By  that, 
we  mean  you  can  have  applications  created  for 
imageRUNNER  that  meet  the  unique  needs 
of  your  business.  After  all,  until  now,  machines 


offered  generic  choices:  copy,  print,  fax,  scan... 
But  businesses  aren't  generic.  Hence,  Canon 
imageRUNNER  can  be  tailored  to  meet  many 
of  your  business'  unique  needs.  Of  course,  we're 
merely  scratching  the  surface.  The  possibilities 
are  as  vast  as  the  business  activities  that  lie 


With  the  Canon  imageRUNNER,  you  can  have  customized 
applications  that  meet  the  unique  needs  of  your  business. 

before  you.  And  remember,  you're  eliminating 
time-consuming  steps  from  the  workflow  process, 
making  it  simple  and  efficient.  All  of  which  makes 
using  imageRUNNER  extremely  cost-effective. 

In  short,  we've  seen  the  future  and  it's  called  the 
customizable  Canon  imageRUNNER.  You're 
invited  to  see  it  too.  That  is,  if  you're  ready  to 
stop  doing  business  as  usual. 


www.imagerunner.com 
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Canon  KNOW  HOW 


Canon  and  Canon  Know  How  are  registered  trademarks  of  Canon  Inc.  IMAGERUNNER  is  a  registered  trademark  of  Canon  Inc.  in  the  U.S. 
and  Canada.  IMAGEANYWARE  is  a  service  mark  of  Canon  U.S.A.,  Inc.  ©2003  Canon  U.S.A.,  Inc.  Product  shown  with  optional  accessories. 


IF  WE  CAN’T 

AFFORD  THE 

SOLUTION. 
THEN  IT’S  NOT 

A  SOLUTION. 


It  you  are  a  growing  enterprise,  your  need  for  new  software  always  exceeds  your  budget.  Or  does  it?  SAP  has  a  range  of  solutions 
to  fit  any  size  business  and  any  budget.  Solutions  that  can  be  up  and  running  quickly  —  even  in  a  matter  of  weeks.  And  since  they’re 
modular  and  based  on  an  open  platform,  they  can  grow  and  expand  as  you  do.  SAP  has  over  30  years  of  experience  helping  businesses 
of  all  sizes  solve  business  issues.  Affordably. 

THE  BEST-RUN  BUSINESSES  RUN  SAP 


FOR  AN  OPPORTUNITY  TO  WIN  AN  ALL-EXPENSE-PAIO  TRIP  TO  A  BUSINESS  MANAGEMENT 
SEMINAR,  LOG  ON  TO  SAP.COM/USA/AFFOROABLE  OR  CALL  888  592  1727 
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The  epitome  of 


CAREY  SOOKOCHEFF/agoods 


BY  BETH  SCHULTZ 

Executive  power  starts 
with  personal  in¬ 
tegrity.  Who  has  it? 

That’s  one  question  I 
posed  to  a  group  of 
venture  capitalists 
and  executive  recruiters  recently 
when  I  asked  them  to  help  me 
build  an  ultimate  network  indus¬ 
try  “Dream  Team.” 

I  required  this  executive 
power  team  to  include  a  CEO 
along  with  leaders  for  an  imagi¬ 
nary  start-up’s  financial,  market¬ 
ing  and  technology  depart¬ 
ments.  No  holds  barred,  I  told 
them  —  yank  ’em  out  of  retire¬ 
ment,  steal  ’em  from  competi¬ 
tors,  rob  other  companies  of 
their  business  acumen,  market 
savvy,  technical  expertise  — 
who  would  they  want  on  the 
executive  management  rosters? 

Dream  Team  CEOs 

Cisco  CEO  John  Chambers,  as  you’d 
expect,  popped  up  without  fail  as  an  exem¬ 
plary  CEO  candidate.Although  well  beyond 
taking  a  start-up’s  helm,  he  possesses  the 
characteristic  trio  of  intelligence,  motiva¬ 
tion  and  maturity  that  must  mark  today’s 
CEO,  says  Len  Doherty,  principal  at  L.J. 
Doherty  &  Associates,  an  executive  search 
firm  in  Sudbury,  Mass. 

True,  says  Stuart  Phillips,  general  partner 
with  U.S.  Venture  Partners  (USVP)  and  one¬ 
time  Chambers’  employee.  Chambers 
embodies  what  a  CEO  should  be:“intellectu- 
ally  honest,  very  smart  and  someone  who  is 
adaptable,”  he  says. 

Chambers  surely  does  a  good  job  of  pass¬ 
ing  those  fundamentals  on  to  his  under¬ 
lings  —  half  of  our  source’s  A-list  CEO  can¬ 
didates  for  the  executive  Dream  Team  have 
worked  or  currently  work  for  him.  Don 
Listwin,  now  CEO  at  Openwave  Systems; 
Carl  Russo,  now  CEO  at  Calix;  and  Mike 
Volpi,  senior  vice  president  in  charge  of 
Cisco’s  Routing  Technology  Group;  are 
among  those  our  sources  consider  fantastic 
CEO  candidates  for  the  start-up  or,  in  the 
case  of  those  who  already  have  CEO  expe¬ 
rience,  a  young  public  company. 

Outside  the  Cisco  camp,  network  veterans 
who  came  to  the  fore  as  Dream  Team  CEOs 
are  Desh  Deshpande  (Cascade  Communi¬ 
cations,  Sycamore  Networks,  now  retired). 


Mory  Ejabat  (Ascend  Communications, 
Lucent,  now  CEO  of  Zhone  Technologies); 
Dominic  Orr  (Alteon  WebSystems,  Nortel, 
now  retired);  and  Surya  Panditi  (Avici 
Systems,  US  Robotics,  now  CEO  of  Polaris 
Networks).  With  their  leadership  prowess, 
these  executives  are  easy  choices  to  take 
over  just  about  any  corporate  helm,  our 
sources  say. 

Finance  et  al 

When  it  comes  to  the  top  finance  role, you 
need  someone  who  can  be  comfortable 
being  a  business  partner  to  a  CEO,  who  has 
the  strength  of  character  and  trust  relation¬ 
ship  with  the  CEO  to  talk  straight  on  tough 
issues,  USVP  s  Phillips  says.You  want  people 
who  have  shown  they  can  think  strategical¬ 
ly  about  the  financial  viability  and  growth 
opportunities  of  a  company,  adds  Ryan 
Floyd,  general  partner  at  Storm  Ventures. 
Larry  Carter  (Cisco),  Mike  Johnson 
(Ascend,  Amber  Networks)  and  Jack 
Pacheco  (Solectron,  now  vice  president  of 
finance  at  Ignis  Optics)  bubbled  up  with 
attributes  suitable  for  the  top  finance  spot. 

Jeannette  Symons  (Ascend,  now  CTO  and 
vice  president  of  engineering  at  Zhone) 
popped  up  as  a  good  candidate  for  the  vice 
president  of  engineering  slot,  as  did  Shirish 
Sathaye  (Fore  Systems,  Alteon,  now  general 
partner  with  venture  capital  firm  Matrix 
Partners) .“You  want  someone  who  is  smart, 
highly  pragmatic,  who  has  great  leadership 


skills,  is  high  energy  and 
hard  working,  with  a  demon¬ 
strated  history  of  ability  to 
deliver  products.  You  need 
someone  who  knows  the 
limits  and  who,  from  an 
integrity  standpoint,  is  not 
afraid  to  speak  the  truth,” 
says  Susan  Moore,  a  general 
partner  with  Onset  Ventures. 

In  a  CTO,  you  also  need 
vision  —  the  ability  to  see 
how  to  use  technology  in 
multiple  ways  to  solve  funda¬ 
mental  business  problems, 
the  sources  say.  Ed  Kozel 
(Cisco,  now  retired)  and 
Andy  Bectolsheim  (Sun, 
Granite  Systems,  Cisco,  now 
retired)  are  ideal  Dream 
Team  CTOs. 

Vice  presidents  of  product 
management/marketing 
have  the  unique  talent  of 
being  able  to  speak  with  cus¬ 
tomers,  understand  those  needs  and  then 
work  with  engineering  to  define  how  to 
meet  those  needs  through  technology, 
Mason  says.  Technical  knowledge  plus  an 
understanding  of  markets  and  market 
analysis  are  must-haves,  sources  agree.  A 
good  choice?  Jim  Goetz  (Bay,  VitalSigns 
Software,  Lucent,  now  a  partner  with  Accel 
Partners). 

Real-life  Dream  Team 

Mason  calls  out  the  entire  executive  man¬ 
agement  team  at  Alteon,  a  bubble  start-up 
acquired  in  mid-2000  by  Nortel  for  more 
than  $7  billion  in  stock,  as  a  true-life,  power¬ 
ful  Dream  Team.  Alteon  had  a  “great”  leader 
in  Orr;  “an  engineering  team  that  executed 
flawlessly”  under  the  direction  of  Sathaye; 
“fabulous”  product  management  under 
Selina  Lo,  and  smart  business  financial  and 
operational  decision-making  under  Jim 
Burke  and  Joe  Booker,  she  says.  “Everyone 
clicked  together.  They  knew  the  objectives, 
and  . . .  executed  very  well,”  Mason  says. 

Many  of  these  ultimate  power  team 
names  are  readily  recognizable  to  those  of 
us  who  are  longtime  followers  of  the  net¬ 
work  industry.  But  even  the  most  obscure 
names  share  a  few  attributes. They  are  con¬ 
summate  professionals  with  a  proven 
understanding  of  business  operations  and 
market  conditions.  Above  all,  they  are 
known  for  high  integrity.  That  makes  them 
the  epitome  of  power.  ■ 
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POWER  COMPANIES 


Industry-shaping  technology  visions, 
strong  financials  and  market  domination  — 
these  network  vendors  stand  out  among  all 
others.  We  rank  them,  1  to  10. 


BY  NETWORK  WORLD  STAFF 


I  .  UbtU:  INFRASTRUCTURE  MIGHT, 
NETWORK  INDUSTRY  BELLWETHER 

Biggest  announcement  in  2003:  True  10G  switch.  In 
April,  Cisco  released  the  Supervisory  Engine  720,  a  module 
for  the  Catalyst  6500  family  that  brings  these  switches 
truelOG  bit/sec  performance.  Before  this,8G  was  the  max. 

Financial  track  record: 

Q1  FY  ’04  net  income  of  $1.1  billion. 

Q4  FY  ’03  net  income  of  $991  million. 

Q3  FY  ’03  net  income  of  $987  million. 

Q2  FY  ’03  net  income  of  $982  million. 

Power  of  numbers:  No.  1  worldwide  in  Ethernet  switch¬ 
ing  and  enterprise/service  provider  routers.  No.  14  on  the 
Network  World  200  (NW200),  our  annual  list  of  the  top  200 
network  vendors  (www.nwfusion.com,  DocFinder:  9035). 

What's  on  tap  for  2004?  Cisco  will  aggressively  pursue 
the  next  billion-dollar  infrastructure  markets  —  storage, 
security  and  IP  telephony  —  via  internal  development  and 
technology  acquisition. 

Powerful  2003  customer  win:  Verizon  selected  the 
12000  Series  LATA  core/service  edge  routers  to  support  its 
national  IP  VPN  network.  Terms  for  the  deal,  announced  in 
October,  were  not  disclosed. 

Acquisitions:  In  January,  Cisco  acquired  Okena,an  intru¬ 
sion-prevention  vendor,  in  a  $154  million  deal.  In  March, 
Cisco  announced  a  $500  million  deal  to  buy  Linksys,  for 
wired  and  wireless  consumer/small  office/home  office 
devices;  and  SignalWorks,  for  IP  telephony  technology,  in  a 
$13.5  million  deal.  In  November,  it  grabbed  conferencing 
vendor  Latitude  Communications  in  a  deal  valued  at  about 
$80  million. 


"We  will  not  just  play  defense;  we  will  play  offense 
as  well. " 

—  John  Chambers,  CEO 
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2.  IBM:  A  GIANT  IN  EVERY  WAY 

Biggest  announcements  in  2003:  Mainframes, 
on-demand  and  grid.  In  May,  IBM  announced  the 
T-Rex  mainframe,  its  most  powerful  mainframe  to 
date,  and  made  yearlong  additions  to  its  on-demand 
IT  services  portfolio  and  grid  computing  applica¬ 
tions,  all  of  which  positions  it  to  dominate  the  com¬ 
petition  for  the  next-generation  data  center. 
Financial  track  record: 

Q3  FY  ’03  net  income  of  $1.8  billion. 

Q2  FY  ’03  net  income  of  $1.7  billion. 

Q1  FY  ’03  net  income  of  $1.4  billion. 

Q4  FY  ’02  net  income  of  $1.0  billion. 

Power  of  numbers:  No.  1  worldwide  in  network 
and  system  management  software,  relational  data¬ 
base  management  systems,  Java  application-server 
software,  portals  and  integration  software,  and  main¬ 
frames.  Plans  to  add  10,000  new  jobs  in  2004,  accord¬ 
ing  to  CEO  Sam  Palmisano.  No.  1  on  the  NW200. 

What's  on  tap  for  2004?  Reorganization  of  its 
$13  billion  software  division  around  vertical  industry 
product  sets;  more  on-demand,  utility  computing 
wares  across  IBM’s  hardware,  software  and  services 
businesses;  and  component  versions  of  its  middle¬ 
ware,  starting  with  WebSphere  Application  Server. 

Powerful  2003  wins:  In  February,  IBM  landed  a 
10-year,  $2  billion  outsourcing  contract  with  auto¬ 
parts  maker  Visteon.  In  July,  it  convinced  Lego  to  rip 
out  its  HP-based  server  and  storage  infrastructure 
and  replace  it  with  IBM  products,  terms  un¬ 
disclosed. 

Acquisitions:  In  May,  IBM  acquired  Think 
Dynamics  for  its  automated  server  provisioning  soft¬ 
ware;  got  content  management  tools  from  Aptrix  in 
July;  snagged  the  application  porting  services  busi¬ 
ness  of  Sector7  in  September, and  gained  mainframe 
database  integration  technology  from  CrossAccess 
in  October. Terms  for  all  deals  were  undisclosed. 

"We  are  beginning  to  see  signs  that  the 
economy  has  stabilized. . . .  We  are  confident 
that  we  will  benefit  from  both  a  pickup  in  IT 
spending  and  an  economic  recovery. " 

—  Sam  Palmisano,  CEO 


3.  MICROSOFT:  operating 

THE  INDUSTRY  FROM  THE  SYSTEM 
LEVEL 

Biggest  announcement  in  2003:  Longhorn 
client  operating  system  and  surrounding  technology 
Microsoft  bills  Longhorn  as  the  apparatus  to  foster  an 
entirely  new  breed  of  computing,  one  defined  by 
security,  Web  services  and  managed  code.  It  also 
plans  new  Office  suite  software  for  Longhorn. 


Financial  track  record: 

Q1  FY  ’04  net  income  of  $2.6  billion. 

Q4  FY  ’03  net  income  of  $1.4  billion. 

Q3  FY  ’03  net  income  of  $2.1  billion. 

Q2  FY  ’03  net  income  of  $1.8  billion. 

Power  of  numbers:  No.  1  worldwide  in  operating 
systems  (with  nearly  94%  of  client  and  55%  of  server 
operating  system  shipments  in  2002,  IDC  says),  No.  1 
worldwide  in  office  productivity  suites,  and  No.  3 
worldwide  in  databases.  No.  8  on  the  NW200. 

What's  on  tap  for  2004?  Watch  for  news  on  the 
first  Longhorn  beta,  as  well  as  shipment  of  SQL 
Server  “Yukon”  and  Windows  XP  SP2,  Visual  Studio 
.Net  “Whidbey” 

Powerful  2003  win:  North  Rhine  Westphalia, 
Germany’s  largest  state,  chose  Windows  over  Linux 
despite  a  mandate  that  local  governments  look  for 
computing  alternatives. 

Acquisitions:  In  February,  Microsoft  acquired 
Connectix  for  “Virtual  PC”  technology.  In  April,  it 
bought  Web  conferencing  vendor  PlaceWare.  Terms 
were  not  disclosed. 

"[Longhorn]  is  the  biggest  release  of  the 

decade,  the  biggest  since  Windows  95. " 

—  Bill  Gates,  chief  software  architect 

4.  HP:  HARDWARE,  SERVICES 
POWERHOUSE 

Biggest  announcement  in  2003:  The  Adaptive 
Enterprise.  In  May  (on  the  one-year  anniversary  of  its 
merger  with  Compaq),  HP  announced  its  version  of 
the  next-generation  data  center, dubbed  the  Adaptive 
Enterprise  Program  (AEP). Through  AEPHP  aims  to 
integrate  hardware,  software  and  services  to  deliver 
on-demand  computing  resources. 

Financial  track  record: 

Q4  FY  ’03  net  earnings  of  $862  million. 

Q3  FY  ’03  net  earnings  of  $297  million. 

Q2  FY  ’03  net  earnings  of  $659  million. 

Q1  FY  ’03  net  earnings  of  $721  million. 

Power  of  numbers:  No.  1  in  overall  worldwide 
server  shipments,  slightly  trailing  Dell  in  the  PC  mar¬ 
ket;  No.  1  in  the  worldwide  external  storage  systems 
market;  and  No.  1  in  worldwide  SAN  storage. Tied  for 
No.  3  worldwide  with  Dell  in  network-attached  stor¬ 
age  (NAS),  according  to  The  Yankee  Group.  HP  also 
is  No.  4  worldwide  in  the  network  and  systems  man¬ 
agement  software  market.  No.  2  on  the  NW200. 

What's  on  tap  for  2004?  Itanium.  HP  is  re-cen¬ 
tering  itself  around  Intel  and  tackling  the  challenge 
of  moving  its  Compaq  Alpha  and  Tandem  customers 
off  proprietary  RISC  boxes  and  on  to  Itanium 
machines.  HP  recently  filled  out  its  Itanium  server 
line,  and  if  those  products  don’t  catch  on  the  com¬ 
pany  could  be  in  trouble. 


Powerful  2003  win:  In  May,  HP  announced  it 
won  a  $3  billion,  10-year  managed  services  contract 
with  Procter  &  Gamble,  beating  out  rivals  Electronic 
Data  Systems  and  IBM. 

Acquisitions:  In  August,  HP  announced  plans  to 
acquire  Extreme  Logic,  which  specializes  in  Micro¬ 
soft  .Net  applications  and  infrastructure.  In  Septem¬ 
ber,  it  finalized  the  acquisition  of  Web  services  firm 
Talking  Blocks  and  acquired  the  identity  manage¬ 
ment  software  business  of  Baltimore  Technologies. 
Terms  of  the  deals  were  not  disclosed. 

"Infrastructure  has  to  be  able  to  flex  with  the 
business. " 

—  Carly  Fiorina,  CEO 


5.  DELL:  HEADED  DEEPER  INTO 
THE  ENTERPRISE 

Biggest  announcement  in  2003:  Oracle  9i  RAC 
clusters.  In  April,  Dell  CEO  Michael  Dell  shared  a 
stage  with  Oracle  CEO  Larry  Ellison  to  announce 
these  preconfigured  Linux-based  clusters  of  Dell 
servers,  which  are  optimized  to  run  Oracle  9i  RAC 
databases.  The  move  attempts  to  push  Linux  deeper 
into  the  data  center  while  giving  Dell  (and  Oracle) 
another  plan  of  attack  to  gain  market  share  from 
high-end  WinTel  or  Unix/RISC  options. 

Financial  track  record: 

Q3  FY  ’04  net  income  of  $677  million. 

Q2  FY  ’04  net  income  of  $621  million. 

Q1  FY  ’04  net  income  of  $598  million. 

Q4  FY  ’03  net  income  of  $603  million. 

Power  of  numbers:  No.  1  in  worldwide  PC  sales, 
with  a  narrow  lead  over  HP  and  No.  2  worldwide  in 
server  shipments,  behind  HP  Tied  for  No.  3  world¬ 
wide  with  HP  in  NAS,  according  to  The  Yankee 
Group.  No.  7  on  the  NW200. 

What's  on  tap  for  2004?  Dell  will  continue  mov¬ 
ing  deeper  into  the  enterprise  with  switches,  storage 
and  services. 

Powerful  2003  customer  wins:  Kicked  off  the 
year  in  January  with  a  deal  for  undisclosed  terms 
that  has  the  supermarket  company  Winn-Dixie  stan¬ 
dardizing  on  Dell  servers  and  storage  in  each  of  its 
1,060  stores.  In  May  Eastman  Chemical  standardized 
on  Dell  desktops  and  notebooks  in  a  $16  million 
deal.  In  October,  Dell  won  a  five-year  managed  ser¬ 
vices  contract  from  Boeing,  terms  undisclosed. 
Acquisitions:  None. 

"The  push  toward  standards-based  systems 
is  moving  higher  and  higher  up  into  the 
enterprise.  .  .  .  Standards  are  the  future  of 
enterprise  computing. " 

—  Michael  Dell,  CEO 
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6.  INTEL:  DRIVING  THE  NEXT 
GENERATION  OF  TECHNOLOGY 

Biggest  announcement  in  2003:  64-bit  Itanium  2. 
In  June,  Intel  rolled  out  the  third  generation  of  its 
Itanium  2  chip, code-named  Madison. Systems  vendors 
and  analysts  roundly  applaud  the  chip, saying  the  third 
time  might  be  the  charm  for  Intel’s  64-bit  efforts. 

Financial  track  record: 

Q3  FY  ’03  net  income  of  $1.7  billion. 

Q2  FY  ’03  net  income  of  $896  million. 

Q1  FY  ’03  net  income  of  $915  million. 

Q4  FY  ’02  net  income  of  $1  billion. 

Power  of  numbers:  No.  1  worldwide  in  CPUs  for 
client  and  servers  and  a  market  share  leader  for  an 
assortment  of  chipsets  used  in  the  creation  of  network 
and  wireless  gear.  Maintains  a  $4  billion  research  bud¬ 
get  for  development  of  many  underlying  network  tech¬ 
nologies  and  for  studying  areas  such  as  social  impacts, 
security  and  adaptive  computing.  No.  9  on  the  NW200. 

What's  on  tap  for  2004?  Intel  will  continue  focus¬ 
ing  on  mobile  and  wireless  efforts,  hoping  to  catch  up 
with  competitors  in  making  its  Centrino-powered 
devices  capable  of  connecting  into  wireless  LANs  and 
other  enterprise  wireless  networks.  It  also  will  try  to 
boost  its  presence  in  the  digital  cellular  chip  market, 
where  its  market  share  is  small  today 

Powerful  2003  win:  In  November,  Intel  announced 
that  CompUSA  had  deployed  HP  Integrity  servers  pow¬ 
ered  by  Intel  Itanium  2  processors  to  provide  faster 
data  access  to  employees  in  its  227  stores.  It  did  not 
release  contract  value. 

Acquisitions:  In  July  Intel  acquired  optical  network¬ 
ing  chip  maker  West  Bay  Semiconductor  in  an  all-cash 
deal.  In  September,  it  acquired  the  high-performance 
computing  division  of  Pallas,  a  German  software 
development  tools  and  services  company.  In 
November,  Intel  bought  Mobilian,  maker  of  integrated 
802.1  lb/Bluetooth  chips.  Terms  were  not  disclosed  for 
these  deals. 

"The  only  people  I  hear  who  suggest  that 
Moore's  Law  doesn't  matter  —  the  people 
who  say  R&D  doesn't  matter  —  are  those 
who  don't  want  to  keep  up  or  can't  keep  up." 

—  Craig  Barrett,  CEO 


7.  VERIZON:  the  nearly 

NATIONAL  RBOC 

Biggest  announcement  in  2003:  Wi-Fi  for  the 
masses.This  plan,  announced  in  May  will  create  1,000 
Wi-Fi  hot  spots  in  Manhattan  by  year-end.  This  has 
forced  the  hands  of  other  RBOCs  and  telco  operators 
to  declare  investments  in  Wi-Fi  access  in  a  race  to  con¬ 
trol  nationwide  Wi-Fi  availability. 

Financial  track  record: 

Q3  FY  ’03  “reported  earnings”  of  $1.8  billion. 

Q2  FY  ’03 “reported  earnings”  of  $300  million. 

Q1  FY  ’03  “reported  earnings”  of  $3.9  billion. 

Q4  FY  ’02  “reported  earnings”  of  $2.3  billion. 

Power  of  numbers:  The  largest  RBOC  in  terms  of 
revenue  —  $67  billion  in  2002.  And,  with  10  million 
long-distance  customers  in  47  states,  it  is  on  the  verge 
of  becoming  the  No.  3  long-distance  carrier  (achieved 
that  for  at  least  one  quarter  in  2003  and  increased 
long-distance  business  by  27%  since  year-end  2002). 
No.  3  on  the  NW200. 

What's  on  tap  for  2004?  Watch  Verizon  for  its  Wi¬ 
Fi  rollout, Fiber-to-the-Premises  trials  and  deployments; 
next-generation  IP  and  optical  buildouts,  and  push-to- 


talk  service  to  compete  with  Nextel. 

Powerful  2003  win:  Verizon  gained  800  large  enter¬ 
prise  contracts  via  its  Enterprise  Advance  initiative 
throughout  the  year. 

Acquisitions:  None 

"UNE-P  is  a  maddening,  destructive  policy. 
...  It  does  not  create  sustainable  growth  with¬ 
in  the  sector. " 

—  Ivan  Seidenberg,  CEO, 
referring  to  the  FCC's  unbundled  network 
element-platform  rule. 


8.  EMC:  BILLION-DOLLAR 
DEAL  MAKER 

Biggest  announcement  in  2003:  Symmetrix  DMX 
storage  arrays.  EMC  launched  DMX  (Direct  Matrix 
Architecture)  modular  storage  arrays  in  February  The 
high-end  storage  system  uses  a  new  architecture  that 
forgoes  the  switch-and-bus  method  for  point-to-point 
interconnections. 

Financial  track  record: 

Q3  FY  ’03  net  income  of  $159  million. 

Q2  FY  ’03  net  income  of  $82  million. 

Q1  FY  ’03  net  income  of  $35  million. 

Q4  FY  ’02  net  loss  of  $64  million. 

Power  of  numbers:  No.  1  worldwide  in  storage 
management  software  and  external  RAID  storage 
while  No.  2  worldwide  in  overall  external  storage,  NAS 
and  storage-area  networks.  No.  28  on  the  NW200. 

What's  on  tap  for  2004?  Continued  development 
of  information  life-cycle  management  (ILM)  products. 

Powerful  2003  win:  In  the  second  quarter,  insur¬ 
ance  giant  American  International  Group  purchased 
almost  300T  bytes  of  EMC  Symmetrix  DMX  networked 
storage,  EMC  Professional  Services  and  a  score  of 
other  EMC  products.  Contract  terms  were  not  dis¬ 
closed. 

Acquisitions:  In  July,  EMC  acquired  Legato  Systems 
and  its  ILM  technology, for  $1.3  billion.  In  October, EMC 
acquired  Documentum,  maker  of  enterprise  content 
management  software,  for  $  1 .7  billion,  and  Astrum,  for 
its  storage  resource  management  software,  in  a  deal 
with  undisclosed  terms.  This  month,  EMC  announced 
plans  to  acquire  server  virtualization  software  maker 
VMware  for  $635  million  in  cash. 

"We  are  making  the  strategic  moves  necessary 
to  enable  our  customers  to  manage  all  of  their 
information  according  to  its  value  to  the  busi¬ 
ness  at  every  stage  of  its  life,  at  the  lowest  total 
cost. " 

—  Joe  Tucci,  CEO 


9.  SYMANTEC:  tops  on 

SECURITY  SOFTWARE 

Biggest  announcement  in  2003:  Gateway  Sec¬ 
urity  Appliance  5400  Series.  Symantec’s  high-speed 
multifunction  appliance  can  support  thousands  of 
simultaneous  user  connections.  This  capacity  gives 
enterprise  customers  a  path  toward  new  security  tech¬ 
nologies  —  such  as  intrusion  detection  —  without 
having  to  install  multiple  devices  (or  purchase  from 
start-ups). 

Financial  track  record: 

Q2  FY  ’04  net  income  of  $83  million. 

Q1  FY  ’04  net  income  of  $68  million. 


Q4  FY  ’03  net  income  of  $68  million. 

Q3  FY  ’03  net  income  of  $72  million. 

Power  of  numbers:  No.  1  security  software  vendor 
by  revenue  worldwide,  according  to  IDC.  But  it  has  a 
far  smaller  (2%)  share  in  other  areas  such  as  security 
appliances.  No.  58  on  the  NW200. 

What's  on  tap  for  2004?  Watch  for  expansion 
beyond  antivirus  products  into  secure  content  man¬ 
agement  to  fight  spam  and  spyware,  and  support  Web 
filtering.  Symantec  also  will  take  its  first  steps  into  stor¬ 
age  management  and  disaster-recovery  products. 

Powerful  2003  win:  The  U.S.Navy  selected  the  Re¬ 
course  ManHunt  product  for  intrusion  prevention  on 
its  intranet  in  what  Symantec  characterizes  as  the 
largest  government  deal  of  that  nature.  However,  it 
would  not  disclose  contract  value. 

Acquisitions:  In  September,  Symantec  grabbed 
FbwerQuest,  terms  undisclosed,  for  its  “active  state  man¬ 
agement”  technology  In  October,  it  purchased  software 
distribution  and  configuration  management  company 
On  Technology  for  about  $100  million  and  Secure 
Sockets  Layer  VPN  vendor  SafeWeb  for  $26  million  in 
cash. 

"During  the  recent  Blaster  outbreak,  our  Web 
site  supported  3  million  hits  per  hour  and  1.1 
million  update  sessions  per  hour. " 

—  John  Thompson,  CEO 


10.  AT&T:  SIZE  AND  WINNING 
SERVICES 

Biggest  announcement  in  2003:  The  all-IP  core.  In 
October,  AT&T  mapped  out  plans  to  ditch  its  circuit- 
switched  network  for  packet  technologies  such  as  Multi¬ 
protocol  Label  Switching,  and  the  high-margin  services 
an  all-IP  core  will  allow,  such  as  managed  voice  over  IP 
and  VPNs.  AT&T  will  spend  nearly  all  its  2004  capital 
expenditure  budget  (about  $3  billion)  on  the  migration. 
Financial  track  record: 

Q3  FY  ’03  net  income  of  $418  million. 

Q2  FY  ’03  net  income  of  $536  million. 

Q1  FY  ’03  net  income  of  $571  million  (based 
on  new  reporting  methods  begun  for  Ql). 

Q4  FY  ’02  operating  loss  of  $280  million. 

Power  of  numbers:  No.  1  telecom  carrier  in  the  U.S. 
in  revenue  and  number  of  customers.  No.  6  on  the 
NW200. 

What's  on  tap  for  2004?  AT&T  will  continue 

emphasizing  its  business  services  group,  under  new 
leadership,  and  try  to  reverse  three  years  of  flagging 
revenue  by  bringing  in  lucrative  services  contracts. 
Also  expect  the  carrier  to  continue  expanding  its  local 
network  to  reduce  dependency  on  the  regional  Bell 
operating  companies  —  and  ultimately  reduce  its 
local-access  expenses. 

Powerful  2003  customer  wins:  AT&T  grabbed  sev¬ 
eral  multi-million-dollar  federal  government  contracts. 
These  include  a  $180  million  deal,  announced  in 
March,  to  manage  the  Internal  Revenue  Service’s  toll- 
free  services  and  a  $76.6  million  agreement,  landed  in 
May,  to  manage  the  data  network  for  the  Centers  for 
Medicare  and  Medicaid  Services. 

Acquisitions:  None. 

"The  next  12  to  18  months  promise  a  further 
shakeout  and  rationalization.  While  there  will  be 
fewer  players,  AT&T  will  not  only  survive,  but 
thrive. " 


—  David  Dorman,  CEO 
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Introducing  Nokia  Message  Protector. 


Nokia  has  created  a  complete  purpose-built 
appliance  that  integrates  innovative  security 
technologies  including  virus  protection, 
with  unique  Nokia  filtering  software  —  known 
as  statistical  protection  —  to  deliver  new 
levels  of  enterprise  email  security.  Nokia  Message 
Protector  deploys  in  minutes  and  provides 
secure,  automatic  updates  to  optimize  email 


system  integrity.  With  the  ability  to  process 
up  to  120,000  emails  per  hour,  and  the 
intelligence  to  control  the  content  that  enters, 
flows  through  and  leaves  your  network, 
you  can  spend  more  time  doing  things  that 
matter  —  like  getting  to  know  your  colleagues! 
If  you’d  like  more  time  to  chat,  visit 
www.nokia.com/get_a_life/americas 
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2003  COMPANY  POWEROMETER 


An  industry  on  the 

In  our  annual  survey,  readers  rate  Cisco  tops  in  power  while  finding  the 
network  industry  back  on  a  healthy  track. 


BY  JULIE  BORT 


Cisco  edged  out  Microsoft  as  the  most  powerful  company 
in  the  network  industry  according  to  250  readers  who 
participated  in  our  annual  Powerometer  survey  This  is 
only  the  second  time  in  this  surveys  seven-year  history 
that  Cisco  snatched  the  top  spot  from  Microsoft,  the  first  in  2000. 


HP  too,  boomed  in  power  this  year,  as  did 
Dell,  while  Sun  spiraled  down. 

Overall,  six  out  of  the  20  (or  30%)  ven¬ 
dors  in  the  survey  have  maintained  their 
relative  power  positions  this  year  over  last, 
while  another  seven  vendors  have 
grabbed  power  and  seven  (35%)  have 
given  it  up  (see  “How  we  did  it,”  right).  For 
instance,  Intel  and  IBM  retained  their  No.  3 
and  4  positions,  respectively, as  did  AT&T  at 
No.  8,  Sprint  at  No.  15  and  BellSouth  at  No. 
17.  Interestingly,  MCI  —  last  place  again 
this  year  —  achieved  the  survey’s  highest 
boost  in  year-over-year  Power  Ratings,  a  9% 


jump  to  40  from  36.7  in  2002. This  places  it 
a  mere  one-tenth  of  a  point  behind  No.  19, 
Novell.  With  the  debt  from  its  record- 
breaking  bankruptcy  all  but  wiped  away  a 
name  change  (from  WorldCom),  and  a 
respected,  new  CEO,  MCI  has  its  fist  raised 
and  ready  for  a  post-bankruptcy  fight  to 
win  business. 

HP  increased  its  power  position  the 
most,  rising  three  spots  to  No.  6.  True,  SBC 
also  climbed  three  spots,  but  HP  did  so 
while  slightly  increasing  its  year-over-year 
Power  Rating,  too  (to  56.6  from  56.0  in 
2002).  SBC’s  Power  Rating,  on  the  other 


hand,  lowered  slightly  (to  47.5  from  47.9). 
HP  owes  its  heft  in  influence  to  its  speedy 
integration  of  Compaq  and  its  leading 
positions  in  utility  computing  and  other 
next-generation  technologies. 

Dell  also  experienced  a  big  power  boost, 
breaking  into  the  top  five  for  the  first  time. 
Verizon  is  another  vendor  coming  on 
strong.  Almost  one-third  of  respondents 
named  it  the  datacom  vendor  best  posi¬ 
tioned  to  grab  power  in  2004. 

On  the  downside,  Sun  dropped  to  No.  9 
from  No.5  in  2002. Its  ongoing  anemic  finan¬ 
cials  and  market  pressure  from  vendors 
with  less-expensive,  Linux-based  machines 
are  to  blame. 

Still,  signs  of  industry  confidence  out¬ 
weigh  such  individual  declines.  Almost  two- 
thirds  of  respondents  “agree”  or  “strongly 
agree”  that  the  network  industry’s  overall 
power  has  increased  in  the  past  12  months, 
when  compared  with  other  industries.  ■ 


2003  POWER  RATING 

Using  a  scale  of  1  to  100,  with  100  representing  the  high- 
power  mark  and  1  the  low,  250  readers  quantified  the  power 
of  20  vendors.  Five  companies  earned  higher  Power  Ratings 
in  2003  (while  none  increased  power  in  last  year's  survey). 


Rank 

2003  2002 

Company 

Power 

2003 

Rating 

2002 

Change % 

1 

2 

Cisco 

73.9 

73.8 

0.1% 

2 

1 

Microsoft 

73.6 

74.5 

-1.2% 

3 

3 

Intel 

64.5 

66.3 

-2.7% 

4 

4 

IBM 

63.6 

63.2 

0.6% 

5 

7 

Dell 

58.7 

57.6 

1 .9% 

6 

9  . 

HP 

56.6 

56.0 

1.1% 

7 

6 

Oracle 

56.1 

58.8 

-4.6% 

8 

8 

AT&T 

54.7 

57.4 

-4.7% 

9 

5 

Sun 

52.2 

59.3 

-12.1% 

10 

11 

Verizon 

51.9 

52.6 

-1 .3% 

11 

12 

Nortel 

51.2 

52.2 

-1 .9% 

12 

10 

3Com 

47.6 

52.8 

-9.8% 

13 

16 

SBC 

47.5 

47.9 

-0.8% 

14 

13 

EMC 

47.2 

51.1 

-7.6% 

15 

15 

Sprint 

45.9 

49.5 

-7.3% 

16 

14 

Computer 

Associates 

45.1 

50.7 

-11.0% 

17 

17 

BellSouth 

44.0 

47.5 

-7.4% 

18 

19 

Qwest 

42.3 

42.9 

-1 .4% 

19 

18 

Novell 

40.1 

46.6 

-13.9% 

20 

20 

MCI 

40.0 

36.7 

9.0% 

A  POWERFUL  INDUSTRY 


Most  of  250 
Powerometer 
respondents  agree 
the  network  indus¬ 
try's  power  has 
increased  in  the 
past  12  months 
compared  with 
other  industries 
(such  as  energy 
accounting  and 
financial  services) 


Not  sure 

0.4% 

_ I 


disagree 

0.8% 


POWER  WINNERS  AND  LOSERS 


These  companies  gained  or 
lost  the  most  power  in  2003. 

Company 

Change 
in  2003 
Power 
Rating 

Rank 

change 

over 

2002 

MCI  (formerly  WorldCom) 

9.0% 

none 

Dell 

1 .9% 

+2 

HP 

1.1% 

+3 

Novell 

-13.9% 

-1 

Sun 

-12.1% 

-4 

Computer  Associates 

-11.0% 

-2 

3Com 

-9.8% 

-2 

EMC 

-7.6% 

-1 

WE  DID  IT 

With  the  help  of 
market  research¬ 
ers  Research 
Concepts,  we 
asked  250  read¬ 
ers  to  rate  the 
power  of  20  net¬ 
work  vendors  and 
their  CEOs.  We 
used  a  scale  of  1 
to  100,  with  100 
representing  the 
high  mark  and  1 
the  low.  We  cal¬ 
culated  the  mean 
to  obtain  the 
"Power  Rating." 

Power  Ratings 
analysis  provides 
two  key  measures 
of  power:  objec¬ 
tive  and  relative. 
Objective  power 
is  determined  by 
comparing  a  com¬ 
pany's  or  individ¬ 
ual's  current 
Power  Rating 
against  last  year's, 
which  shows  how 
the  CEO's  or  com¬ 
pany's  own  power 
has  altered.  Using 
the  Power  Rating 
to  rank  the  com¬ 
panies  from  1  to 
20  lets  us  com¬ 
pare  vendors 
against  each 
other.  Respond¬ 
ents  might  per¬ 
ceive  a  company 
to  be  less  power¬ 
ful  than  it  was  last 
year,  yet  gaining 
industry  power 
overall.  For  in¬ 
stance,  Nortel's 
Power  Rating 
dropped  one  full 
point  from  its 
2002  rating,  yet 
the  company 
climbed  one  rank 
to  No.  11  in  2003, 
from  No.  12  in 
2002. 

—  Julie  Bort 


Today’s  MCI  is  now  the  world’s  most  connected  Internet  network. 

Today’s  MCI  is  leading  the  way  with  satellite  broadband  access. 

Today’s  MCI  offers  global  connectivity  through  the  MCI  network. 

Today’s  MCI  is  the  first  national  carrier  to  offer  unlimited  local  and  long  distance  phone  service, 
with  over  two  million  residential  subscribers  now,  and  growing  by  the  day. 

Today’s  MCI  is  always  looking  forward  to  tomorrow. 

And  tomorrow’s  MCI  will  always  do  just  the  same. 
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2003  User  Excellence  Award  winner  Washington  Mutual  powers  up  for 
rapid  expansion  with  a  massive  Multi-protocol  Label  Switching  network. 


BY  TERRY  SWEENEY 

Bankers  as  a  group  tend  to  be  risk-averse.  So  in  June  2002  as 
Washington  Mutual  moved  toward  finalizing  contracts  for  a 
huge  Multi-protocol  Label  Switching-based  network,  CIO  Jerry 
Gross  was  getting  nervous. 


The  nation’s  seventh-largest  bank  was 
poised  to  commit  millions  to  the  project,  a 
gamble  of  sorts  on  a  technology  used  more 
by  big  carriers  than  corporations.  In  fact, 
WaMu  wanted  MPLS  for  the  same  reasons  a 
Tier  1  ISP  does  —  it  scales  readily;  segments 
easily  with  connections  and  teardowns  han¬ 
dled  automatically;  and  handily  accommo¬ 
dates  big  surges  in  demand,  says  Nabil  Badr, 
the  company’s  resident  protocol  genius,  who 
architected  the  network. 

Confident  as  Gross  might  have  been  about 
his  backbone  choice,  he  was  worried  about 


While  building  a  new  network  infra¬ 
structure  for  3,000  locations  is  enough  to 
keep  most  companies  busy,  Washington 
Mutual  threw  in  a  simultaneous  rollout  of 
Windows  XP  to  60,000  desktops. 

Easier  support  and,  over  time,  lower 
costs  are  among  reasons  the  Seattle- 
based  nationwide  financial  services 
company  is  standardizing  on  one  desk¬ 
top  operating  system,  says  Mike 
Spalter,  team  leader  of  WaMu’s 
Infrastructure  Services  Group.  At  one 
point,  he  notes,  WaMu  supported  more 
than  six  desktop  operating  systems, 
including  18,000  workstations  on  IBM’s 
OS/2  and  applications  using  that  ven¬ 
dor’s  chunky  Presentation  Manager 
GUI,  and  three  different  e-mail  systems. 
WaMu  did  not  have  automated  soft¬ 
ware  distribution  or  common  patch 
management,  anti-virus  protection  or 
common  messaging,  Spalter  says. 

Armed  with  necessary  software, 


the  stability  and  viability  of  the  primary  car¬ 
rier  with  whom  he  was  negotiating  —  MCI, 
then  known  as  WorldCom.  With  word  on  the 
street  putting  MCI  in  deeper  financial  trouble 
than  its  executives  were  letting  on, Gross  flew 
to  the  carrier’s  New  York  headquarters  for 
assurances.  Over  dinner,  then-CFO  Scott 
Sullivan  convinced  Gross  that  the  rumors 
surrounding  the  carrier  were  baseless  and 
that  everything  would  be  fine. 

So  Gross  was  probably  more  shocked  then 
most  when,  less  than  a  week  later  while 
watching  CNBC  in  his  Seattle  office,  he  saw 


Spalter’s  team  converted  3,000  desk¬ 
tops  to  XP  per  week,  in  a  combo  on-site/ 
remote  management  assault.  That 
equates  to  25  sites  per  night,  six  days 
per  week.  "I  have  to  give  a  lot  of  credit  to 
the  team  and  how  they  met  the  chal¬ 
lenge,"  he  says.  "We  had  a  lot  of  check¬ 
points  to  make  sure  we  were  on  the 
'happy  path.'" 

Next  up:  Standardizing  on  an  operating 
system  for  its  servers.  WaMu  has  yet  to 
decide  exactly  which  operating  system 
that  will  be.  "I  decided  not  to  touch  the 
servers  before  getting  a  common  proto¬ 
col  stack  in  the  PCs  and  a  stable  net¬ 
work,"  Spalter  says.  The  server  upgrade 
will  take  three  years,  the  bulk  of  it  taking 
place  in  the  next  18  months. 

WaMu  also  will  consolidate  servers  as 
part  of  a  regular  "refresh"  cycle  that 
surveys  server  usage  and  performance, 
including  the  WaMu  data  centers. 

—  Terry  Sweeney 


law  enforcement  officials  leading  Sullivan 
away  in  handcuffs.  “I’ve  been  involved  in 
some  white-knucklers  in  all  my  years  in  busi¬ 
ness,  but  this  one  took  the  cake,” Gross  says.  It 
didn’t  help  that  soon  after  WaMu  Chairman 
Kerry  Killinger  stopped  by  Gross’  office  to 
ask, “How  you  feeling  this  week?” 

With  MCI  in  such  dire  straits,  Gross  needed 
to  get  even  more  pragmatic  and  contin¬ 
gency-minded  than  he  had  been  regarding 
this  massive  network  overhaul.  Gross  and  his 
network  staff  still  believed  that  the  carrier 
was  the  best  in  the  business  to  provide  MPLS. 
ISP  UUNET,  acquired  by  MCI,  pioneered  the 
technology  in  the  1990s.  It  uses  MPLS  to  run 
its  own  massive  IP  backbone,  which  com¬ 
prises  much  of  the  public  Internet. 

So  rather  than  ditch  MCI  in  favor  of  AT&T  or 
another  carrier  as  the  primary  service 
provider, WaMu  structured  its  MPLS  contracts 
assuming  MCI  would  go  broke  and  cease 
operations.  That  is,  it  spelled  out  terms  for 
shunting  all  WaMu  traffic  on  MCI’s  backbone 
to  back-up  carrier  AT&T.  The  MCI  and  AT&T 
contracts  also  contain  such  unique  terms 
and  conditions  as  the  ability  to  change  the 
mix  of  services  without  penalty  at  any  time, 
Gross  says. 

The  financial  services  company  had  plenty 
of  incentive  to  get  this  MPLS  project  right 
and  minimize  risk.  WaMu’s  business  spans 
consumer  banking,  mortgage  lending  and 
insurance  in  the  U.S.,  with  assets  totaling 
more  than  $286  billion.  The  MPLS  network, 
connecting  3,000  locations  and  the  60,000 
people  who  work  at  them,  would  help  fuel 
unprecedented  business  opportunities. 
WaMu,  for  example,  relied  on  the  MPLS  net¬ 
work  in  opening  32  bank  branches  in 
Chicago  in  one  day  in  August  —  a  figure  of 
which  the  company  is  justifiably  proud. 

“Our  network  takes  shocks  like  adding  that 
many  branches, and  still  the  needle  stays  on 
‘normal’” Badr  says.“MPLS  can  take  it.” 

WaMu  wins  the  2003  User  Excellence 
Award  for  successfully  undertaking  this  mas¬ 
sive  enterprise  MPLS  deployment  to  meet  the 
company’s  rapid  and  widespread  expansion, 
while  significantly  boosting  the  efficiency 
of  day-to-day  operations.  Conservative  cost 

See  WaMu,  page  18 


Beyond  MPLS 

Washington  Mutual  upgrades  desktops  while  rolling  out  its 
massive  new  enterprise  backbone. 


it 


A  show  of  how 
network  tech¬ 
nologies  are 
empowering  the 
enterprise 

The  2003  User 
Excellence  Award 

The  User  Excellence 
Award,  in  its  1 9th  year, 
honors  user  organiza¬ 
tions  that  demonstrate 
exceptional  use  of  net¬ 
work  technology  to 
empower  the  enter¬ 
prise.  Winning  projects 
show  how  mainstream 
technologies  can  be 
applied  creatively  or 
how  newer  infrastruc¬ 
ture  technologies  can 
solve  pressing  busi¬ 
ness  problems.  They 
create  great  business 
cases,  showing  how 
technology  leads  to 
big  savings,  new 
opportunities  or 
demonstrable  produc¬ 
tivity  gains.  2003 
award  recipients  are: 

Washington  Mutual. 

See  story  this  page. 

New  York  State 
Workers' 
Compensation 
Board,  runner-up. 

Page  20. 

Honorable  mentions. 

www.nwfusion.com, 
DocFinder:  9039. 


Early  adopters 

Find  out  how  some 
companies  are  taking 
advantage  of  three 
developing  technolo¬ 
gies: 

Wireless  LAN 
switching.  Page  24. 

Real-time  collabora¬ 
tion  tools.  Page  28. 

Business-process 
automation  soft¬ 
ware.  Page  30. 
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Windows  Servers  and  Networked _ 

Storage  is  No  Longer  Out  of  Reach 


•»  Brian  Babineau,  Research  Analyst 

As  more  and  more  people  talk  about  how  IT  can 
help  the  business  by  managing  information  life 
cycles,  IT  tends  to  stray  from  the  fundamentals. 
Information  management  and  protection  are  base¬ 
line  tasks  that  must  be  accomplished  before 
anything  else  can  be  done.  In  the  Windows  world, 
these  two  tasks  are  usually  done  on  a  server-by-server 
basis.  This  is  not  an  easy  task  for  anyone  involved 
and  it  surely  does  not  make  anyone's  life  easier. 
Given  the  prevalence  of  Microsoft's  operating  sys¬ 
tems  and  the  increasing  reliance  to  run  mid-tier, 
business  critical  applications  on  them,  IT  must  start 
using  some  new  tools  to  get  the  basics  of  data  man¬ 
agement  and  protection  under  control.  Only  then 
should  ITstart  getting  fancy  with  Information 
Lifecycle  Management  (ILM)-type  projects. 

If  your  ultimate  goal  is  ILM  and  you  want  to  do 
it  with  your  Windows  based  servers,  you  should  get 
these  three  steps  right.  First,  networking  these 
servers  to  centralized  storage  is  essential.  This 
process  has  already  begun  with  Networked  Attached 
Storage  (NAS).  Now,  with  the  addition  of  iSCSI, 
there  is  no  excuse  for  islands  of  storage  or  direct- 
attach  storage  (DAS)  on  Windows  servers.  Second, 
automate  storage  management  tasks  such  as  config¬ 
uration  and  allocation.  This  will  increase  utilization 
and  help  you  better  manage  your  networked  stor¬ 
age  resources.  Finally,  protect  your  data.  IT  is 
responsible  for  all  information  assets,  regardless  of 
how  they  are  created  or  where  they  reside.  When 
storage  is  networked  and  configured  appropriately, 
data  protection  becomes  less  complex. 

STEP  1 

No  More  Excuses,  Network  Your  Storage 

It  is  an  easy  decision  for  IT  to  hook  up  large  servers 
running  critical  database  or  transaction  systems  to 
a  Fibre  Channel  Storage  Area  Network  (SAN).  The 
performance,  scalability,  and  management  benefits 
are  tangible  enough  to  justify  the  infrastructure 
costs.  When  it  came  to  smaller  servers,  especially 
Windows,  a  SAN  just  did  not  make  sense.  For  these 
servers,  Direct  Attach  Storage  (DAS),  storage  captive 
to  the  server,  remained  the  most  efficient  and 
economical  decision  for  IT.  The  problem  is  these 
small  servers  are  no  longer  "small"  when  it  comes  to 
storage  capacity.  Drive  sizes  have  increased  and  now 
managing  and  protecting  the  data  on  these  drives  is 
not  a  simple  task. 

Within  any  organization,  ESG  estimates  that  the 
aggregate  capacity  of  these  small  servers  with  DAS, 
is  four  to  five  times  larger  than  that  of  capacity 


There  is  no  sense  in  putting  the 
cart  before  the  horse.  Getting  the 
basics  right  will  provide  economies 
and  efficiencies  not  yet  realized  in 
the  Windows  storage  world. 


attached  to  a  SAN  (or  similar  networked  environ¬ 
ment).  It  is  now  necessary  to  connect  all  these  small 
servers  up  to  a  central  storage  device.  Why?  It  cen¬ 
tralizes  data  management  and  protection.  Resource 
utilization  will  increase  and  you  only  have  to  back¬ 
up  one  storage  device  as  opposed  to  several  severs. 
There  are  very  few  reasons  not  to  network  these 
smaller  servers,  especially  with  iSCSI.  If  you  are  like 
most,  you  have  some  mid-range  Windows  servers  in 
your  data  center,  and  these  are  perfect  candidates 
for  iSCSI.  With  iSCSI,  IT  can  leverage  an  existing  IP 
network  to  connect  multiple  servers  to  a  single 
storage  device.  Microsoft,  similar  to  other  networked 
attached  storage  (NAS)  vendors,  has  made  the 
drivers  available  at  no  cost.  Its  time  to  network  your 
Windows  environments,  as  the  benefits  are  tangible 
and  costs  are  no  longer  prohibitive. 


Information  management  and 
protection  are  baseline  tasks  that 
must  be  accomplished  before 
anything  else  can  be  done. 


STEP  2 

Simplify  Management 

Networked  storage  means  there  is  no  longer  a 
1:1  ratio  between  storage  and  server.  Centralized 
storage  means  a  single  point  of  control  for  manage¬ 
ment.  However,  configuring  the  storage  and 
managing  the  physical  devices  are  still  complicated. 
Currently,  many  of  these  tasks  are  done  with  tools 
provided  by  hardware  vendors  and  are  storage 
system  centric.  It  is  widely  accepted  that  each 
hardware  vendor,  regardless  of  class  of  storage,  are 
most  familiar  with  its  own  products  and  therefore 
can  configure  and  manage  them  better  than  anyone 
else.  What  these  system  vendors  forget  is  that  IT  just 
cannot  worry  about  the  storage  side  of  the  informa¬ 
tion  infrastructure.  There  are  servers  that  need  to 
access  the  data  and  require  their  own  setup  and 
management.  This  overlooked  principle  is  more 
evident  in  the  mid-range  storage  market  where 
there  are  many  more  flavors  of  hardware. 

Some  software  vendors  provide  volume  and  file 
system  management.  Bringing  storage  management 
and  data  protection  to  operating  system  level  where 
the  file  system  is  created  was  the  next  challenge.  To 
that  end,  Microsoft  introduced  Virtual  Disk  Service 
(VDS)  with  Windows  Server  and  Windows  Storage 
Server  2003.  VDS  allows  IT  to  view  all  the  storage 
devices  that  it  attached  to  the  server.  IT  can  config¬ 
ure  the  devices,  set  up  RAID  protection,  and  secure 
storage  resource  by  masking  volumes  or  disks 
from  individual  servers.  VDS  also  provides  some 
rudimentary  performance  and  system  health  moni¬ 
toring.  These  are  plain  vanilla  features,  but  will  help 
ease  the  pain  for  connecting  Windows  based  servers 
to  centralized  storage  devices.  The  biggest  benefit  is 
that  the  system  vendors  or  other  storage  software 
applications  can  be  integrated  with  VDS  allowing  IT 
the  ability  to  manage  information  from  both  a 
server  and  storage  perspective. 


STEP  3 

Always  Protect  Your  Data 

A  recent  ESG  survey  revealed  56%  of  enterprise 
(company  revenue  of  $500M  +  )  and  46%  of  mid¬ 
tier  (company  revenue  up  to  $499M)  users  are 
concerned  that  their  backup  schedule  leaves  data 
exposed.  Two-thirds  of  all  the  respondents  stated 
that  the  backups  take  too  long.  These  two 
data  points  confirm  that  data  protection  is  still 
a  difficult  task  to  manage  despite  all  the  technology 
advancements  in  the  storage  industry.  The  under¬ 
lying  cause  is  that  the  amount  of  information 
being  stored  is  increasing,  and  that  information 
needs  to  be  protected. 

The  problem  is  that  current  backup  processes  are 
focused  on  the  "mission  critical"  systems.  The  mid¬ 
tier  applications,  associated  servers  and  storage  are 
often  low  on  the  backup  priority  list.  The  primary 
reason  being  it  was  too  hard  to  backup  individual 
servers  and  storage.  Networked  storage  and  central 
management  solves  that  problem.  The  next  chal¬ 
lenge  is  to  formulate  a  data  protection  process  for 
these  environments.  Many  vendors  offer  some  form 
of  snapshot  and  or  full  copy  software.  But,  similar  to 
the  storage  management  dilemma,  there  is  very 
little  attention  paid  to  the  host  or  operating  systems. 
To  solve  that  issue,  users  can  take  advantage  of 
Microsoft's  Virtual  Shadow  Copy  Service  (VSS).  VSS 
enables  full  clone  and  snapshot  copies  of  files, 
filesystems,  and  volumes  on  the  server.  Information 
can  easily  be  restored,  and  with  copy-on-write 
functionality,  the  backup  copy  is  assured  of  being 
consistent  with  the  original  data.  IT  can  use  the  VSS 
technology  in  conjunction  with  other  replication 
products  to  increase  the  scalability  of  the  backup 
process.  Data  protection  is  not  an  operating  system, 
server  or  storage  function,  it  is  all  of  them.  IT  can 
now  take  advantage  of  the  integration  done  by 
the  representative  vendors  to  protect  as  much 
information  as  possible. 

Summary 

While  ILM  is  the  new  industry  buzz-term,  most 
Windows  environments  are  behind  the  curve 
because  IT  needs  to  get  the  fundamentals  right. 
There  is  no  sense  in  putting  the  cart  before  the  horse. 
Getting  the  basics  right  will  provide  economies  and 
efficiencies  not  yet  realized  in  the  Windows  storage 
world.  The  aforementioned  steps  will  help  you  take 
action  and,  the  new  features  available  in  the 
Windows  Sever  2003  and  Windows  Storage  Sever 
2003  facilitate  storage  networking,  management 
and  protection.  Ultimately,  the  business  applications, 
such  as  Exchange  and  SQL  Sever  that  run  on  the 
Windows  platform,  as  well  as  those  who  use  them, 
will  benefit. 

For  more  information  on 
Network  Storage  Solutions  and  the 
Enterprise  Storage  Group,  go  to: 
www.enterprisestoragegroup.com 
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But  those  who  are  ready  to  separate  storage  from  servers  will  find  this  even  more  thrilling:  The  EMC 
CLARiiON  CX  series  now  starts  at  just  $9,995.  That’s  right.  You  can  consolidate  all  your  information, 
protect  it  better,  and  manage  it  far  more  efficiently  at  a  surprisingly  retro  price.  Advanced  EMC  stor¬ 
age  for  faster,  more  secure  backup  has  never  been  so  affordable.  Quick,  pick  up  the  phone. 


For  up-to-the-second  details  on  CLARiiON  CX,  dial  us  toll  free  on  your  telephone  at  1-866-464-7381, 

or  go  to  www.EMC.com/growthcompanies. 
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continued  from  page  15 

estimates  for  such  a  large-scale  MPLS 
deployment  range  in  the  tens,  if  not  hun¬ 
dreds,  of  millions  of  dollars.  While  WaMu 
officials  won’t  divulge  budget  information, 
they  did  verify  that  first-year  ROI  was  a  25% 
reduction  in  IT  operational  costs,  a  figure 
they  forecast  will  remain  constant  over  the 
next  three  years. 

Company  at  a  crossroads 

While  few  companies  can  warrant  such 
a  massive  network  overhaul,  WaMu  was  at 
a  crossroads.  Gross  describes  the  situation 
he  encountered  his  first  week  at  WaMu,  in 
August  2001:  Intranet  pages  took  three 
minutes  to  load;  the  network  went  down  a 
lot,  but  no  one  could  explain  why;  and 
remote  connectivity  was  so  bad  that  he 
opted  to  use  Hotmail  when  working  at 
home  rather  than  try  to  access  the  corpo¬ 
rate  e-mail  server. 

Then  consider  the  thousands  of  bank 
tellers  trying  to  get  account  information,  or 
the  multitudes  trying  to  close  on  the  best 
interest  rate,  or  the  financial  services  com¬ 
pany’s  inability  to  handle  its  own  internal 
business  processes.  Applications  had  been 
developed  and  then  shelved  because  the 
data  infrastructure  couldn’t  support  them. 
Long  outsourced  to  IBM,  that  data  infra¬ 
structure  had  been  intended  to  support 
nothing  more  than  general  office  applica¬ 
tions  such  as  file  serving,  e-mail  and 
accounts  payable. 

Part  of  the  problem  was  that  the  old  net¬ 
work  couldn’t  scale  enough  to  meet 
WaMu’s  rapid  expansion  —  an  acquisition 
binge  started  in  the  late  ’90s  wrapped  up 
with  purchases  of  three  financial  institu- 


Project  tips 

A  year  into  the 
network  build-out 
touching  3,000 
locations,  Wash¬ 
ington  Mutual  CIO 
Jerry  Gross  shares 
this  advice: 


•  Leverage,  streamline,  improve. 
Repeat. 

•  Don't  single-source  anything,  espe¬ 
cially  if  you're  a  large  company. 

•  Create  incentives  and  processes 
that  ensure  lots  of  intervendor 
cooperation  with  no  finger-pointing 
or  responsibility  shirking. 

•  Measure  performance  at  as  many 
levels  as  possible;  measure  regular¬ 
ly  to  form  the  basis  of  ongoing  ven¬ 
dor  quality  improvement  processes. 

I  •  In  your  vendor  contracts,  insist  on 
and  provide  very  specific  language 
in  terms  and  conditions  for  contin¬ 
gencies  such  as  bankruptcies,  net¬ 
work  failures  and  service  mix. 


Tiered  MPLS 

Washington  Mutual  divided  its  Multi-protocol  Label 
Switching  network  into  these  six  layers: 


1  Metropolitan-area  network:  Each  of 
.WaMu’s  3,000  locations  feed  LAN 
traffic  into  one  of  multiple  MANs. 
Connectivity  from  MAN  to  MAN  is 
achieved  using  dense  wave  division 
multiplexing  and  SONET  ring  technolo¬ 
gies. 

2  Supercore:  A  supercore  provides 
•  a  gateway  for  handoff  of  MAN 
traffic  into  the  wide-area  MPLS  net¬ 
work.  Supercores  connect  to  the  MCI 
network  for  primary  service  via  two 
SONET  OC-3  (155M  bit/sec)  trunks 
and  to  back-up  carrier  AT&T  over  a 
single  OC-3  circuit.  With  each  of  these 
consolidated  nodes,  WaMu  can  parti¬ 
tion  the  MPLS/WAN  backbone  to 
make  upgrades,  to  contain  security 
breaches,  and  to  activate  new  sites 
without  affecting  overall  performance 
of  MPLS  and  desktop  traffic. 


3  MPLS/WAN  backbone:  MCI- 
•  based  MPLS  network  handles 
supercore-aggregated  traffic  and  con¬ 
sists  of  nine  nodes  that  collapse  into  a 
three-node  backbone. 

4  Access  layer  for  business  partners. 

.  WaMu  provides  MPLS  partners 
AT&T.  Cisco,  Juniper  and  MCI  access  to 
back-office  systems  running  administra 
tive,  billing  and  management  applications. 
This  layer  is  firewall-protected. 

5  Disaster-recovery  layer.  Details 
•  largely  undisclosed,  but  this  layer 
provides  excess  capacity,  backup  and 
storage  in  the  event  of  network  failure. 

6  Dial  back-up  layer/ISDN:  Pro- 
•  vides  a  connectivity  option  should 
the  MPLS  network  or  MCl’s  infrastruc¬ 
ture  as  a  whole  go  down. 


How  MPLS  works 


Washington  Mutual  turned  to  Multi-protocol  Label  Switching  because  it  would 
easily  handle  the  firm's  growing  data  traffic  requirements  while  letting  it  offer  band¬ 
width  priority  and  guaranteed  service  levels  to  specific  users,  applications  or  IP 
addresses. 

In  orderto  do  so,  MPLS  switches  and  routers  assign  labels  to  packets  entering  the 
network.  These  labels  contain  information  describing  the  packet's  origin,  destina¬ 
tion,  required  bandwidth,  delay  sensitivity  and  IP  headers,  among  other  character¬ 
istics.  The  MPLS  switches  then  build  a  path  for  the  label,  sending  it  on  its  way.  The 
switch  then  either  tears  down  the  path  or  retains  it  for  any  anticipated  traffic 
exchange,  flagged  by  the  label. 

Routing  by  label,  rather  than  packet,  makes  its  possible  for  MPLS  switches  to 
steer  IP  traffic  onto  a  variety  of  routes  rather  than  the  single  path  allowed  in  tradi¬ 
tional  switched  and  routed  networks.  The  switches  use  this  label  system  to  avoid 
congested  or  failed  paths,  and  to  meet  guaranteed  service  levels. 

Go  to  www.nwfusion.com,  DocFinder:  9033,  for  more  information  on  MPLS,  includ¬ 
ing  a  step-by-step  diagram. 


tions  in  the  past  year.  In  the  past  six  years, 
the  number  of  WaMu  employees  more  than 
doubled  from  27,000  to  60,0O0.The  number 
of  locations  also  more  than  doubled,  to 
3,000  nationwide. 

“It  was  a  burning  platform,”  Gross  says. 
“There  was  a  basic  need  for  a  scalable,  sta¬ 
ble,  hardened  network  that  could  support 
WaMu’s  growth.” 

And  although  WaMu  has  scaled  back 
acquisition  plans,  continued  growth  there 
would  be.  The  company  planned  to  open 
as  many  as  300  financial  centers  through 
2004.  WaMu  was  willing  to  prioritize  IT 
spending  on  a  companywide  data  network 
that  would  span  local,  metropolitan  and 
wide  areas  —  and  eventually  voice  and 
wireless  data  traffic.  Plug  and  play  of  new 
sites  was  an  imperative,  given  the  compa¬ 
ny’s  growth  projections. 

“MPLS  was  the  choice  for  flexibility  and 
scalability  which  makes  for  a  better  total 
cost  of  ownership,”  says  Badr,  noting  the 
company  also  considered  fully  meshed 
hub-and-spoke  and  ATM-based  backbones. 

And  so  WaMu  created  a  six-tier  architec¬ 
ture  using  the  MCI  and  AT&T  services  and 
network  gear  from  Cisco  and  Juniper. 

The  new  LAN  architecture  provides 
75,000  Ethernet  ports  (a  mix  of  10M,  100M 
and  1G  bit/sec  links)  at  branch  banks, 
financial  centers,  home  loan  sites,  corpo¬ 
rate  office  buildings  and  for  automatic 
teller  machines.  Each  WaMu  site  connects 
to  one  of  multiple  metropolitan-area  net¬ 
works  (MAN)  for  connectivity  to  the  WAN. 
A  WaMu-developed  node,  called  a  super¬ 
core,  further  consolidates  MAN  traffic 
across  any  of  three  different  SONET  OC-3 
lines,  which  operate  at  155M  bit/sec.  From 
the  supercore,  traffic  passes  onto  any  one 
of  nine  MPLS  nodes,  which  in  turn  col¬ 
lapse  into  a  three-node  backbone.  Back 
office,  system-to-system  and  dial  back-up 
layers  round  out  the  six-tiered  WaMu  net¬ 
work  (see  sidebar, “Tiered  MPLS”). 

Design  and  testing  began  in  the  fall  of 
2002,  with  implementation  following 
through  this  year. 

Supercore  to  the  rescue 

WaMu  holds  network  specifics  close  to 
the  vest,  not  willing  to  share  too  much 
information  for  competitive  reasons.  But 
Mike  Spalter,  team  leader  for  WaMu’s  Infra¬ 
structure  Services  Group,  did  explain  how 
the  company  ensured  such  a  smooth  roll¬ 
out.  WaMu  partitioned  the  supercores 
from  each  other  and  from  the  rest  of  the 
network  until  they  were  certain  each  was 
stable,  he  says. 

Also  critical  was  teamwork  among  Wa¬ 
Mu’s  IT  staff  and  the  MPLS  players.  Spalter 
describes  60-person  meetings  at  which  all 
the  vendors  were  represented  so  blame 
couldn’t  get  shifted  and  everyone  could 
agree  on  cooperative  action.  Offloading  a 
lot  of  responsibility  to  its  vendors  helped 
WaMu  achieve  a  “remarkably”  smooth  and 
quick  implementation,  the  IT  folks  say 

To  ensure  the  network  continues  operat¬ 
ing  seamlessly, WaMu  holds  monthly  quality 


improvement  meetings  during  which  ven¬ 
dors  present  their  network  statistics  in  front 
of  each  other.This  format,  Spalter  says,  intro¬ 
duces  an  even  higher  level  of  accountabil¬ 
ity  and  spreads  the  risk  around.“It  gives  the 
frontline  vendors  the  tools  they  need  to 
manage  the  back  office,”  he  says. 

WaMu  and  its  carrier  partners  manage 
the  MPLS  network  from  three  network 
operations  centers  (NOC)  —  one  each 
owned  and  operated  by  WaMu,  MCI  and 
AT&T.  All  the  major  vendors  and  service 
providers  have  full-time  staff  working  in 
WaMu’s  NOC. 

Leveraging  the  infrastructure 

Gross  and  the  network  team  are  under 
no  small  pressure  to  leverage  the  MPLS 
backbone. And  while  it’s  not  a  front-burner 
action  item,  WaMu  is  looking  at  the  MPLS 
network  as  a  means  to  handle  voice-over- 
IP  traffic  across  the  corporation  and  to  be 


able  to  create  virtual  call  centers  rather 
than  invest  in  physical  infrastructure  for 
customer  service.  Gross  also  sees  the  MPLS 
backbone  as  a  means  to  tie  local  wireless 
LANs  to  the  MAN  and  WAN,  and  even 
broadcast  interest  rate  changes  to  bank 
customers  or  inform  them  of  other  market 
news. 

But  for  now, Gross  and  his  team  have  their 
hands  full.  The  good  news  is,  what  looked 
like  a  huge  risk  in  June  2002  already  has 
begun  paying  off  for  WaMu. 

“Downtime  is  all  but  gone,” says  Gross,  cit¬ 
ing  a  network  uptime  statistic  of  99.997%, 
up  from  97%  when  he  joined  the  company. 
“And  we  can  deploy  new  capabilities  much 
faster.  Our  operational  excellence  wouldn’t 
be  possible  without  IP  applications.  How 
do  you  calculate  the  cost  of  not  having  an 
intranet  —  millions  of  dollars?  MPLS  has 
transformed  how  we  grow  and  how  pro¬ 
ductive  we  are.”B 
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Current  Patch  Management  Solution 

□  PatchLink  Update™  □  Scripting 

□  Manual  Dother  Method/Software: 
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Automated,  Cross-Platform  Patch  Management. 

It's  hard  to  keep  an  eye  out  for  security  risks  on  every  node  in  your  network.  It's  like  you 
need  a  third  eye.  Hackers  may  be  watching  your  critical  data  and  systems  right  now. 
Automatically  defend  your  complex  enterprise  with  award-winning  PatchLink  Update™  — 
allowing  you  the  power  to  easily  inventory  all  servers  and  desktops,  detect  vulnerabilities, 
set  patch  security  policies  and  quickly  deploy  trusted  patches  in  the  blink  of  an  eye.  We're 
freaks  about  security.  See  for  yourself. 


CROSS-PLATFORM 


SCALABLE 


FLEXIBLE 


480.970.1025,  OPT  1 


WWW.PATCHLINK.COM 


CELEBRATING  12  YEARS  OF 
ENTERPRISE  SECURITY  SUCCESS 


freakishly  powerful  coverage 
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to  the  rescue 

The  New  York  State  Workers'  Compensation  Board  wins  User  Excellence 
Award  runner-up  for  going  virtual  and  greatly  enhancing  customer  service. 


BY  TONI  KISTNER 

One  of  the  first  calls  employees  injured  on  the  job  make  is  to  the  state 
workers’  compensation  board  to  initiate  benefits  claims  for  cover¬ 
age  of  medical  bills  and  replacement  of  lost  wages.  But  New  York 
workers  making  that  call  before  2001  were  likely  to  suffer  insult  on  top  of 
injury:  Customer  service  was  abysmal. 


Even  though  the  New  York  State  Workers’ 
Compensation  Board  (WCB)  had  digitized  all  its 
paper  files,  customer  service  was  a  mess.  Each 
office  had  its  own  setup  —  some  a  few  dedicated 
lines,  others  a  Centrex  system,  still  others  gear 
from  Lucent  or  Nortel.  No  more  than  three  cus¬ 
tomer  service  representatives  staffed  each  office, 
regardless  of  incoming  call  volume.  In  some 
offices,  call  volume  was  light  and  reps  didn’t  have 
enough  to  do.  In  others,  calls  streamed  in  non¬ 
stop.  “A  significant  number  of  calls  got  busy  sig¬ 
nals,  and  callers  faced  long  wait  times,” says  John 
McDermott,  IS  director  for  the  WCB.The  board  re¬ 
ceives  approximately  1  million  calls  per  year  from 
injured  workers  and  other  stakeholders  in  the 
workers’  compensation  system. 

Virtual  call  center  technology  still  nascent  in 
2000  when  the  WCB  began  investigating  fixes  for 
its  customer  service  problem,  seemed  a  viable 
option.  The  WCB’s  earlier  decision  to  eliminate 


NetworkWorld 


paper  files  turned  out  to  be  a  boon.  “If  our  case 
files  hadn’t  been  computerized,  we  couldn’t  have 
[pursued  a  virtual  call  center], This  means  every¬ 
body  can  look  at  all  the  case  files,  regardless  of 
location, ’’says  Joanne  Conrad, assistant  director  of 
claims  operations  at  WCB,  noting  that  all  claim- 
related  documents,  including  medical  forms  and 
letters,  are  scanned  into  an  electronic  folder. 

The  WCB  found  the  virtual  call  center  idea 
attractive  compared  with  the  more  traditional 
approach  of  building  a  centralized  call  center, 
which  would  have  required  construction  funding 
and  relocating  or  laying  off  dozens  of  reps,  then 
hiring  and  training  new  reps  in  the  area.  A  virtual 


call  center,  on  the  other  hand,  would  let  the  WCB 
tie  its  district  and  satellite  offices  into  a  central¬ 
ized  phone  system  and  let  its  existing  staff  of  reps 
work  as  a  single  unit.They  would  take  calls  based 
on  availability  and  appropriate  skills,  not  geo¬ 
graphic  location,  thereby  evenly  distributing  call 
volume  and  allowing  more  consistent  customer 
service.  And  the  cost,  at  approximately  $900,000 
for  hardware,  software  and  consulting  services, 
would  be  significantly  less  than  a  project  involv¬ 
ing  new  construction. 

The  New  York  WCB  earns  2003  User  Excellence 
Award  runner-up  distinction  for  embracing 
emerging  virtual  call  center  technology  —  and  a 
new  way  of  working  —  while  potentially  saving 
millions  of  dollars. 

Rollout  under  duress 

Although  the  agency  clearly  understood  the 
business  case  and  benefits  of  a  virtual  call  cen¬ 
ter,  some  feared  the  reps  and  their  managers 
would  have  trouble  adjusting  to  such  a  radical 
new  way  of  working.  Those  concerns  became 
moot  on  Sept.  11, 2001.  The  terrorist  attacks  dis¬ 
abled  the  WCB’s  district  offices  in  New  York  City, 
forcing  McDermott  and  his  team  to  forward  calls 
to  outlying  offices.  Overnight,  his  organization 
See  Compensation,  page  22 


Claims  processing, 
New  York-style 

O  Callers  from  any  region  get 
routed  to  a  central  automatic 
call  distribution  (ACD)  system, 
which  prompts  them  to  specify 
services  required. 

G  The  ACD  system  forwards  the 
calls  to  agents  who  have 
appropriate  skills  for  handling 
services  required,  based  on  up- 
to-the-minute  agent  status. 

O  The  ACD  system  looks  first  to 
in-region  agents  and,  if  none 
are  waitable,  routes  the  call  to 
region  agents. 

O  C  .  vice  agents  access 

a  .t-s-jwv*  ricvment-imaging 
applicator  nformation  and 
•  on  all  cases. 

*GURCf  NcW  to*'  *'*rc  WORKtft'S 


A  virtual  cay0ehter  saved  custorryart5?™ice  at  the 
New  York  State  Worker's  Compensation  Board. 
Clockwis^from  far  riobt:  John  McDermott,  Joanne 
ConratkRtCKBell  and  Nancy  MulhaliaMtas 


>5:05  am.  Custom  configuration  expert  Henry  Young  trains  for  the  mother  of  all  last  minute  orders. 
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Compensation 

continued  from  page  20 

was  faced  with  rolling  out  the  virtual  call 
center  system  to  district  and  satellite  offices 


as  quickly  as  possible  and  processing  more 
than  9,000  workers’  compensation  claims 
related  to  the  attacks. 

To  handle  that  crisis,  the  WCB  quickly 
leased  an  Aspect  Communications’  auto¬ 


matic  call  distribution  (ACD)  server  and 
installed  it  at  the  data  center  in  Albany  and 
deployed  Aspect  WinSet  software  on  the 
reps’  computers.  At  the  same  time,  it 
changed  (and  forwarded)  the  local  phone 


numbers  of  each  district  and  satellite  office 
to  a  single  toll-free  number.  Since  then, 
McDermott’s  team  has  added  offices  to  the 
virtual  call  center  one  at  a  time,  with  one 
office  bouncing  calls  to  another  until  the 
last  of  the  1 1  districts  and  30  satellite  offices 
came  online  in  September  2003.  The  WCB 
currently  receives  between  50,000  and 
60,000  calls  per  month  through  the  virtual 
call  center;  call-handling  is  going  so  well 
that  the  board  recently  brought  two  addi¬ 
tional  departments  onto  the  system,  he  says. 

When  reps  log  on  to  their  computers  in 
the  morning,  they  enter  their  phone  num¬ 
bers  into  the  WinSet  application.  WinSet 
talks  to  the  ACD  system,  letting  it  know 
when  reps  are  available  to  take  calls  at 
what  numbers,  when  reps  are  on  their 
phones  and  when  they  are  in  wrap-up 
mode,  handling  paperwork  after  call  com¬ 
pletion. The  ACD  distributes  incoming  calls 
to  the  offices  based  on  availability  or  cus¬ 
tomer  service  rep  skills.  For  example,  calls 
from  Spanish  speakers  are  routed  to  the 
district  offices  in  New  York  City. 

The  call  center  manager  can  view  and 
monitor  all  call  activity.  Reps  manage  all 
calls  via  their  workstations;  the  analog 
phone  simply  carries  voice  traffic. 

Operational  gains 

The  virtual  call  center  benefits  are  numer¬ 
ous.  For  callers,  busy  signals  and  long  wait 
times  are  gone,  as  98%  of  calls  are  now 
answered  within  30  seconds,  McDermott 
says.  For  reps,  burnout  from  long  hours  and 
verbal  abuse  from  irate  callers  have  dissi¬ 
pated.  For  the  state,  the  virtual  call  center 
has  meant  increased  interaction  with  con¬ 
stituents  without  an  increase  in  staff  — 
“extremely  important”  given  the  state’s  hir¬ 
ing  freeze,  McDermott  says. 

Beyond  getting  the  phones  answered,  the 
WCB’s  quality  of  customer  service  is 
improving,  too.  “Our  responses  are  becom¬ 
ing  more  consistent,”  McDermott  says. 
“When  one  person  calls  the  Buffalo  office 
and  another  calls  one  in  New  York  City, 
we’re  now  more  likely  to  give  them  the 
same  answer.  Before,  the  data  ranged 
because  every  district  had  its  own.  We  did¬ 
n’t  have  FAQs  or  the  ability  to  monitor 
phone  calls  to  better  manage  interaction 
with  claimants.  Now  we  do.” 

The  new  system  also  is  helping  the  WCB 
improve  internal  processes,  including  how 
reps  and  case  managers  interact.  Now,  reps 
can  field  routine  questions  that  used  to  go 
to  case  managers,  forwarding  only  the  most 
appropriate  calls  to  them. Case  managers,  in 
turn, can  concentrate  on  claim  resolution. 

With  the  virtual  call  center  fully  deployed, 
the  WCB  can  take  customer  service  to  the 
next  level,  McDermott  says.  “We  have  the 
ability  to  tap  into  resources,  to  open  more 
channels  to  our  customers  and  claimants. 
We’re  working  now  on  a  knowledge  data¬ 
base  to  help  answer  calls,  and  I’d  like  to  see 
us  coordinate  the  phone  with  the  Web,”  he 
says.“ln  many  ways  the  state  is  behind,  but 
on  the  technology  side,  we’re  on  the  leading 
edge  of  things.” ■ 
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no  compatibility  issues, 
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Like  family,  IP-based  enterprise  networks  and  their 
applications  should  rely  on  each  other.  But  living 
under  the  same  roof  doesn’t  guarantee  harmony. 
And  that  discord  comes  at  a  high  cost.  F5  products 
bring  everyone  into  perfect 
agreement  by  creating  a 
virtual  team  out  of  servers, 
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data  centers,  security  devices  and  more  to  intelli¬ 
gently  deliver  information  over  any  IP  network. 


When  everyone  is  working  together,  you'll 
achieve  the  high  availability  performance  you 
need,  combined  with  an  efficient,  secure  network 
infrastructure  that  ensures  the  reliable  delivery  of 
Internet  traffic,  applications  or  Web  services — 
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Wireless  LAN  switches  solve  many  of  the  problems  once  associated 
with  WLANs  and  make  supporting  mobile  users  a  cinch. 


BY  MARY  PETROSKY 


|  indispensability  is  a  measure  of  a  technology’s  maturity  then  wireless 
I TT  LANs  have  moved  into  their  teen  years,  aided  by  the  arrival  of  WLAN 
I  switches  from  companies  such  as  Airespace,  Extreme  Networks  and 
Trapeze  Networks.  With  many  mobile  users  now  depending  on  wireless  con¬ 
nectivity  for  anytime,  anywhere  network  access,  and  demand  growing  daily  net 
executives  increasingly  are  turning  to  these  new  switches  to  get  past  the  short¬ 
comings  of  first-generation  WLANs  —  weak  security  lack  of  roaming  support, 


and  high  planning  and  support  costs. 

IT  managers  at  San  Antonio  Community  Hos¬ 
pital  (SACH),  Santa  Clara  University  (SCU)  and 
the  School  of  Electrical  Engineering  and  Compu¬ 
ter  Sciences  (EECS)  at  University  of  California, 
Berkeley,  relate  how  second-generation  WLANs 
are  enabling  easy  wireless  expansion.  With 
switch-based  WLANs,  they  get  the  management 
tools  they  need  to  grow  their  WLANs  without 
increasing  IT  head  count. 

SACH, an  independent  hospital  in  Upland,  Calif., 
expects  to  save  between  70%  and  90%  over  other 
wireless  systems  in  design,  operations  and  labor 
costs  by  using  the  management  tools  available 
with  Trapeze’s  Mobility  System,  says  Jan  Snyder, 
senior  telecommunications  consultant.  SACH 
uses  WLANs  in  the  emergency  room  and  hospital 
lobby  for  streamlined  patient  admittance  process¬ 
ing,  and  in  the  emergency  and  operating  rooms 
for  viewing  radiology  images  on  mobile  PCs. 

Because  WLAN  switches  make  a  wireless  infra¬ 


structure  easy  to  deploy  and  manage,  Snyder  is 
expanding  the  WLAN  to  more  areas  in  the  hospi¬ 
tal  with  an  eye  toward  further  streamlining  hospi¬ 
tal  operations  and  improving  patient  care.  He’s 
also  rolling  out  new  wireless  applications,  includ¬ 
ing  voice.  For  example,  doctors  will  get  wireless 
phones  or  PDAs  with  soft  phones  and  nurses  will 
have  voice-activated,  “necklace-style”  wireless 
phones  so  they  can  talk  to  each  other  in  real  time. 
Eliminating  telephone  tag  will  facilitate  patient 
care  and  allow  for  a  higher  nurse-to-patient  ratio. 

An  answer  to  user  prayers 

Like  doctors  and  nurses,  students  and  teachers 
are  highly  mobile  users. While  they  can  find  wired 
ports  in  most  locations  within  a  university  they 
don’t  want  to  carry  cables  around  with  their  lap¬ 
tops  and  PDAs  and  hunt  for  wall  jacks,  says  Ron 
Danielson, CIO  at  SCU.They’ve  had  a“taste”of  wire¬ 
less  access  in  SCU’s  law  school  and  library,  and  in 


parts  of  the  business  school  and  student  center, 
and  they  want  more. 

The  university  has  responded  with  plans  to 
enable  wireless  support  in  every  campus  building, 
including  residence  halls,  as  it  replaces  network 
edge  equipment.'Jnformation  is  the  lifeblood  of  a 
university  We’re  trying  to  create  a  learning  environ¬ 
ment  that’s  more  effective  and  more  convenient 
than  other  institutions,”  Danielson  says. 

SCU  uses  Extreme’s  Summit  300  switch  to  sup¬ 
port  wired  and  wireless  connectivity  Because  the 
same  security  and  management  tools  are  used  for 
both  infrastructures,  Danielson  doesn’t  have  to 
increase  his  staff  to  support  the  growing  wireless 
environment. 

Through  the  wired  network  and  wireless  loca¬ 
tions,  students  can  access  everything  from  a  pro¬ 
fessor’s  class  notes  to  forms  at  the  registrar’s  office. 
SCU  also  has  automated  many  administrative 
functions, including  online  registration  and  tuition 
payment  using  credit  cards.  This  has  improved 
administrative  staff  productivity  and  virtually  elim¬ 
inated  lines  of  students  registering  for  classes  or 
paying  tuition.  Expanding  WLANs  to  more  cam¬ 
pus  buildings  will  give  students  and  professors 
greater  flexibility  in  accessing  such  resources. 

Hot  spots  everywhere 

At  Berkeley,  WLAN  access  quickly  went  from  a 
convenience  to  a  necessity  for  the  EECS  school’s 
1 ,400  users,  many  of  whom  have  disconnected 
from  the  wired  network  and  use  the  WLAN  exclu¬ 
sively  for  access  to  university  and  EECS  resources 
and  applications.  For  example,  students  can  use 
the  WLAN  to  download  a  professor’s  notes  dur¬ 
ing  a  lecture. 

EECS  experienced  growing  pains  with  its  ihitial 
WLAN  system  and  switched  to  Airespace’s  wire¬ 
less  product  set  for  its  management  capabilities, 
says  Fred  Archibald,  network  manager  for  EECS. 
Currently  EECS’  two  buildings  are  equipped  with 
WLANs,  along  with  a  lab  in  a  third  building. 
Faculty  recently  convinced  Archibald  to  install  an 
access  point  in  a  nearby  cafe  so  they  could  surf 
the  Web,  check  email  and  exchange  files  during 
off-site  meetings. 

All  three  IT  managers  expect  wireless  use  to  in¬ 
crease  and  to  support  additional  types  of  devices. 
SACH’s  Snyder  is  evaluating  wireless  tablet  PCs, 
which  doctors  could  use  to  review  and  modify 
patient  records  or  to  write  prescriptions.  He  also  is 
considering  offering  Internet  access  to  patients 
and  providing  a  hot  spot  in  the  hospital  lobby. 

No  doubt,  WLAN  switches  have  made  WLAN 
ubiquity  possible.  And  there’s  no  turning  back. 

Petrosky  is  a  freelance  writer  in  San  Mateo,  Calif. 
She  can  be  reached  at  mary@mpetrosky.  com. 
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Soft  benefits  such  as  increased  flexibility  and  productivity  are  great  enougrvto  have 
turned  instant  messaging  and  Web  conferencing  into  enterprise  must-haves. 


BY  STEVE  ULFELDER 

ou  don’t  have  to  sell  Sean  O’Connor  on  the  benefits  of  real-time  col¬ 
laboration  tools.  Although  extremely  busy  as  manager  of  network 
operations  at  Worcester  Polytechnic  Institute^  Massachusetts  univers¬ 
ity  with  three  campuses, this  fall  he  worked  from  home  —  because  his  wife, nine 
months  pregnant,  could  have  required  a  ride  to  the  hospital  at  any  minute. 


No  problem.  WP1  was  wrapping  up  a  pilot 
release  of  Nortel’s  Multimedia  Communication 
Server  5 100.  “I  set  up  my  IP  phone  at  home,  tun¬ 
neled  in  [to  the  corporate  network]  through  a 
VPN,  established  my  presence  —  1  brought  my 
office  to  my  house,”  he  says. Sure,  O’Connor  could 
have  done  this  five  years  ago.  But  he  couldn’t 
have  held  instant-messaging  chats  with  col¬ 
leagues  or  shared  control  of  Microsoft  Draw  and 
other  applications. 

Real-time  collaboration  tools  such  as  IM  and 
Web  conferencing  are  making  serious  inroads  in 
corporations  even  though  few  businesses  can 
point  to  quantified  results.  Rather,  what’s  selling 
them  on  collaboration  tools  are  “soft”  benefits 
such  as  the  increased  flexibility  O’Connor  experi¬ 
enced  and  greater  productivity 

Analysts  say  that  as  real-time  technologies 
mature,  metrics  will  quantify  their  value.  And  in 
any  case.it  might  be  too  late  to  turn  back.“A  lot  of 
managers  ask  if  they  should  allow  instant  mes¬ 
saging  in  their  company  says  Lou  Latham,  a 
Gartner  analyst. “1  answer, ‘You  are  already  —  IM 
has  come  in  under  the  radar.  So  we  suggest  you 
put  it  to  work.’” 

From  passive  to  active  use 

That  statement  can  just  as  easily  apply  to  Web 


conferencing  services.  “We  were  what  I’d  call 
passive  WebEx  users,”  says  Terry  Grogan,  direc¬ 
tor  of  operations  and  technical  services  at  Lan¬ 
caster  General  Hospital  in  Pennsylvania.  That’s 
because  software  vendor  representatives,  when 
called  on  with  support  questions,  frequently 
tried  to  fix  problems  through  WebEx  sessions. 

This  troubled  Grogan  for  two  reasons.  First,  the 
support  reps  sometimes  made  unauthorized 
changes  to  user  systems,  including  changes  that 
affected  the  hospital’s  back-end  databases.  More 
significantly  to  a  healthcare  company  Grogan 
lacked  any  audit  and  archiving  control  over  the 
online  conferences.  This  put  Lancaster  General 
at  risk  of  violating  the  Health  Insurance 
Portability  and  Accountability  Act.  WebEx’s  ser¬ 
vices  offer  Secure  Sockets  Layer  (SSL)  encryp¬ 
tion,  but  Grogan  worried  that  vendors  might  not 
use  it  by  default. 

So  Grogan  implemented  Meeting  Series,  a 
Web  conferencing  appliance  from  Neoteris 
that  stresses  security.  Meeting  Series  applies  SSL 
VPN  technology  to  online  meetings.  Now  when 
vendor  support  reps  propose  a  Web  confer¬ 
ence,  hospital  employees  know  to  launch  the 
session  through  Meeting  Series.  “It’s  basically 
identical  to  WebEx,  but  I  can  keep  an  audit 
trail,”  she  says. 
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If  the  hospital  was  frustrated  because  it  was  a 
“passive” WebEx  user, some  companies  are  using 
that  vendor’s  services  very  actively  and  are  sav¬ 
ing  on  travel  costs  as  a  result. 

Professional  Service  Industries  (PS1),  a  con¬ 
sulting,  engineering  and  testing  firm  in  Orlando, 
is  one  such  user. 

PSI’s  complex  engineering  projects  and  150 
offices  in  40  states  made  assembling  employees 
for  training  sessions  and  meetings  an  expensive, 
logistical  mess,  says  David  Lukasik,  chief  learn¬ 
ing  officer  at  PS1.  The  company  began  using 
WebEx  a  year  ago,  and  travel  costs  plummeted, 
although  the  company  has  not  yet  quantified 
the  savings.  “It’s  easier  to  be  at  a  computer  in 
your  office  for  an  hour,  rather  than  spend  a  cou¬ 
ple  of  days  flying  somewhere  for  a  three-quarter- 
day  face-to-face  meeting,”  Lukasik  says. 

Rules  and  regs 

At  Stifel  Nicolaus,  a  St.  Louis  financial  services 
company  employees  have  come  to  rely  on  IM, 
says  Lee  Blackmore,  IT  director.  The  firm  has 
about  1,300  employees  in  82  branches,  and  the 
big  revenue-producers  —  traders  and  brokers  — 
use  IM  to  communicate  with  each  other,  with 
peers  at  other  companies  and  often  with  admin¬ 
istrative  staff. 

As  in  most  businesses,  IM  use  at  Stifel  Nicolaus 
had  grown  willy-nilly,  with  various  offices  and 
departments  creating  their  own  “buddy  lists” 
using  public  IM  services.  When  the  compliance 
department  became  aware  of  the  heavy  IM  use, 
its  first  instinct  was  to  ban  the  technology  to 
ensure  it  would  not  run  afoul  of  Securities  and 
Exchange  Commission  rules. 

That  didn’t  go  over  well. “The  traders  and  bro¬ 
kers  screamed  that  they  had  a  phone  in  each  ear 
already]’  Blackmore  says,  “and  that  [IM  was]  a 
tool  they  couldn’t  afford  to  lose.” 

So  IT  bought  IMlogic’s  IM  Manager,  manage¬ 
ment  software  that  tracks  and  audits  IM  activity, 
regardless  of  IM  service  in  use.  Blackmore  says  it 
took  nine  months  to  sell  the  compliance  depart¬ 
ment  on  IM  Manager  but  the  pain  was  worth¬ 
while  because  traders  and  brokers  cannot  do 
their  jobs  these  days  without  IM. 

IT  managers  say  that  they  expect  users  to 
devise  even  more  ways  to  use  the  tools  as  they 
grow  more  familiar  with  them.  For  example, 
PSI’s  Lukasik  says  he  can  see  the  company 
changing  the  way  it  approaches  business  devel¬ 
opment  and  marketing  by  extending  WebEx  use 
to  clients.  And  WPI’s  O’Connor  says  online  col¬ 
laboration  has  the  potential  to  revolutionize  the 
effectiveness  of  distance  learning. 

Ulfelder  is  a  freelance  writer  in  Southborough, 
Mass.  He  can  be  reached  at  sulfelder@ 
charter.net. 
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The  power  of 

Business-process  automation  software  helps  organizations  work 
more  efficiently,  often  saving  users  big  money  along  the  way. 

BY  DENISE  DUBIE 


hen  Toronto  came  under  the  threat  of  the  severe  acute 
respiratory  syndrome  virus  last  spring,  Joanne  Rearson 
had  to  shut  down  operations  at  the  West  Park 
Healthcare  Assessment  Centre  offices  for  six  weeks.Yet  she  and  her  IT 
staff  couldn’t  stop  processing  medical  insurance  referrals  and  claims. 


“We  picked  up  and  operated  out  of  a 
hotel.  We  were  able  to  quite  easily  adapt  to 
this  emergency  situation," says  Pearson,  gen¬ 
eral  manager  at  the  Assessment  Centre.  She 
credits  business-process  management  soft¬ 
ware  —  Ultimus  BPM  Suite  from  Ultimus  — 
as  the  source  of  her  staff’s  flexibility  mobil¬ 
ity  and  efficiency.  “We  put  our  critical 
processes  into  the  software,  and  because 
the  system  is  Web-based,  we  were  able  to 
keep  working  when  other  people  had  to 
close  their  doors,”  she  says. 

The  Assessment  Centre  began  using 
Ultimus  BPM  Suite  in  the  fall  of  2002.  This 
software  is  typical  of  BPM  products  in  that  it 
tracks  the  claims  through  pre-defined  ap¬ 
provals  and  reminds  staff  members  which 
person  has  ownership  of  specific  stages  to 
complete  tasks.  It  also  alerts  them  of  poten¬ 
tial  bottlenecks.  Whether  from  pure-play 
vendors  such  as  Fuego,  Intalio,  Metastorm, 
Pegasystems,  SeeBeyond  Technology,  Ulti¬ 
mus  and  Vitria;  from  application  integration 
vendors  such  as  BEA  Systems,  Tibco  and 
webMethods;  or  from  big  software  houses 
such  as  IBM,  BPM  products  include  cus¬ 
tomizable  templates.  With  these  templates, 
users  can  input  multiple  stages  of  a  process 
and  define  who  to  alert  about  delays  — 
business  unit,  IT  staff  or  partner,  for  example 
—  via  e-mail,  page  or  phone  call. 

“These  tools  let  users  capture  information 
on  how  processes  are  really  running,”  says 
Sharyn  Leaver,  a  senior  analyst  at  Forrester 
Research.  “If  you  build  a  process  in  BPM 
software,  you  can  more  easily  identify  bot¬ 
tlenecks  and  streamline  steps.” 

The  BPM  software  let  Pearson  automate 
35  processes  and  cut  referral  and  claim 
turnaround  time  from  11  days  to  three. 
Without  BPM  software,  a  claim  could  land 
in  a  stack  of  papers  and  wait  to  get  moved 
to  the  next  stage  (another  persons  desk), all 
while  phones  constantly  ring  as  managers, 
customers  and  business  partners  call  to 
check  on  a  claims  status. The  improved  effi¬ 
ciencies  represent  about  $75,000  per  year  to 
her  organization,  plus  another  $150,000 
annually  on  staff  she  otherwise  would  have 
had  to  hire. 

Others  look  to  the  software  to  help  them 


document  complex  processes,  eliminate 
paper  trails  and  deliver  more-targeted  ser¬ 
vices  to  business  partners  and  customers. 
Such  is  the  case  at  Safelite  Glass,  an  auto 
glass  services  company  in  Columbus, 
Ohio. 

Dan  Vaught,  Safelite’s  manager  of  enter¬ 
prise  architecture  and  integration,  says 
using  IBM’s  WebSphere  Business  Inte¬ 
gration  Server  gives  him  a  detailed  look  at 
how  things  work  and  lets  him  better  design 
services  targeted  for  specific  end  users. 
Safelite  uses  the  IBM  software  to  integrate 
disparate  ERP  applications  that  contain 
pertinent  auto  and  insurance  data  from 
product  suppliers  and  service  providers. 

Safelite  employees  use  the  data  from 
multiple  locations,  integrated  automati¬ 
cally  by  the  IBM  software,  to  better  sched¬ 
ule  customers  for  service.  Vaught  says 
Safelite  representatives  can  find  the  most 
convenient  time  and  location  to  service 
customers  based  on  the  availability  of  a 
specific  part  and  the  service  capacity  of 
the  agents  in  their  area.  The  software 
helps  accelerate  order  processing  and 


ensure  that  customers  get  what  they  need 
the  first  time  they  call. 

“Being  able  to  identify  individual  pieces 
of  work  and  personalize  processes  to  a 
company’s  needs  helps  us  deliver  better 
services, ’’Vaught  says.“We  used  to  measure 
[services  and  customer  satisfaction]  in  ag¬ 
gregate,  but  being  able  to  break  out  pieces 
helps  us  customize  services.” 

Still  others  find  that  BPM  software  lets 
them  show  their  work  to  management. 

For  Gary  Lech,  CIO  of  the  city  of  Walnut 
Creek,  Calif.,  BPM  software  gives  him  visi¬ 
bility  into  50  city  projects,  which  consists 
of  more  than  500  tasks,  and  lets  him  mea¬ 
sure  his  team’s  performance  against  the 
local  government’s  expectations.  Auth¬ 
orized  city  officials  even  can  view  progress 
reports  and  understand  the  status  of  ongo¬ 
ing  projects,  he  says.  The  visibility  into  IT 
projects  helps  Lech  prove  his  staff  remains 
within  budget  and  on  track,  but  if  projects 
get  off  track,  BPM  makes  it  easy  to  assign 
responsibility  to  the  appropriate  party. 

Lech  uses  Metastorms  e-Work  BPM  soft¬ 
ware  to  document  and  then  automate 
processes.  The  BPM  software  integrates 
with  the  city’s  GroupWise  and  Crystal 
reporting  systems  to  enable  the  proper 
notification  procedures  and  to  generate 
progress  reports,  he  says. 

“The  council  members  and  the  citizens 
want  to  know  where  their  taxpayer  dollars 
are  going,”  Lech  says,  “so  we  can’t  allow 
these  projects  to  run  amok.’’  ■ 
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Step  out  of  the  STONE  AGE  with  PowerQuest  V2i  Protector 


Stop  relying  on  old  technology  to  protect  your 
servers  and  desktops.  It  leaves  your  company’s  mission 
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Power  profiles 

In-depth  looks  at 
five  of  the  50  most 
powerful  people. 


•  Shai  Agassi:  SAP's 
resident  entrepre¬ 
neur.  Page  42. 


•  Russ  Cooper: 
Windows'  big  bug 
watcher.  Page  46. 


•  Nora  Denzel: 

HP's  adaptive  evan¬ 
gelist.  Page  48. 


•  Dennis  Eaton: 
Wi-Fi's  biggest  fan. 

Page  50. 


•  Fred  Wettling: 
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own  General 
Patton.  Page  52. 


Powerful 

influences 

Four  influential 
women  in  the  net¬ 
work  industry  share 
stories  about  the 
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them.  Page  55. 
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BY  ANN  BEDNARZ  AND  JULIE  BORT 

One  of  the  secrets  of  power  is  knowing  how  to  live  well  in  the  limelight. 
Like  it  or  not,  power  obliges  a  person  to  be  a  role  model.This  twists  itself 
into  notoriety  for  some  and  celebrity  status  for  others. 

As  always,  our  list  represents  the  role  models  of  the  network  industry  across  the  vendor,  user 
and  regulatory  communities,  as  well  as  among  standards  setters  and  big  thinkers.  But  this  year, 
the  list  is  ranked,  too. 

For  the  ranking,  we  looked  at  numerous  criteria,  including  the  persons  title  and  responsibility 
within  the  company  the  person’s  visibility  (determined  by  media  and  speaking  appearances  in 
the  last  year),  the  ways  in  which  the  person  functions  as  a  role  model  for  the  network  industry 
and  a  characteristic  we  call  “clout.”  Clout  is  how  far  a  person’s  overall  influence  reaches,  be  that 
throughout  a  company  a  subset  of  the  network  community  the  industry  the  entire  business 
world  or  even  with  national  governments. 


Fiorina,  chairman  and  CEO,  HP 
reputation  as  a  can-do  CEO  was 
it’s  not  one  she  plans  on  losing, 
has  aptly  moved  from  yesterdays 
merger  to  tomorrow’s  business  plan,  a  power 
agenda  that  includes  securing  the  leadership 
role  in  building  the  “new  data  centerl’The  $2.5 
billion  investment  in  HP’s  Adaptive  Enterprise 
initiative  speaks  to  how  serious  she  is  on  that 
front.  And  Fiorina  might  well  be  as  serious 
about  going  head  to  head  with  Cisco.  Some 
industry  watchers  read  her  November  resigna¬ 
tion  from  the  Cisco  board,  which  she  joined  in 
2001,  as  a  sign  of  just  that. 


5.  Linda  Dillman,  CIO,  Wal-Mart 
Dillman’s  decisions  dictate  the  technology 
course  not  only  for  this  hugely  powerful 
retailer,  but  also  for  thousands  of  suppliers  — 
with  ripple  effects  across  the  network  industry 
Take  Dillman’s  June  announcement  on  radio 
frequency  identification  (RFID)  tags.  To  a 
standing-room  audience  at  a  retail  trade  show, 
Dillman  said  Wal-Mart  would  require  its  top 
suppliers  to  implant  RFID  chips  in  cases  and 
pallets  starting  in  2004,  with  all  suppliers  re 
quired  to  do  so  by  2006.  Analysts  say  this  move 
might  nearly  singlehandedly  create  a  $2  bil¬ 
lion  RFID  market. 


6.  Ivan  Seidenberg,  chairman  and  CEO, 
Verizon 

As  leader  of  the  nation’s  largest  regional  Bell, 
Seidenberg  solidified  his  power  in  November 
when  he  officially  acquired  the  chairman 
title,  some  eight  months  earlier 
than  designated  in  the  Bell 


1.  John  Chambers,  president  and  CEO, 
Cisco 

What  more  needs  to  be  said  about  the  man 
who  readers  have  elected  as  the  most  power¬ 
ful  vendor  CEO  in  the  industry  for  four  years 
running?  (See  story  page  58.)  With  his  unfail¬ 
ing  business  acumen,  he  remains  among  the 
industry’s  and  the  business  world’s  most- 
watched  icons. 


2.  Bill  Gates,  chairman  and  chief  software 
architect,  Microsoft 

Gates  delivered  his  20th  annual  Comdex  key¬ 
note  last  month, and  while  the  influence  of  the 
annual  Las  Vegas  trade  show  might  be  waning, 
Gates’  is  not.  He  is  arguably  the  most  influen¬ 
tial  figure  in  the  software  industry,  at  the  helm 
of  a  $32  billion  company  with  a  $6.8  billion 
research  and  development 
budget.  Sharing  his  vision 


of  “seamless  computing,"  Gates  proclaimed: 
“There’s  more  productivity  to  be  gained  in  the 
advances  that  will  come  in  the  rest  of  this 
decade  than  the  industry  has  delivered  in  our 
entire  history  up  to  this  date.” 


3.  Sam  Palmisano,  chairman  and  CEO,  IBM 
Palmisano  raised  industry  hopes  for  eco¬ 
nomic  health  when  he  said  IBM  would  hire 
about  10,000  new  employees  next  year  in  areas 
such  as  services,  middleware,  Linux  and  open- 
standards-based  hardware  and  software.  He 
made  the  announcement  in  mid-October,  as 
IBM  reported  third-quarter  revenue  of  $2 1 .5  bil¬ 
lion  —  9%  higher  than  the  $19.8  billion  posted 
a  year  earlier.  IBM’s  top  dog  since  March  2002, 
Palmisano  has  effectively  mobilized  IBM’s 
hardware,  software  and  services  divisions 
around  a  central, common  technology 
vision:  e-business  on  demand. 
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Atlantic/GTE  merger  agreement  of  2000. 
Seidenberg  continues  to  be  a  headliner 
on  the  speaker  circuit,  never  failing  to 
infuse  his  talks  with  what  has  become  his 
trademark  message:  Government  regula¬ 
tion  is  suppressing  innovation,  hence  re¬ 
covery,  of  the  telecom  sector. 

7.  Michael  Dell,  chairman  and  CEO,  Dell 

Dell  has  risen  to  the  top  of  the  network 

industry  but  has  clearly  yet  to  hit  his  peak. 
His  was  the  fastest-growing  power  in  our 
annual  Fbwerometer  reader  survey,  and  he 
has  become  a  relied-upon  business  and 
technology  adviser  not  only  to  Wash¬ 
ington  policy  makers,  but  also  to  world 
leaders. 

8.  John  Thompson,  chairman  and 
CEO,  Symantec 

Thompson  led  Symantec  through  a 
whopper  of  a  year,  landing  it  for  the  sec¬ 
ond  consecutive  year  on  our  list  of  the  10 
most  powerful  companies  in  networking. 
No  wonder.  Thompson  orchestrated  ster¬ 
ling  financials,  several  big  customer  wins 
and  the  No.  1  market  position  for  a  securi¬ 
ty  vendor  by  revenue.  He  also  completed 
two  all-cash  acquisitions,  plus  other  deals. 
Thompson,  who  sits  on  several  govern¬ 
ment  advisory  committees,  also  serves  on 
the  boards  of  UPS,  NiSource,  Seagate  and 
Crystal  Decisions.  In  2003,  he  grew  higher 
in  business-world  fame,  starring  in  count¬ 
less  trade  and  business-press  publications 


and  as  the  keynote  speaker  at  Fall  Com¬ 
dex,  among  other  appearances. 

9.  Joe  Tucci,  president  and  CEO,  EMC 

Tucci  this  year  took  EMC  on  an  acqui¬ 
sition  spree,  topping  off  2003  with  the 
mid-December  acquisition  of  virtualiza¬ 
tion  software  vendor  VMware  for  $635 
million  in  cash.  This  follows  the  $1.3  bil¬ 
lion  deal  for  back-up  and  recovery  soft¬ 
ware  maker  Legato  Systems  Tucci 
orchestrated  in  July,  and  two  acquisitions 
he  oversaw  in  October  —  the  $1.7  billion 
buyout  of  content  management  software 
specialist  Documentum,  and  the  pur¬ 
chase  of  storage  resource  management 
vendor  Astrum,  for  an  undisclosed 
amount.These  will  help  Tucci,  who  advo¬ 
cates  what  industry  watchers  have 
dubbed  information  life-cycle  manage¬ 
ment  (ILM),  broaden  EMC’s  technology 
focus  beyond  high-end  storage  plat¬ 
forms.  ILM  is  a  strategy  to  link  storage 
archiving  technologies  with  content  cre¬ 
ation  and  data-recovery  capabilities. 

10.  David  Dorman,  chairman  and  CEO, 
AT&T 

Dorman  remains  ever  focused  on  ending 
AT&T’s  financial  slide,  manifest  in  early 
December  with  his  surprise  replacement 
of  AT&T  President  Betsy  Bernard  with  old 
chum  and  one-time  SBC  executive  William 
Hannigan.  While  Bernard  had  been  con¬ 
sidered  a  cost  cutter,  Hannigan  is  seen  as  a 


revenue  grower.This  move  topped  a  year  of 
Dorman’s  executive  juggling,  which  includ¬ 
ed  naming  new  heads  of  sales,  network 
operations  and  other  positions.The  49-year- 
old  Dorman  is  also  a  powerful  member  of 
the  community, holding  a  board  position  at 
an  Episcopal  high  school  in  Alexandria, Va. 

11.  Ed  Whitacre,  chairman  and  CEO, 
SBC 

As  always,  Whitacre  is  shaking  up  the 
industry.  In  July,  with  great  fanfare,  he 
announced  a  joint  marketing  deal  with 
satellite  TV  provider  EchoStar  that  makes 
SBC  the  first  RBOC  to  tangle  with  satellite 
and  cable  companies  over  their  mainstay, 
television  services.  The  agreement  creates 
the  so-called  “quadruple  play”  bundle, 
planned  for  early  2004,  in  which  SBC  cus¬ 
tomers  can  be  billed  for  multichannel 
television,  local  and  long-distance  voice, 
wireless,  and  broadband  services  by  a  sin¬ 
gle  provider.  He  sealed  the  deal  by  invest¬ 
ing  $500  million  in  EchoStar  as  part  of  the 
arrangement.When  he  wasn’t  crafting  tele¬ 
vision  deals,  he  was  crisscrossing  the 
country  lobbying  for  an  end  to  regulations 
that  let  competitors  such  as  AT&T  use  his 
network  at  cut-rate  prices. 

12.  Steve  Ballmer,  CEO,  Microsoft 

Ballmer  likes  to  joke  that  he  can’t  remem¬ 
ber  the  name  of  that  pesky  open  source 
competitor,  Linux.  But  it’s  really  no  laugh¬ 
ing  matter  for  the  CEO  of  the  world’s  most 


•  CEO  perennials:  Steve 
Ballmer,  Microsoft;  John 
Chambers,  Cisco;  Michael  Dell, 
Dell;  David  Dorman,  AT&T;  Larry 
Ellison,  Oracle;  Sam  Palmisano, 
IBM;  Ivan  Seidenberg,  Verizon; 
Ed  Whitacre,  SBC. 

•  Vendor  executives:  Shai 
Agassi,  SAP;  Gary  Bloom,  Veritas 
Software;  Michael  Capellas,  MCI; 
Craig  Conway,  PeopleSoft;  Nora 
Denzel,  HP;  Tim  Donahue, 
Nextel;  Doug  Elix,  IBM;  Carly 
Fiorina,  HP;  Bill  Gates,  Microsoft; 
Patrick  Gelsinger,  Intel;  Charlie 
Giancarlo,  Cisco;  Diane  Greene, 
VMware;  Amnon  Landan, 
Mercury  Interactive;  Dari 
McBride,  SCO  Group;  Greg 
Papadopoulos,  Sun;  Brian 
Roberts,  Comcast;  Eric  Rudder, 
Microsoft;  George  Samenuk, 
Network  Associates;  Stratton 
Sclavos,  VeriSign;  Pradeep 
Sindhu,  Juniper;  John 
Thompson,  Symantec;  Joseph 
Tucci,  EMC;  Peggy  Weigle, 
Sanctum;  Irving  Wladawsky- 
Berger,  IBM. 

•  IT  executives:  Mike  Bennett, 
Lawrence  Berkeley  National 
Laboratory;  Linda  Dillman,  Wal- 
Mart;  Scott  Griffin,  Boeing; 
Rhonda  MacLean,  Bank  of 
America;  Brad  Noblet, 
Dartmouth  College;  Tony  Scott, 
General  Motors. 

•  Standards  setters:  Dennis 
Eaton,  Wi-Fi  Alliance;  Hugo 
Haas,  W3C;  Henning  Schulz- 
rinne,  IETF  (and  Columbia 
University);  Fred  Wettling, 
Network  Applications  Con¬ 
sortium  (and  Bechtel). 

•  Legislators  &  regulators: 

Kevin  Martin,  FCC;  Michael 


•  Advocates  and  indus¬ 
try  thinkers:  Nicolas 
Carr,  business  writer; 

\i  Russ  Cooper,  NTBugtraq 
If  (and  TruSecure);  Scott 
[I  Hazen  Mueller, 
spam.abuse.net;  Bruce 
Perens,  open  source 
activist;  Richard  Stiennon, 
Gartner;  Harry  Weller,  New 
Enterprise  Associates. 
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powerful  software  company  With  anti-trust  troubles 
largely  behind  him, at  least  in  the  U.S.,the  open  source 
movement  is  one  of  Ballmers  next  great  battlegrounds. 
Securing  Microsoft  products  is  the  other. 

13.  Tony  Scott,  CTO,  General  Motors 

Scott’s  role  at  GM  exposes  him  to  myriad  technology 
issues  raised  in  dealing  with  340,000  employees, one  of 
the  most  complex  supply  chains  in  the  world  and  a 
vast  distribution  network  of  independent  dealers.  One 
topic  that  consumes  much  of  his  attention  these  days 
is  identity  management.  Scott  represents  GM  on  the 
management  board  of  the  Liberty  Alliance  Project, 
and  this  year  Scott  started  work  on  the  first  projects  in 
GM  to  use  Liberty-compliant  software,  including  inte¬ 
grating  the  identity  management  software  with  GM’s 
corporatewide  Lightweight  Directory  Access  Protocol 
directory  and  employee  portal  architecture. 

14.  Doug  Elix,  senior  vice  president  and  group 
executive,  IBM  Global  Services 

From  his  native  Australia  to  the  U.S.,Elix  has  made  a 
mark  at  IBM  and  in  the  network  industry  at  large.  He 
shepherds  IBM  Global  Services’  170,000  professionals 
in  160  countries  as  they  chalk  up  one  successful 
enterprise  deal  after  another.  IBM  Global  Services 
reported  annual  revenue  of  $36  billion  in  2002  and 
already  had  reached  the  $21  billion  range  in  the  first 
half  of  this  year.  Elix  is  known  to  promote  the  power  of 
the  individual  within  an  organization  and  for  chal¬ 
lenging  IT  executives  to  embrace  open  standards  so 
they  can  make  their  organizations  more  powerful. 

15.  Sen.  Paul  Sarbanes,  (D-Md.)  (pictured);  and 
Rep.  Michael  Oxley,  (R-Ohio) 

This  legislative  duo  is  behind  the  Sarbanes-Oxley  Act 
of  2002,  a  set  of  corporate  disclosure  rules  that  require 
publicly  traded  companies  to  provide  more  timely 
accurate  and  detailed  financial  reports.  Conceived  in 
the  wake  of  huge  corporate  scandals,  the  bill  is  de¬ 
signed  to  reform  the  accounting  industry  and  restore 
investor  confidence.  At  the  same  time,  the  bill  is  driving 
companies  to  modernize  their  financial  reporting  sys¬ 
tems  and  invest  in  areas  such  as  business  process 
changes,  corporate  governance  and  consulting. 
Compliance  is  expected  to  be  expensive;  Collectively, 
the  Fortune  1000  companies  will  have  spent  $2.5  bil¬ 
lion  in  2003  on  the  act’s  initiatives,  according  to  AMR 
Research.  Sarbanes-Oxley  is  representative  of  several 
other  regulatory  initiatives  compelling  companies  to 
spend  IT  dollars. 

16.  Rhonda  MacLean,  senior  vice  president  and 
director  of  corporate  information  security,  Bank  of 
America 

MacLean  is  a  longtime  leader  in  corporate  informa¬ 
tion  security  processes.  Before  joining  Bank  of 


America  in  1996,she  held  down  the  security  fort  for  14 
years  at  Boeing.  In  May  2002,  the  U.S.  Department  of 
the  Treasury  appointed  MacLean  as  the  financial  ser¬ 
vices  industry  representative  for  the  critical  infrastruc¬ 
ture  protection  and  homeland  security  programs. 
She’s  a  top  name  elsewhere,  leading  Bank  of  America 
to  found  a  security  testing  center  for  its  industry  and 
serving  on  the  boards  of  other  security  organizations. 
She  also  serves  in  an  advisory  role  to  various 
Washington,  D.C.,  policy  makers. 

17.  Charlie  Giancarlo,  senior  vice  president  and 
general  manager,  switching,  voice  and  storage, 
Cisco;  president,  Cisco-Linksys 

Giancarlo  is  among  the  foragers  at  Cisco  looking  for 
new  technology  territories  to  conquer.  And  with  voice 
and  storage  under  his  purview,  he’s  got  some  of  the 
biggest  opportunities  ahead  of  him.  Giancarlo  also 
gets  to  lead  the  company’s  charge  into  the  consumer 
and  home  office  markets  as  head  of  the  independent 
Cisco-Linksys  division,  formed  after  Cisco  acquired 
Linksys  early  this  year. 

18.  George  Samenuk,  chairman  and  CEO, 

Network  Associates 

While  Network  Associates  wavered  on  the  financial 
tightrope,  having  to  restate  earnings  in  March  for  the 
three  fiscal  years  prior  to  his  arrival  in  2001,  Samenuk 
finessed  some  powerful  year-end  results  for  the  com¬ 
pany  He  led  Network  Associates  to  healthier  financials 
by  mid-year  and  positioned  the  company  well  enough 
by  October  to  acquire  three  companies.  Among  those 
acquisitions  was  the  $100  million  deal  for  intrusion- 
prevention  vendor  IntruVert  Networks.  Samenuk  also 
serves  on  the  New  York  Stock  Exchange’s  advisory 
committee. 

19.  Fred  Wettling,  chairman,  Network  Applications 
Consortium  (NAC);  and  infrastructure  architecture 
manager,  Bechtel 

In  his  capacity  at  NAC,  Wettling  leads  a  formidable 
group  of  IT  influencers  from  companies  including 
Boeing,  Chevron,  Texaco,  GlaxoSmithKline  and  Walt 
Disney  NAC  member  companies  —  which  pull  in 
combined  revenue  of  more  than  $750  billion  —  speak 
with  one  authoritative  voice  that  can  make  vendors 
squirm.  (See  profile,  page  52.) 

20.  Larry  Ellison,  chairman  and  CEO,  Oracle 

Whatever  you  might  think  about  Ellison,  the  man  is 

never  dull.  His  2003  antics  starred  the  almost-forgotten 
tactic  of  the  hostile  takeover.  Although  his  unsolicited 
bid  for  FeopleSoft  might  not  succeed,  it  has  kept 
Oracle  and  IT  infrastructure  in  the  minds  of  corporate 
America  and  on  the  front  pages  of  the  business 
press.Through  his  business  chutzpah,  Ellison’s  power 
remains  strong. 


21.  Craig  Conway,  president  and  CEO,  PeopleSoft 

Conway  has  had  to  play  at  the  top  of  his  game  this 

year.  The  PbopleSoft  leader  scored  an  offensive  win 
in  June  with  the  acquisition  of  rival  J.D.  Edwards, and 
since  then  he’s  managed  to  keep  Oracle,  with  its  hos¬ 
tile  $7.3  billion  takeover  bid, at  bay.  His  defensive  tac¬ 
tics  have  included  crafting  a  controversial  plan  that 
promises  refunds  of  between  two  and  five  times  the 
license  fees  customers  pay  if  PeopleSoft  is  acquired 
by  a  company  that  disrupts  its  product  plans. 

22.  Brian  Roberts,  president  and  CEO,  Comcast 

This  former  member  of  the  U.S. squash  team  (a  silver 

medal  winner  at  several  Maccabiah  Games  in  Israel) 
now  stands  on  the  network  industry  podium,  tri¬ 
umphant  in  the  broadband  market.  Comcast  added 
1.7  million  customers  to  its  high-speed  Internet  offer¬ 
ings,  finishing  its  2003  fiscal  year  with  about  5.3  million 
subscribers.  His  success  is  pushing  RBOCs  such  as  SBC 
to  fight  back. 

23.  Eric  Rudder,  senior  vice  president  of  servers 
and  tools,  Microsoft 

Rudder  continues  his  steady  ascent  at  Microsoft, 
where  today  he  controls  the  company’s  server  busi¬ 
ness  and  handles  its  relationship  with  the  developer 
community  —  the  audience  expected  to  take  up 
Microsoft’s  .Net  religion.  The  projects  Rudder  shep¬ 
herds  these  days  include  Microsoft’s  forthcoming 
Longhorn  client  operating  system;  along  with  Yukon, 
the  next  version  of  SQL  Server;  and  Whidbey  the  next 
version  of  Visual  Studio. 

24.  Greg  Papadopoulos,  CTO,  Sun 

Orion.  Kevlar.  Mad  Hatter.  As  fiduciary  of  Sun’s  tech¬ 
nology  development,  these  are  among  the  projects  on 
Papadopoulos’  plate.  Orion,  detailed  early  this  year,  is 
Sun’s  code  name  for  its  work  on  simplifying  pricing 
schemes  and  release  cycles.  Kevlar  is  Sun’s  forthcom¬ 
ing  server  partitioning  software  for  Solaris  machines, 
and  Mad  Hatter  is  its  planned  Linux-based  desktop 
package.  Also  on  tap  is  a  new  generation  of  UltraSparc 
blade  servers  with  multicore  technology  that  com¬ 
bines  multiple  processing  units  on  a  single  silicon 
wafer. 

25.  Scott  Griffin,  CIO,  Boeing  (not  pictured) 

Boeing’s  history  as  a  user  is  consistently  one  of  early 

adopter,  teacher,  shaper  of  technologies.  Under 
Griffin’s  direction, Boeing  lately  has  been  all  over  iden¬ 
tity  management  and  collaborative  computing.  In 
addition  to  being  a  technology  Visionary,  Griffin  is 
popular  on  the  speaker  circuit  and  has  an  eclectic 
personal  history,  including  a  stint  as  a  firefighter.  He’s 
also  active  in  many  Seattle-area  charities  and  is  an 
adviser  to  the  University  of  Washington. 
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26.  Irving  Wladawsky-Berger,  general  manager, 
e-business  on  demand,  IBM 

When  IBM  in  2000  put  $1  billion  behind  its  then- 
fledgling  Linux  initiative,  Wladawsky-Berger  led  the 
charge.  Now  the  stakes  are  even  higher  Wladawsky- 
Berger  leads  IBM’s  e-business  on-demand  initiative,  a 
$10  billion  effort  formally  launched  14  months  ago 
and  aimed  at  building  greater  intelligence  into  IBM’s 
hardware  and  software  resources.The  33-year  IBM  vet¬ 
eran  is  responsible  for  evangelizing  technologies  such 
as  grid  computing  and  virtualization,  and  champi¬ 
oning  the  value  of  businesses  that  can  respond  with 
complete  flexibility  to  changing  market  conditions. 

27.  Nora  Denzel,  senior  vice  president  and  gen¬ 
eral  manager,  Software  Global  Business  Unit,  and 
senior  vice  president,  Adaptive  Enterprise 
Program,  HP 

Under  Denzel’s  watch,  HP’s  fiscal  2003  software  rev¬ 
enue  grew  20%  year  over  year  to  a  new  record,  with 
OpenView  up  17%  and  OpenCall  up  36%.  At  the  same 
time,  Denzel  has  grown  her  software  kingdom  through 
acquisitions  and  has  assumed  formal  responsibility  for 
HP’s  key  Adaptive  Enterprise  Program.  (See  profile, 
page  48.) 

28.  Nicolas  Carr,  business  writer  and  consultant 

Carr  grabbed  the  industry’s  attention  with  his  story 

“IT  Doesn’t  Matter,  ”  published  in  the  May  edition  of 
the  Harvard  Business  Review,  arguing  that  IT’s  strate¬ 
gic  value  has  diminished  as  its  presence  has  grown. 
That  story  spawned  myriad  debates  and  propelled 
Carr  to  the  A-list  speakers’  circuit.  The  tidal  wave  of 
publicity  the  article  generated  might  not  be  sustain¬ 
able  until  his  book  on  the  same  subject  comes  out  in 
May,  but  Carr  certainly  made  his  mark  in  IT  this  year. 

29.  Dari  McBride,  president  and  CEO,  The  SCO 
Group 

McBride  gets  credit  for  the  power  play  of  the  year 
with  his  legal  wrangling  over  Linux  (see  “Fbwer  plays 
2003,"  page  60).  This  42-year-old  father  of  seven  chil¬ 
dren  spent  the  year  pursuing  his  claim  that  bits  of 
Linux  were  essentially  stolen  from  SCO,  which  he  has 
headed  for  two  years.  As  that  battle  unfolded,  McBride 
showed  just  how  serious  he  is,  pulling  SCO  out  of  the 
Linux  market  altogether. 

30.  Richard  Stiennon,  vice  president  of  research, 
Gartner 

Stiennon  rocked  the  security  world  with  his  June 
report  that  said  intrusion-detection  systems  (IDS) 
were  “a  market  failure.”  Rare  is  the  analyst  that  will  tell 
it  like  it  is  about  an  emerging  market,  one  chock-full 
of  potential  new  analyst-report  customers.  His  stance 
powerfully  influenced  IDS  makers  —  forcing  them  to 
address  their  failings  now  or  risk  sales.  The  “IDS  is 


dead”  report,  as  it  is  now  widely  known,  was  so  influ¬ 
ential  that  months  after  publication,  in  October,  it 
prompted  a  roomful  of  prospective  government  IDS 
buyers  to  invite  Stiennon  to  a  face-off  with  a  handful 
of  IDS  vendors. 

31.  Pradeep  Sindhu,  CTO  and  founder,  Juniper 

Sindhu  handles  technical  architecture,  design  and 

development  at  Juniper,  which  remains  a  thorn  in 
Cisco’s  side.  He  is  behind  the  company’s  latest  initia¬ 
tive,  called  the  Intranet,  which  is  aimed  at  solving  per¬ 
formance  and  security  problems  inherent  in  the 
Internet.  Juniper’s  Infranet  calls  for  the  development  of 
standard  network  interfaces  that  will  let  customers 
and  service  providers  construct  an  “infranet” —  a  pub¬ 
lic  network  that  combines  the  ubiquitous  connectivity 
of  the  Internet  with  the  predictable  performance  and 
security  of  a  private  network. 

32.  Kevin  Martin,  commissioner,  FCC 

Martin  played  a  pivotal  role  in  the  FCC  Triennial 
Review  decision,  which  addressed  the  topic  of 
whether  and  to  what  extent  incumbent  local 
exchange  carriers  need  to  make  elements  of  their  net¬ 
works  available  on  an  unbundled  basis  to  new 
entrants.  His  vote  helped  shoot  down  a  federal  rule 
that  would  have  given  competitors  less-favorable 
terms  for  leasing  lines  and  switching.  And,  the  com¬ 
promise  Martin  architected  strikes  a  balance  between 
providing  regulatory  relief  for  incumbents’  invest¬ 
ments  in  advanced  services  and  ensuring  that  local 
competitors  will  continue  to  have  the  access  they 
need  to  provide  services. 

33.  Patrick  Gelsinger,  senior  vice  president  and 
CTO,  Intel 

Intel’s  first  corporate  CTO,  Gelsinger  coordinates  the 
company’s  $4  billion  research  and  development  activ¬ 
ities,  including  its  Intel  Labs  and  Intel  Research  efforts. 
The  24-year  Intel  veteran  also  is  responsible  for  align¬ 
ing  the  company’s  initiatives  with  industry  demand  — 
for  example,  by  focusing  microprocessor  develop¬ 
ment  efforts  not  only  on  clock  speed  but  also  on  qual¬ 
ities  such  as  temperature  and  power  consumption  to 
appeal  to  mobile  device  manufacturers  —  and  mak¬ 
ing  sure  Intel’s  growing  range  of  computing,  network¬ 
ing  and  communications  products  are  in  sync  with 
one  another.  So  far,  Gelsinger’s  cooperative  efforts 
seem  to  be  paying  off:The  company  recently  reported 
third-quarter  revenue  of  $7.83  billion,  20%  above  last 
year’s  levels  and  beating  analyst  expectations. 

34.  Stratton  Sclavos,  chairman  and  CEO,  VeriSign 

Sclavos  set  off  a  firestorm  in  September  when  he 

launched  VeriSign’s  controversial  Site  Finder  service, 
which  sent  Web  surfers  who  entered  a  nonexistent 
URL  to  Site  Finder,  a  page  that  offered  Web  links  and 


paid  advertisements.  Sclavos’  decision  drew  a  down¬ 
pour  of  criticism  and  a  couple  of  lawsuits  claiming 
Site  Finder  was  an  abuse  of  VeriSign’s  power  over  the 
main  database  of  .com  and  .net  domain  names. 
Though  heavy  persuasion  eventually  led  him  to  shut 
down  the  service,  the  exercise  pointed  out  how  deter¬ 
mined  Sclavos  is  to  cash  in  on  VeriSign’s  position  of 
power. 


35.  Bruce  Perens,  open  source  activist 
Lots  of  folks  these  days  have  become  SCO  bashers, 
since  that  company  shunned  the  open  source  com¬ 
munity  with  its  attempted  legal  coup  over  Linux.  But 
Perens  stands  above  as  a  highly  visible  open  source 
activist,  a  founder  of  several  Linux  organizations  and 
a  treatise  writer  on  open  source  and  on  the  way¬ 
wardness  of  SCO’s  claims.  Perens  even  gave  up  copy¬ 
rights  on  a  book  series  he  edited  on  Linux  technolo¬ 
gies  as  did  the  publisher,  Prentiss  Hall. 


36.  Gary  Bloom,  chairman,  president  and  CEO, 
Veritas  Software 

Bloom  has  led  Veritas  through  its  transformation 
from  storage  back-up  and  recovery  specialist  to  over¬ 
all  systems  management  provider.  Two  recent  acquisi¬ 
tions  —  Jareva  Technologies  for  $62  million  and 
Precise  Software  Solutions  for  $609  million  —  added 
server  provisioning  and  application  performance 
management  capabilities,  respectively  to  the  Veritas 
portfolio.  Bloom  is  leading  Veritas  to  the  utility  com¬ 
puting  arena,  where  he’ll  face  the  big  thinkers  at  IBM 
and  HP  also  looking  to  manage  storage  and  software 
resources  automatically  and  across  heterogeneous 
platforms. 


37.  Shai  Agassi,  executive  board  member,  SAP 
Agassi  is  SAP’s  wunderkind,  leading  the  business 
applications  maker  on  a  quest  to  become  an  infra¬ 
structure  platform  provider.  His  vehicle  is  NetWeaver, 
application  server  and  integration  middleware  upon 
which  all  SAP  applications  eventually  will  run.  (See 
profile,  page  42.) 


38.  Tim  Donahue,  president  and  CEO,  Nextel 
What  immense  satisfaction  this  former  AT&T 
Wireless  executive  must  feel  watching  all  other 
national  wireless  carriers  chase  after  Nextel  in  pur¬ 
suit  of  competitive  walkie-talkie  cell  phone  service. 
Nextel  has  had  a  12-year  lock  on  push-to-talk  cell 
phone  service,  a  copycat  version  of  which  Verizon 
finally  was  able  to  launch  in  August.  Meanwhile, 
AT&T  is  only  now  working  on  a  competing  version. 
Still,  Donahue  keeps  working  hard  to  stay  ahead  of 
the  competition,  promising  satellite-based,  global 
“direct-connect”  capabilities,  for  example.  His 
efforts  get  a  river  of  ink  in  the  business  press,  as  do 

See  50  Most,  page  38 
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the  record  subscriber  increases  that  Nextel 
reports  quarterly. 

39.  Michael  Capellas,  chairman  and  CEO,  MCI 
Capellas  earns  kudos  for  shepherding  MCI  out  of 

its  bankruptcy  and  now  is  working  frantically  to 
rebuild  customer  and  industry  trust.  He’s  recruited 
new  board  members  with  impeccable  reputa¬ 
tions,  including  a  former  U.S.  attorney  general,  a 
former  top  member  of  the  Department  of  Justice 
and  a  former  head  of  the  Financial  Accounting 
Standards  Board.  Plus,  he’s  named  respected 
ethics  expert  Nancy  Higgins  as  chief  ethics  officer. 
This  avid  rock-and-roll  lover  is  ready  to  make 
music  at  MCI. 

40.  Mike  Bennett,  senior  network  engineer, 
Lawrence  Berkeley  National  Laboratory,  U.S. 
Department  of  Energy 

Vendors  listen  to  Bennett,  who  often  is  among 
the  earliest  of  early  adopters  in  his  efforts  to  keep 
the  high-powered  LAN  of  research  facility 
Lawrence  Berkeley  National  Laboratory  up  to 
snuff.  One  of  his  latest  interests  is  10G  Ethernet, 
including  how  to  use  the  technology  over  copper 
to  link  switches  and  routers  in  the  lab’s  data  cen¬ 
ters.  He’s  keeping  tabs  on  IEEE  standards  work  to 
create  a  copper  version  of  the  10G  Ethernet 
802.3ae  standard. 

41.  Amnon  Landan,  president  and  CEO, 
Mercury  Interactive 

Mercury’s  revenue  is  up  36%  annually  since 
1997,  the  year  Landan  became  CEO. With  $355  mil¬ 
lion  in  the  bag  for  the  first  nine  months  of  2003, the 
company  is  on  track  to  break  the  $500  million  rev¬ 
enue  mark.  Fueling  growth  is  Landan s  strategy  to 
broaden  the  company’s  core  software  testing  and 
tuning  product  line,  expand  its  products  to  man¬ 
age  applications,  and  better  compete  with  man¬ 
agement  stalwarts  BMC  Software,  Computer  Asso¬ 
ciates,  HP  and  IBM.  So  far,  Mercury’s  business 
momentum  is  strong:  Last  month,  the  company 
topped  Goldman  Sachs  list  of  software  compa¬ 
nies  that  are  gaining  share  of  users’  IT  spending 
dollars. 

42.  Peggy  Weigle,  CEO,  Sanctum 

In  a  world  where  the  Internet  has  become  criti¬ 
cal  business  tool  No.  l,Web  application  security  is 
at  the  top  of  everyone’s  minds.  Weigle,  in  her  first 
CEO  post,  has  created  a  top  contender  in  the 
young-but-blossoming  Web  application  firewall 
market.  (See  “Powerful  influences,”  page  55.)  Weigle 


showed  her  power  when  assembling  an  advisory 
board  to  guide  the  company  in  product  develop¬ 
ment,  signing  on  numerous  well-known  industry 
figures.  A  renaissance-type  of  technologist,  she 
holds  a  bachelor’s  degree  in  philosophy  (cum 
laude)  from  the  University  of  Massachusetts. 

43.  Russ  Cooper,  founder  and  moderator  of 
NTBugtraq  mailing  list;  surgeon  general  at 
Tru  Secure 

Cooper  has  earned  widespread  respect  for  keep¬ 
ing  politics  out  of  the  vulnerabilities  update  busi¬ 
ness.  (See  profile,  page  46.) 

44.  Brad  Noblet,  director  of  computing  tech¬ 
nical  services,  Dartmouth  College 

As  a  network  executive  at  a  college,  Noblet  has 
to  contend  with  students’  changing  computing 
preferences.  Increasingly,  that  means  wireless. 
About  90%  of  Dartmouth’s  freshmen  arrived  on 
campus  this  year  with  wireless-enabled  laptops. 
This  puts  Noblet  among  the  trailblazers  rolling  out 
large-scale  wireless  LANs  —  and  dealing  with  the 
security,  management,  coverage  and  scalability 
issues  that  go  along  with  a  campus  WLAN.  Noblet 
also  is  responsible  for  Dartmouth’s  data,  telephone 
and  cable  TV  networks,  central  machine  room 
operations  and  software  development. 

45.  Dennis  Eaton,  chairman,  Wi-Fi  Alliance 
Board 

As  chairman  of  the  Wi-Fi  Alliance,  Eaton  shares 
his  longtime  passion  for  wireless  technology  to 
make  sure  enterprise  users  can  get  secure,  inter¬ 
operable  products.  (See  profile,  page  50.) 

46.  Diane  Greene,  president  and  CEO, 

VMware 

EMC’s  mid-December  acquisition  of  VMware 
stands  as  testament  to  the  vendor’s  lead  position 
in  making  server  virtualization  software.  Greene, 
VMware’s  founding  chief,  will  continue  guiding 
the  company’s  efforts  when  it  becomes  an  EMC 
software  subsidiary  in  the  first-quarter  2004. 
VMware  counts  5,000  corporate  customers  world¬ 
wide  —  80%  of  the  Fortune  100.  No  newbie, 
Greene  has  been  in  the  tech  industry  for  20  years, 
learning  the  ropes  at  Silicon  Graphics,  Tandem 
and  Sybase,  and  serving  as  CEO  of  a  company  she 
co-founded  —  streaming  software  maker  Vxtreme 
(purchased  by  Microsoft  in  1997). 

47.  Hugo  Haas,  Web  services  activity  lead, 
World  Wide  Web  Consortium  (W3C) 

Standards  progress  is  a  key  factor  in  corporate 
adoption  of  Web  services  technology  and  Haas  is 
committed  to  the  cause.  As  the  leader  of  the  W3C’s 
Web  services  activity  area,  he  oversees  four  work¬ 
ing  groups:  the  Web  services  architecture  working 
group, which  is  responsible  for  identifying  requisite 


Web  services  technologies  and  explaining  how 
they  fit  together;  XML  protocol  working  group, 
which  is  developing  an  XML-based  messaging 
framework;  Web  services  description  working 
group,  which  is  designing  a  language  for  describ¬ 
ing  interfaces  to  Web  services;  and  Web  services 
choreography  working  group,  which  is  designing  a 
language  to  compose  and  describe  the  relation¬ 
ships  between  Web  services. 

48.  Henning  Schulzrinne,  associate  professor, 
Columbia  University 

If  the  network  industry  were  a  building,  Schulz¬ 
rinne  would  be  considered  one  of  its  master 
masons.  Through  years  of  leadership  roles  at  the 
IEEE  and,  more  recently  the  Internet  Engineering 
Task  Force,  Schulzrinne  has  crafted  or  influenced 
many  protocols.  He  is  lately  known  for  his  work  on 
Session  Initiation  Protocol,  such  as  examining  the 
interworking  of  SIP  and  H.323.  Schulzrinne  has  an 
incredibly  long  list  of  achievements  to  his  name: 
awards, patents,  fellowships  and  technical  commit¬ 
tee  chair  roles.  He  has  published  countless  papers 
covering  dozens  of  protocols  and  technologies, 
and  currently  shares  his  wisdom  with  computer 
science  and  electrical  engineering  students  at 
Columbia  University 

49.  Scott  Hazen  Mueller,  chairman  of  the 
Coalition  Against  Unsolicited  Commercial  Email 
(CAUCE)  and  operator  of  spam.abuse.net 

By  day,  Mueller  is  a  senior  systems  administra¬ 
tor  for  California  State  University.  By  night,  as 
CAUCE  chair,  he  is  one  of  the  superheroes  of  the 
anti-spam  movement.  CAUCE,  which  claims 
30,000  members,  lobbies  Congress  (and  state 
congresses)  on  behalf  of  the  folks  on  the  receiv¬ 
ing  end  of  spam.  It  does  so  via  analysis  and  posi¬ 
tion  papers  on  pending  legislation,  letters  to 
elected  officials,  coordination  with  other  anti¬ 
spam  groups  and,  at  times,  asked-for  advice  — 
such  as  participation  in  the  Federal  Trade 
Commission’s  three-day  anti-spam  workshop 
held  in  April. 

50.  Harry  Weller,  partner,  New  Enterprise 
Associates 

An  up-and-comer  at  the  network  industry’s 
most  powerful  venture  capitalist  firm,  Weller 
landed  a  seat  on  the  board  of  telecom  industry 
shaker Vonage.This  when  NEA  orchestrated  a  $35 
million  investment,  including  $12  million  in  NEA 
funds,  in  the  voice-over-lP  carrier.  Weller  also  sits 
on  the  board  of  SourceFire.a  security  monitoring 
software  start-up. This  is  Weller’s  second  stint  as  a 
venture  capital  partner.  In  his  prior  gig  at  FBR 
Technology  Venture  Partners,  he  took  part  in 
funding  other  enterprise  technologies,  from 
handheld  software  to  WebMethods,  which  went 
on  to  become  a  model  for  Internet  boom  IPOs.B 


ADVERTISEMENT 


A  Sound  Storage  Investment 

Yankee  Group  report  finds  users  of  VERITAS  storage  management  software 

realize  3-year  ROI  of  at  least  200%. 


As  storage-related  expenses  chew  up  ever-larger  amounts  of  IT  budgets,  IT  executives 
looking  for  ways  to  contain  storage  costs  are  increasingly  turning  to  a  heterogeneous 
management  approach  to  help  them  rein  in  costs  while  improving  performance. 


Key  Heterogeneous  Storage 
management  Benefits 

Percent  of  Respondents 


Decreases  Number  of  Tools  Needed  63% 
Lowers  Storage  Management  Costs  59% 
Allows  Storage  Consolidation 

Reduces  Training  Costs  I  $ 

Enables  Quicker  jrn,  I 
_ Problem  Resolution  | 

Reduces  Downtime  42%  I 

Provides  Way  to  Replicate  ™0/  I 
Storage  Best  Practices  I 
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2003  SURVEY  OF  289  STORAGE  DECISION-MAKERS 


UERITflS  delivers  ROI 


Customer 

3-year 

ROI 

Payback 

period 

Government  agency 

204% 

15  months 

Service  provider 

201% 

11  months 

Financial  services  company 

205%* 

13  months* 

*  Projected 

SOURCE:  THE  YANKEE  GROUP 

Download  the  full  report 

The  Yankee  Group  report,  “Storage 
Management  Return  on  Investment 
from  Deploying  VERITAS  Software”  is 

available  free  online.  The  report  contains  detailed 
financial  analyses  of  the  three  case  studies  men¬ 
tioned  here,  to  help  you  make  your  own  business 
case  for  heterogeneous  backup  software. 

Go  to:  www.veritas.com/offer 
and  enter  reference  code  4391. 


That  is  but  one  of  the  key  findings  of  a  recent  study 
by  The  Yankee  Group  on  storage  management  return 
on  investment.  The  Yankee  Group,  a  research  firm 
based  in  Boston,  surveyed  289  IT  executives  at 
Global  2000  firms  for  the  study,  and  also  homed  in  on 
three  users  of  VERITAS  Software  storage  manage¬ 
ment  tools  to  determine  total  cost  of  ownership  and 
ROI  figures  for  their  VERITAS  deployments. 

The  results  present  a  rather  dramatic  case  for  the 
benefits  of  a  heterogeneous  storage  management 
approach:  A  government  agency  saw  an  ROI  of  204 
percent,  a  service  provider  realized  an  ROI  of  201 
percent  and  a  financial  services  company  expects  a 
return  of  205  percent  over  three  years  from  their 
respective  VERITAS  storage  management  software 
deployments.  The  three  companies  saw  a  payback 
period  of  15  months  or  less,  according  to  a  detailed 
financial  analysis  Yankee  Group  conducted  for  each 
of  the  three  customers. 

“All  three  sites  also  experienced  a  marked  decrease 
in  the  labor  costs  associated  with  managing  their  stor¬ 
age  operations,  reducing  the  time  necessary  to  han¬ 
dle  routine  storage  management  tasks  and  vastly 
improving  their  ability  to  manage  complex  storage 
environments,”  according  to  the  study,  written  by 
Yankee  Group  senior  analyst  Jamie  Gruener  and 
sponsored  by  VERITAS. 

Storage  budgets  make  up  10  percent  to  20  percent 
of  overall  IT  infrastructure  budgets,  prompting  more 
companies  to  establish  separate  storage  groups  with¬ 
in  their  IT  organizations,  the  study  says.  Some  48 
percent  of  the  companies  Yankee  Group  surveyed 
have  separate  storage  groups.  With  that  kind  of 
increased  emphasis  on  storage  comes  more  scrutiny 
of  storage  costs  and  interest  in  measuring  the  value 
of  storage  investments. 

Increasingly,  enterprises  are  finding  that  the  ability 
to  manage  a  multi-vendor  storage  environment  from 
a  common  platform  brings  numerous  benefits,  includ¬ 
ing  improving  productivity  for  IT  administrators.  The 
strategy  also  reduces  vendor  lock-in,  enabling  cus¬ 
tomers  to  select  management  software  independent¬ 
ly  of  their  hardware  platform,  and  to  select  the  hard¬ 
ware  that  best  fits  each  specific  backup  requirement. 
Additionally,  the  strategy  reduces  downtime,  cuts 
deployment  time  and  streamlines  management 
processes,  the  report  found. 

“The  bottom  line:  it’s  easier  and  more  cost-effective 
when  one  can  manage  storage  in  a  heterogeneous 
manner,"  the  report  states,  noting  the  strategy  is 
employed  by  more  than  50  percent  of  enterprises 
today.  “Pursuing  heterogeneous  storage  manage¬ 
ment  is  a  strategic  imperative  this  year  and  beyond." 

Both  the  larger,  289-user  survey  and  the  in-depth 


interviews  with  the  three  VERITAS  customers 
showed  a  core  requirement  in  the  storage  manage¬ 
ment  buying  decision  is  improving  administrator  pro¬ 
ductivity.  “Whether  it  is  storage  provisioning,  manag¬ 
ing  storage  capacity  and  the  storage  network,  or 
attending  to  backups,  storage  decision-makers 
describe  how  adopting  new  storage  management 
tools  has  reduced  mundane/routine  tasks  for  admin¬ 
istrators  significantly,”  the  report  says. 

Yankee  Group’s  analysis  of  the  three  VERITAS  cus¬ 
tomers,  who  provided  detailed  financial  information 
on  the  condition  that  they  not  be  named,  illustrates 
the  savings  to  be  had. 

The  government  agency  customer  operates  a  main 
data  center  with  storage  growth  rates  of  100  percent 
per  year.  It  has  52  UNIX  servers  running  a  mix  of  IBM 
AIX  and  Sun  Solaris.  Using  VERITAS  NetBackup  to 
back  up  the  servers,  and  VERITAS  Foundation  Suite 
for  volume  management,  the  agency  estimates  it 
reduced  time  spent  on  storage  management  tasks  by 
25  percent.  Additionally,  NetBackup  enabled  the 
agency  to  use  a  tiered  backup  configuration  and  con¬ 
solidate  storage  to  four  tape  libraries,  eliminating  the 
need  for  an  estimated  11  tape  libraries,  the  report  says. 

VERITAS’  service  provider  customer,  which  offers 
application  hosting  services  for  enterprises,  had  even 
more  stringent  storage  requirements.  The  company 
operates  two  data  centers  with  a  mix  of  900  Windows, 
Linux  and  UNIX  servers  with  63TB  of  direct-attached 
storage  and  five  SANS  with  75  TB  of  capacity.  Using 
a  combination  of  VERITAS  Cluster  Sever,  VERITAS 
Database  Edition  and  NetBackup,  the  company  was 
able  to  increase  uptime  to  99.999  percent  —  the  “five 
nines”  level  that  telephony  companies  strive  to  meet. 
Its  11 -month  payback  period  was  the  shortest  of  the 
three  customers  Yankee  Group  interviewed. 

The  third  case  study  focused  on  a  financial  services 
company  with  a  highly  transactional  environment  that 
includes  20  Sun  Solaris  servers,  a  SAN  supporting 
about  10  TB  of  data  and  a  mix  of  Hewlett-Packard, 
EMC  and  Hitachi  Data  Systems  storage  systems. 
Using  the  VERITAS  Foundation  Suite,  VERITAS 
SANPoint  Control  and  VERITAS  SANPoint 
Foundation  Suite  HA,  for  failover,  the  company 
increased  its  capacity  utilization  from  25  percent  to  85 
percent.  It  also  increased  administrator  productivity 
by  about  50  percent,  the  report  says. 

In  its  conclusion,  the  Yankee  Group  report  says  cus¬ 
tomers  looking  at  storage  management  solutions 
should  consider  a  number  of  issues,  including  the 
ability  to  demonstrate  productivity  improvements  as 
well  as  a  heterogeneous  and  centralized  approach. 

“As  the  results  of  this  ROI  case  study  indicate,  VER¬ 
ITAS  software  can  provide  significant  financial  bene¬ 
fits  to  customers  deploying  storage  management  soft¬ 
ware,”  the  report  says.  “At  the  highest  level,  VERITAS 
has  demonstrated  it  can  save  customers  significant 
costs  associated  with  hardware  purchase  avoidance, 
reduced  labor  costs  due  to  higher  productivity,  as  well 
as  reduced  downtime  costs.” 
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THE  INTERNET  SECURITY  DILEMMA: 


With  complex  networks  and 

scarce  resources,  how  do  you  formulate  a 

COMPLETE  SOLUTION? 


The  SonicWALL  PRO  Series-redefining  value  and  performance! 

Introducing  the  threat  minimizing,  budget  maximizing,  enterprise-class  SonicWALL  PRO  3060  and  4060  security  platforms. 
Boasting  the  highest  capacity  firewall  and  VPN  encryption/decryption  performance  in  their  class,  the  new  PRO  products 
feature  the  revolutionary  SonicOS.  Rich  with  tools  for  IT  administrators,  the  PRO  solution  delivers  vital  networking  and 
management  features,  including  multiple  forms  of  WAN  Fail-over,  ISP  Load  Balancing,  Object-Based  Management,  six 
completely  configurable  interfaces,  and  a  host  of  other  key  power  features  typically  found  only  in  products  costing  twice 
as  much.  As  always,  SonicWALL  delivers  the  ultimate  in  value,  bundling  generous  site-to-site  and  mobile  VPN  Client  tunnels. 
For  detailed  information  on  the  PRO  3060  and  PRO  4060  visit  www.sonicwall-info.com/pnw  or  contact  one  of  the 
authorized  resellers  below. 

>  SonicWALL  the  leader  in  comprehensive  internet  security. 
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LIMOTTA  Internet  Technologies 
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Shai  Agassi,  executive  board  member,  is  leading  SAP  toward 
services-oriented  architecture. 


BY  ANN  BEDNARZ 


hai  Agassi  doesn’t  remember  the  purpose  of  the  first  software  program  he 
)  J  coded,  but  he  does  remember  sprinting  to  feed  the  punch  card  into  the 
mainframe  and  watch  it  run.  He  was  7. 

“I  wasn’t  allowed  into  the  punch-card  area  next  to  the  big  main¬ 
frame,”  Agassi  says,  recalling  a  computer  science  program  for  kids 
he  attended  at  Israel’s  Tel  Aviv  University“We  had  to  run  a  mile  to 
submit  the  program  and  get  the  results.” 

Today  Agassi  leads  technology  development  for  Germany’s  SAP 
the  world’s  third-largest  independent  software  supplier.  At  35,  he’s 
the  youngest  of  SAP’s  seven-member  executive  board  and  one  of 
only  two  non-Germans.  His  rise  has  been  rapid.  Agassi  joined  SAP 
in  2001  when  SAP  paid  $400  million  for  his  corporate  portal  com¬ 
pany  TopTier  Software  —  one  of  four  technology  companies 
Agassi  founded  in  the  1990s  after  graduating  with  honors  from 
Technion,  the  Israel  Institute  of  Technology,  with  a  bachelor’s 
degree  in  computer  science. 

Agassi  oversees  development  of  SAP’s  integration  and  applica¬ 
tion  platform  and  co-leads  the  company’s  applications  strategy 
team.  He  says  he  never  expected  to  end  up  at  a  company  as  large 
as  SAP  but  he  finds  it  a  good  fit. “The  first  year  I  was  at  SAP1  fell  in 
love  with  the  company  he  says. 


Delivering  NetWeaver  hasn’t  been  easy 
Agassi  says.  “I  sort  of  have  two  sharp 
sticks  in  my  back.  1  have  the  largest 
enterprise  applications  developer 
in  the  world  pushing  me  to 
build  the  best  platform  for 
their  needs,  the  SAP  appli¬ 
cations  group,”  he  says. “At 
the  same  time  I’ve  got 
20,000  customers  that  are 
pushing  me  to  give  them 
a  broad,  horizontal,  open  ifp 

standard-based  platform  to 
support  their  needs  in  general, 
not  just  for  SAP  applications. 
Aligning  these  two  vectors  into  one 
platform  —  that’s  the  biggest  chal¬ 
lenge  that  one  could  have.” 


Selling  infrastructure 

Agassi  is  soft-spoken,  but  his  ideas  are  grand.  Take  NetWeave  — 
Agassi’s  brainchild.  All  SAP  business  software  eventually  will  run 
on  this  integration  and  application  server  middleware,  unveiled  in 
January 

“Agassi  deserves  most  of  the  credit  for  having  formulated  and 
coalesced  SAP’s  current  technology  strategy”  says  Joshua 
Greenbaum,a  principal  at  Enterprise  Applications  Consulting. 

NetWeaver  represents  a  big  shift  for  SAP;  with  it,  the  software  com- 
pany  for  the  first  time  will  be  trying  to  sell 
w’‘"  infrastructure  along  with  its  core  business 

applications.  This  bold  strategy  pits  SAP 
against  infrastructure  stalwarts. "SAP  won’t  say 
■R9|||||lljjl|||^|  it  but  it  clearly  is  on  war  path  to  compete 
head  t<>  head  with  IBM,  Microsoft  and  other 
infrastructure  | noviders  of  the  world,” says  Eric 
Austw’M  research  directoi  at  AMR  Research. 

The  move  is  a  defensive  one,  Greenbaum 
KMmMMWMH  says.  The  next  generation  of  applications 
*  vvil1  ,H‘  Web  sen  ices-based,  built  on  an 

existing  infrastructure.  The  vendor  that 
owns  the  infrastructure  market  will  define 
the  technology  for  the  applications,  he  says. 

.  “If  SAP  didn't  do  this,  SAP  would  become  a 

'■’'•''A,'  component  provider  to  someone  else’s 

grand  vision  of  a  service-oriented  architec- 


Family  affair 

During  his  pre-SAP  entrepreneur- 
ial  days,  Agassi  worked  with  his 
father,  Reuven  Agassi.  The  two  co-  Ac 
founded  a  couple  of  companies,  and  '  ’  pS  T 

today  they  both  work  at  SAP  along 
with  Agassi’s  brother. 

Agassi  still  enjoys  programming.  , 

"Looking  at  the  world  from  customers'  v* 
eyes  and  then  trying  to  understand  where 

complexity  is  and  then  designing  it  out  —  HB 

that’s  sort  of  been  the  goal  of  my  program¬ 
ming.”  he  says.  “Engineers  love  to  engineer 
complexity  Engineering  simplicity  is  a  lot  harder” 

An  ideal  day  for  Agassi  would  be  divided  between 
software  development  and  customer  interaction. “When  1  spend 
four  hours  doing  a  design  review  with  the  engineers,  and  we  can 
find  ways  to  address  issues  that  I’ve  advocated  from  the  meeting 
with  customers  and  figure  out  a  new  way  of  doing  things,  that’s 
the  best  day.  I  go  home  with  a  smile,” Agassi  says. 

Success  is  not  without  compromise,  however.  Agassi  says  he 
spends  less  time  with  his  wife  and  two  sons  than  he  would  like. 
“That’s  the  biggest  penalty  I  get  for  what  I  do.  ” 

But  the  task  at  hand  is  too  important  for  him  to  ignore. 
“NetWeaver  is  bigger  than  Windows  95  in  the  scope  and  size  of 
what  we’re  building,”  he  says.“How  many  opportunities  in  life  do 
you  have  to  put  out  a  system  like  that?"B 


Qualifications:  A  serial 
entrepreneur  and  pro¬ 
gramming  whiz,  Agassi 
launched  a  portal  com¬ 
pany  in  1992. 

Career  goal:  Piloting 
SAP's  NetWeaver 
transition. 

Previous  employment: 

ifounded  corporate  por- 
ssqt  software  maker 
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jjk":itware  maker 
EL  Manage;  software 
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THE  IDEA 


was  to  provide  more  widespread  access  to  business-critical 
enterprise  applications  without  increasing  the  administrative 
burden  on  the  IT  department.  Before  that  goal  would  be  realized,  however, 
Santa  Clara  University  (SCU)  got  a  lesson  in  what  can  go  wrong  with  Web- 
based  applications  and,  more  importantly,  how  to  remedy  the  problems. 


In  July  of  2002,  SCU  made  the  move  to 
PeopleSoft  8,  the  Web-enabled  version  of  the 
popular  application  suite.  The  school  uses 
PeopleSoft  to  support  human  resources,  financial 
and  student  administration  applications,  including 
admissions,  financial  aid  and  course  registration 
programs,  says  Ron  Danielson,  chief  information 
officer  for  SCU,  an  8,000-student  university  in 
Santa  Clara,  Calif. 

“As  much  as  we  possibly  can,  it’s  our  intention 
to  push  access  to  administrative  information  out 
to  students,  faculty  and  staff,”  Danielson  says.  With 
die  previous  version  of  PeopleSoft,  that  was  a  chal- 
hnge  because  it  required  client  software  on  each 
r’s  desktop.  “With  the  Web  front  end,  anybody 
.'di  ;*  browser  can  come  in  and  get  access.” 

'  i  ess  they  did,  so  much  so  that  the  university’s 
tion  servers  were  overloaded  and  perfor in¬ 
is  much  slower  than  with  the  previous 
"We  were  one  of  the  first  half-dozen 


universities  in  the  country  to  upgrade  to 
PeopleSoft’s  new  Web-based  product,  and  we 
thought  we’d  spec’d  out  our  network  and  equip¬ 
ment  adequately  to  meet  our  performance 
needs,”  he  says.  “But  we  weren't  even  close.” 


SCU’S  REDLINE  BENEFITS 
AT  A  GLANCE: 


■  Bandwidth  reduction:  E|X  3250  reduces 
bandwidth  requirements  by  up  to  10M  bit/sec, 
saving  SCU  at  least  $48,000  per  year. 

■  Increases  server  capacity:  Offloads  connection 
management,  1/0  and  SSL  processing, 
essentially  cutting  server  loads  in  half. 

■  Reduces  number  of  network  components: 
Reduces  the  amount  of  data  traffic,  enabling 
network  components  such  as  firewalls  to 
handle  more  load. 


IN  SEARCH  OF  A  FIX 

Initially,  Danielson  and  his  staff  tried  throwing 
more  hardware  and  software  at  the  problem.  To  an 
initial  configuration  of  one  Web  server  and  one 
application  server,  they  added  three  more  Web 
servers  and  one  new  application  server.  They  also 
brought  in  performance  management  and  soft¬ 
ware  tuning  tools,  and  changed  some  PeopleSoft 
parameters  related  to  processing  input  from  users. 

“This  brought  performance  to  an  ‘acceptable’ 
level,”  Danielson  says.  “But  now  we  had  six  servers 
instead  of  two,  and  we  were  still  spending  a  lot 
more  time  on  the  problem  than  we  would  have 
liked.” 

In  the  fall  of  2002,  the  university  learned  about 
Redline  Networks  of  Campbell,  Calif.  Redline 
makes  a  family  of  appliances  designed  to  improve 
Web-based  application  performance  by  offloading 
from  the  server  I/O  processing  and  connection 
management  chores,  while  compressing  content 
to  conserve  bandwidth. The  appliances  also  handle 
Secure  Sockets  Layer  (SSL)  processing,  thus 
serving  to  improve  security. 

LESS  BANDWIDTH, 

MORE  PERFORMANCE 

In  November,  SCU  installed  one  of  Redline’s 
E  |  X  3250  appliances  and  saw  an  immediate. 
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dramatic  improvement.  Bandwidth  usage  associated 
with  the  PeopleSoft  applications  plummeted  by 
70%,  thanks  to  the  compression  features  inherent 
in  the  E  |  X  3250.  At  the  same  time,  because 
the  E  |  X  3250  handled  connection  management 
chores  and  I/O  processing,  server  capacity 
effectively  doubled. 

The  magnitude  of  server  capacity  and  perform¬ 
ance  improvements  hit  home  when  one  of  the 
university’s  servers  went  down  for  more  than  a 
week.  “We  didn’t  even  notice  a  change  in 
performance,”  Danielson  says.  “That  tells  us  how 
much  headroom  the  Redline  box  has  given  us 
with  our  PeopleSoft  applications.” 

Like  the  rest  of  Redline’s  enterprise  applica¬ 


tion  processors,  the  E  |  X  3250  sits  in  front  of 
servers  and  receives  requests  from  hundreds  or 
thousands  of  client  browsers.  It  processes  the 
thousands  of  relatively  slow  requests  as  they 
come  in  from  users  and  shuttles  them  to  the 
appropriate  servers  at  high  speed  over  just  a  few 
dozen  persistent  TCP  connections. 

“As  far  as  the  Web  servers  are  concerned, 
they  have  a  single  connection,  which  is  to  the 
Redline  box,”  Danielson  says.  The  servers  no 
longer  have  to  perform  complex  scheduling 
of  requests  arriving  randomly  over  a  large 
number  of  connections.  Instead,  they  service 
each  response  as  it  arrives  and  send  information 
back  to  the  enterprise  application  processor, 
which  delivers  pages  to  the  client  browser  at 
whatever  speed  the  browser  can  efficiently 
handle. 

The  E  |  X  3250  worked  so  well  for  SCU’s 
PeopleSoft  implementation  that  the  university 
soon  installed  an  additional  unit  to  improve  the 
performance  of  Novell  GroupWise  servers  that 
provide  Web-based  e-mail  access.  Here  the  E  |  X 
3250  sits  in  front  of  four  servers,  performing 
load  balancing,  connection  management  and 
compression.  For  its  GroupWise  application,  the 
university  also  takes  advantage  of  the  E  |  X  3250’s 
SSL  offload  capability,  which  obviates  the  need 
for  the  servers  to  maintain  large  amounts  of  user 


LEARN  MORE  ABOUT  REDLINE  NETWORKS  ONLINE 
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data,  including  client  certificate  infor¬ 
mation.  It  also  ensures  that  end  users 
have  no  direct  access  to  the  application 
servers  and  the  often-sensitive  infor¬ 
mation  they  contain. 

Results  from  the  GroupWise 
implementation  have  been  similar 
to  those  for  PeopleSoft:  bandwidth 
consumption  on  the  university’s  WAN 
links  has  been  cut  in  half  and  response 
time  has  improved. 

SAVINGS,  SAVINGS, 
SAVINGS 

The  bottom  line,  Danielson  says,  is 
that  the  Redline  appliances  enable 
SCU  to  realize  savings  in  three  areas: 
bandwidth  reduction,  increased  server 
capacity  and  extended  life  cycle  of 
_  other  network  components. 

Bandwidth  savings  come  from  the 
compression  features  of  the  appliance,  which  are 
browser-aware  to  adaptively  compress  content 
for  each  requesting  user  and  never  require 
specialized  client  software.  The  features  save  6M 
to  10M  bit/sec  of  bandwidth,  which  Danielson 
says  would  cost  the  university  an  additional 
$4,000  to  $5,000  per  month. 

In  terms  of  server  capacity,  Danielson  figures 
he  could  remove  two  of  the  four  servers 
supporting  his  PeopleSoft  implementation 
without  suffering  a  performance  hit,  although 
he  has  opted  to  leave  the  installation  as-is  to 
allow  for  anticipated  growth  in  the  number  of 
applications  and  users.  Similarly,  on  the  e-mail 
side,  “We  probably  won’t  have  to  grow  that 
server  farm  dramatically  to  handle  additional 
load,”  he  says. 

Just  as  the  Redline  appliances  enable  him  to 
get  more  life  out  of  his  servers,  they  do  the  same 
for  network  components  such  as  firewalls. 
“With  the  Redline  box  reducing  bandwidth 
usage,  there’s  less  for  the  firewalls  to  examine,”  so 
a  single  firewall  can  effectively  handle  more 
load. 

In  coming  months,  SCU  will  be  adding  to  its 
Redline  implementation  another  server  group 
that  supports  university  financial  applications. 

To  sum  up,  Danielson  says,  “This  box  delivers 
on  all  its  claims.” 
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big  bug  watcher 

Russ  Cooper,  moderator  of  the  much-followed  NTBugtraq  mailing  list, 
has  earned  widespread  respect  for  his  unbiased  disclosures. 


BY  ELLEN  MESSMER 


TBugtraq,the  Internet  equivalent  of  a  watering  hole,  is  a  forum 
for  swapping  information  on  suspected  bugs  in  Microsoft 
products  or  getting  an  early  warning  about  computer 
worms.  Now  entering  its  sixth  year,  NTBugtraq  has  become  the  mailing 
list  for  IT  managers  and  vendors  who  need  to  read  the  latest  dispatches 
from  the  Microsoft  security  war  front. 


“It’s  very  much  considered  the  No.  1  channel  for  contributing 
and  looking  for  new  updates  and  information  on  vulnerabilities,” 
says  Firas  Raouf,  COO  at  eEye  Digital  Security, a  maker  of  scanning 
products. 

If  NTBugtraq  seems  free  of  the  kind  of  wild-eyed  ranting  that 
might  afflict  any  public  list  about  Microsoft,  it’s  because 
NTBugtraq’s  founder  and  moderator,  Russ  Cooper,  is  picky  about 
what  gets  posted  on  it. 

“It  has  to  pass  the  sniff  test,”  notes  Cooper,  a  Lindsay  Ontario,  resi¬ 
dent  who  lives  in  a  countryside  house  that  —  in  addition  to  his 
family  four  dogs  and  a  cat  —  holds  a  dozen  PCs  and  servers 
loaded  with  Microsoft  software  and  testing  tools.A  100-mile T-l  line 
connects  Cooper’s  wilderness  outpost  to  the  ISP  UUNET  in 
Toronto.  The  pulsing  heart  of  NTBugtraq  is  a  Chicago-based  list- 
mail  server  —  donated  by  software  vendor  L-Soft  —  that  handles 
mail  distribution  for  about  31,000  NTBugtraq  subscribers. 

About  three-quarters  of  the  messages  Cooper  gets  don’t  get  posted 
because  they  fail  to  “stay  on  track  and  to  the  point,”  he  says.  But  he 
does  answer  a  lot  of  this  mail  on  his  own.“If  someone  says, ‘I  just  dis¬ 
covered  a  new  vulnerability  well,  I'll  try  to  test  it  first.  If  the  claim 
looks  reasonable,  I’ll  accept  it  at  face  value,”  he  adds. 

Disclosing  Microsoft  software  vulnerabilities  is  “a  touchy  subject,” 
Raouf  points  out.“Russ  is  doing  a  tremendous  job  in  maintaining  a 
level  of  neutrality’ 

Cooper’s  enduring  reputation  for  fair-handedness  is  all  the  more 
remarkable  considering  risk  management  vendor  TruSecure  has 
owned  NTBugtraq  since  buying  the  list  from 
him  three  years  ago,  for  an  undisclosed  sum. 
Cooper  is  now  officially  TruSecure’s  “surgeon 
general” —  a  title  he  picked  himself,  recalling 
a  news  story  published  four  years  ago  that 
said  his  work  at  NTBugtraq  made  him  seem 
like  the  “surgeon  general  of  the  Internet.” 

Cooper  says  in  the  ideal  scenario  no  one 
would  release  newfound  information  about 
software  flaws  —  because  virus  writers  and 
attackers  routinely  exploit  them  —  until 
Microsoft  has  a  patch  ready  to  correct  them. 
Over  the  years,  that  conviction  has  led  him  to 
play  the  broker  between  security  researchers 
and  Microsoft.  While  Cooper  spices  the  list 
with  his  own  advice  (sometimes  chiding 
Microsoft  in  the  process),  he  says  the  real 


power  of  NTBugtraq  lies  with  experts  such 
as  Jeremy  Allison,  Juan  Carlos 
Cuartango,  David  LeBlanc,  David 
Litchfield  and  Eric  Schultze,  who 
have  posted  their  security 
research  on  it  over  the  years. 

Microsoft  was  reluctant  to  talk 
about  NTBugtraq  and  its  keep¬ 
er,  but  the  software  giant 
obliquely  saluted  both  by  saying: 

“Active  and  responsible  members  of 
the  security  community”  can  raise 
awareness  and  “often  conduct  valu¬ 
able  security  research  that  helps 
customers  stay  ahead  of  contempo¬ 
rary  threats.” 


A  self-taught  man 

Cooper  is  largely  self-taught  in 
Microsoft  computing  and  security  In 
the  early  1980s,  he  took  up  program¬ 
ming  and  selling  PCs.  A  job  offer  took 
him  from  Canada  to  Africa,  where  he 
did  programming  work  in  Liberia  and 
Ghana  for  five  years. “I  got  the  idea  for 
NTBugtraq  while  in  Liberia,  where  it 
was  difficult  to  communicate,”  Cooper 
says.  “I  began  using  bulletin  boards  — 
which  are  now  superceded  by  newsgroups 
and  chat  —  to  share  information  with  technical 
people.” 

Cooper  returned  to  Toronto  in  1991,  and  did  stints 
Tandem  Computers  and  MCI,  where  he  worked  as  a 
consultant  for  Vint  Cerf,  senior  vice  president  for 
technology  strategy  In  1997,  he  launched  NT¬ 
Bugtraq,  promising  “no  spam”  and  “no  flame 
wars,  even  those  1  might  have  started.” 

For  more  than  five  years.  Cooper  has 
stuck  to  this  mission  and,  it  seems,  is 
also  sticking  to  the  somewhat  out¬ 
dated,  “NT’  name.  Still,  Windows 
bug  watchers  flock  to  the  mailing 
list  regardless  of  its  name.® 
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s  adaptive 


In  October,  the  41-year-old  executive  became  responsible  for  HP’s 
$2.5  billion  Adaptive  Enterprise  strategy  which  promises  to  deliver 
intelligent  hardware,  smart  software  and  services  that  will  dynami¬ 
cally  allocate  data  center  resources  on  demand.  In  her  quest  to 
make  HP’s  software  the  management  platform  of  choice  for  utility 
computing,  Denzel  faces  competition  from  IBM,  Microsoft  and  Sun 
—  and  HP’s  own  reputation. 

“Denzel  has  to  overcome  the  perception  of  HP  as  a  hardware 
vendor  that  treats  software  as  an  afterthought,”  says  Rich  Ptak,  part¬ 
ner  with  Ptak,  Noel  &  Associates. 

Denzel  says  IT  managers  worldwide  recognize  HP  software 
brands,  but  multiple  acquisitions  in  the  past  few  years  (including 
the  merger  with  Compaq)  prove  that  HP  is  opting  to  buy  technol¬ 
ogy  rather  than  build  it. 

“Adaptive  Enterprise  is  a  new  foray  for  HP  We  want  to  help  our 
customers  through  the  next  decade  understand  how  they  can 
use  their  technology  to  better  serve  the  needs  of  their  business,” 
she  says.  While  Open  View  is  a  popular  product,  HP  isn’t  the  go¬ 
to  vendor  for  multiple  software  needs.  Denzel  says  with  HP’s  new 
product  strategy  she  aims  to  change  that  perception. 

By  no  means  is  software  new  for  HP  The  OpenView  portfolio  is 
among  its  major  offerings,  and  includes  network,  server,  service- 
level  and  application  management  software.  The  company  also 
sells  other  management  products  in  the  form  of  OpenCall, 
ProLiant  Essentials  (from  the  Compaq  merger),  and  now,  under 
Denzel’s  domain,  the  Utility  Data  Center  suite.  Of  course,  HP  sells 
myriad  other  software  products  such  as 
development  tools,  messaging  platforms, 
operating  systems, security  products  and  the 
like.  All  told,  it  brings  in  about  $1  billion  in 
revenue  from  its  software  offerings. 

Yet  industry  watchers  say  Denzel  will  face 
an  uphill  battle  getting  a  slow-moving  ven¬ 
dor  to  quickly  deliver  new  Adaptive 
Enterprise  products  that  are  based  on  its 
technology  acquisitions.  She’ll  have  an 
especially  steep  road  trying  to  bring  in  the 
kind  of  money  that  HP’s  server  and  other 
hardware  offerings  generate,  some  say 
The  challenge  excites  Denzel. 

“Being  a  person  that  gets  bored  easily  1 
think  software  is  the  way  to  go,”  she  says. 
Today  software  is  maturing  from  handling 


Nora  Denzel,  head  of  HP's  Adaptive  Enterprise  and 
Software  Group,  oversees  a  $2.5  billion  enterprise 
software  strategy. 


BY  DENISE  DUBIE 


sk  enterprise  IT  managers  about  HP  software  and  the  conversa¬ 
tion  could  begin  and  end  with  OpenView,  HP’s  network  man¬ 
agement  platform.  Nora  Denzel  plans  to  change  that. 


m 
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hardware  quirks  to  understanding  com¬ 
plicated  business  processes.  In  es¬ 
sence,  “it’s  fundamentally  changing 
the  way  things  work,” she  says. 


An  early  passion 

Denzel’s  passion  for 
all  things  computer-related 
began  on  a  farm  in  upstate 
New  York  as  one  of  six  chil¬ 
dren.  Denzel’s  father,  a  math  and 
science  teacher,  nurtured  her  love  of 
numbers  and  constant  questions  about 
how  things  work.  And  her  mother,  who 
has  a  degree  in  medical  technology, 
instilled  a  tremendous  work  ethic. 

“I  learned  you  have  to  make  your  own  way 
and  that  nothing  is  handed  to  you. To  this  day,  1 
think  with  hard  work,  I  can  make  things  hap-  -rL 
pen,”  Denzel  says. 

Tinkering  with  her  father’s  home  computer,  |M| 

Denzel  picked  up  software  programming.  In 
high  school  she  was  shocked,  yet  excited,  when 
guidance  counselors  told  her  she  could  make  a 
living  doing  something  she  loved.  She  studied 
computer  science  mostly  because  she  was  “fas¬ 
cinated  with  the  rates  at  which  data  can  move 
around, ’’and  in  1984,  Denzel  landed  a  job  as  stor¬ 
age  software  engineer  at  IBM. 

While  at  IBM,  Denzel  went  to  graduate  school  at 
night  and  earned  a  master’s  degree  in  business 
administration.  After  moving  up  the  ladder  to  world¬ 
wide  director  of  IBM’s  multi-million-dollar  line  of  storage  soft¬ 
ware  products, she  left  in  1997  to  work  at  Legato  Systems. There, she 
served  as  a  senior  vice  president  of  product  operations  and  watched 
revenue  grow  from  $50  million  to  $250  million  in  four  years.  She 
joined  HP  in  2000  as  head  of  network  storage  and  quickly  took 
charge  of  the  entire  software  group. 

Self-described  as  a  tough  but  fair  manager,  Denzel  now  oversees 
about  3,000  HP  employees  and  reports  to  HP  chief  Carly  Fiorina. 
She  says  her  experience  at  both  a  huge  and  a  somewhat  smaller 
company  helps  her  prioritize  tasks  day-to-busy-day  at  HP  During  a 

See  Denzel,  page  54 
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IS  BACKUP  DRIVING  YOU 
TO  THE  EDGE? 

INTRODUCING  THE  DX100.  ► 

▼ 

THE  ANSWER  IS  X. 


QUANTUM 

DX100 


►  Get  a  FREE 
copy  of  The 
Backup  Book * 

and  download  our 
enterprise  white  paper! 
Enter  code  ADV075  at 
www.theanswerisX.com 

*First  100  respondents  only. 


Superior  disk-based  backup  for  the  enterprise,  when  the  stress  of 
the  workday  pushes  you  to  the  edge,  one  thing  you  shouldn't  have  to  worry  about 
is  restoring  your  data.  The  Quantum  DX100  gives  you  one  less  thing  to  worry 
about  -  The  Answer  is  X.  The  new  DX100  is  an  optimized  disk-based  backup  and 
restore  solution  that  enables  IT  professionals  to  significantly  decrease  their  backup 
window  while  dramatically  boosting  data  availability.  Plus,  it  seamlessly  integrates 
into  virtually  any  existing  network  environment,  thus  preserving  your  backup 
processes.  For  the  complete  answer,  call  866-827-1500,  or  visit  us  on  the  Web  at 
www.theanswerisX.com. 
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Dennis  Eaton,  chairman  of  the  Wi-Fi  Alliance,  has  turned  his  love 
of  wireless  into  the  pursuit  of  safe,  interoperable  enterprise  gear. 


BY  JOHN  COX 


ennis  Eaton,  chairman  of  the  Wi-Fi  Alliance,  once  dreamed  of  being 
a  veterinarian.  But  his  dream  withered  during  a  few  days  of  college 
fieldwork  with  a  vet. 


“I  decided  I  needed  a  nice,  clean  desk  job,” says  Eaton,  who  then 
turned  his  undergraduate  attention  to  the  art  of  radio  frequency 
engineering.  That  must  be  his  true  calling  after  all  —  nearly  18 
years  later,  he’s  still  fiddling  around  with  those  radio  waves. 

After  receiving  a  bachelor’s  degree  in  electrical  engineering  from 
Michigan  State  University  in  1984,  Eaton  began  working  on  radio 
frequency  —  mostly  for  classified  government  projects  —  at  Harris 
Semiconductor.  Most  recently,  he’s  worked  on  802.11b  radio 
chipsets  at  fabless  semiconductor  maker  Globespan  Virata. 

“RF  engineering  is  pretty  complex  stuff,”  Eaton  says.  “The  tools 
today  let  you  get  in  the  ballpark  [of  solving  a  problem]. But  beyond 
that,  it’s  a  lot  of  intuition  and  experience.” 

That  blend  of  science  and  art,  of  technology  and  intuition,  has 
served  this  4 1-year-old  well  during  his  tenure  with  the  Wi-Fi  Alliance. 
The  Alliance,  founded  in  1999,  exists  to  test  and  certify  interoper¬ 
ability  of  IEEE  802.1 1-based  wireless  LAN  (WLAN),  or  Wi-Fi,  prod- 
ucts.Today  it  comprises  more  than  205  member  companies. 

A  hands-on  visionary 

Eaton’s  involvement  with  the  Wi-Fi  Alliance  started  in  May  2000 
when  he  helped  his  boss,  Alliance  co-founder  Jim  Zyren,  wade 
through  the  slew  of  Alliance  invoices  piling  up  on  his  desk.  Both  men 
at  the  time  worked  for  Intersil,  in  the  fabless  semiconductor  maker’s 
group  designing  802.1  lb  radio  chipsets.  (Globespan  Virata  has  since 
acquired  that  Intersil  unit.)  After  sorting  the  invoices,  Eaton  offered 
to  relieve  Zyren  of  managing  the  Alliance’s  Web  site,  www.wi-fi.org. 

When  Zyren  gave  up  his  Alliance  board  seat  in  early  2001,  Eaton 
seemed  a  logical  choice  to  finish  out  his  term.  Eaton  became  the 
board’s  vice  chair  and  technology  committee  chair  in  June  2001. 
Two  months  later,  leading  cryptographic  experts  threw  the  Wi-Fi 
industry  into  a  tizzy  when  they  published  a 
paper  detailing  the  weaknesses  in  the  802.1 1 
encryption  scheme,  Wired  Equivalent  Pri¬ 
vacy  (WEP).  Eaton  realized  that  the  Wi-Fi 
Alliance  might  be  certifying  products  that 
corporations  would  never  buy 
“Prior  to  that, everything  was  at  a  theoretical 
level. That  paper  brought  [the  problems]  to  a 
practical  level.  It  was  pretty  scar>f  he  says. 

Eaton,  who  took  on  the  chair  position  in 
late  2001,  built  consensus  among  fellow 
board  members,  other  Alliance  members 
and  engineers  on  the  IEEE  802.11  commit¬ 
tee  regarding  a  technical  solution  to  the 
security  mess.  The  group  would  take  a  sub¬ 
set  of  the  WLAN  security  changes  already 
being  crafted  in  the  IEEE  802. 1 1  i  Task  Group, 
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and  write  and  distribute  software  for 
these  changes.  This  interim  fix,  dubbed 
Wi-Fi  Protected  Access  (WPA),  could 
be  loaded  into  new  and  existing 
WLAN  products,  adding  fea¬ 
tures  to  rotate  encryption  keys 
and  otherwise  beef  up  WLANs 
security.  A  hands-on  guy,  Eaton 
“personally  evaluated  the  secu¬ 
rity  schemes  in  hand  [for  correct¬ 
ing  the  WEP  weaknesses]  (says  Amer 
Hassan.a  fellow  board  member. 

Bill  CarneyAlliance  vice  chairman  and 
director  of  marketing  at  Texas  Instru¬ 
ments,  denotes  Eaton  as  an  industry 
visionary  “Dennis  knows  how  to  priori¬ 
tize  the  issues  facing  the  industry  and 
makes  sure  the  board  understands  them 
and  addresses  them  in  a  timely  and  thor¬ 
ough  manner]’  he  says.  “On  issues  where 
there  are  several  possibilities,  he  often 
comes  up  with  the  pro/con  for  each  sce¬ 
nario,  which  rounds  out  the  board’s 
discussion.” 


Getting  out  the  word  on  Wi-Fi 

Eaton,  who  in  1994  received  his  master’s 
degree  in  business  administration  from  University 
of  Central  Florida,  also  understands  the  value  of  good 
public  relations.  He’s  put  enormous  effort  into  “selling”  users 
on  WPA  and  convincing  the  public  that  Wi-Fi  is  safe,  Hassan  says. 

Such  effort  takes  a  toll.“It’s  tough  because  Wi-Fi  is  a  very  dynamic 
industry  and  can  consume  the  majority  of  my ‘available  bandwidth’ 
at  [some]  points  in  time, "Eaton  says.  Fortunately  Globespan  Virata 
grants  Eaton  the  time  he  needs  as  Alliance  chairman,  as  Intersil 
did  before  it.  “They  understand  that,  ultimately  what  I  con¬ 
tribute  to  Wi-Fi  is  good  for  the  industry,  and  that’s  important 
to  them,”  he  says. 

With  his  wife  of  18  years, and  their  two  children, a  girl 
and  a  boy,  ages  6  and  8,  the  Eatons  could  be  a  poster 
family  for  “The  Digital  Home.”  Their  Melbourne, 

Fla.,  house  includes  a  half-dozen  computers,  a 
wireless  and  wired  network,  wireless  Tivo  and 
lots  of  video  games  where  father  and  son 
do  battle.  When  he’s  not  out  cycling,  he 
spends  his  remaining  spare  time, 

Eaton  jokes,  being  a  “sysadmin.”  ■  TONY  ARRUZA 
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Contact  Extreme  Networks  at 
1.888.257.3000  pr  visit  us  on  the  web  at 

www.extremenetworks.com/go/10808.htm 
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In  an  extreme  world... 


Introducing  the  only  core  switch  platform  that  delivers  major 
breakthroughs  in  the  areas  of  scalability,  flexibility,  resiliency  and 
security.  The  BlackDiamond  10K  goes  beyond  the  expected  by 
delivering  the  industry’s  highest-density  10-Gigabit  and  Gigabit 
Ethernet.  In  addition,  4GNSS  technology  featuring  T-Flex 
programmable  ASICs  ensures  support  of  emerging  protocols 
without  costly  hardware  upgrades  —  offering  revolutionary 
investment  protection.  How’s  that  for  a  switch? 
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own  General  Patton 

Fred  Wettling,  a  top  network  executive  for  Bechtel,  has  a  knack  for  rallying  the  troops 
around  his  favorite  standards  cause,  the  Network  Applications  Consortium. 


BY  JOHN  FONTANA 


or  relaxation,  Fred  Wettling  zigzags  his  Yamaha  sport-touring  motorcycle  along  a  ser¬ 
pentine  stretch  of  North  Carolina  Highway  129  known  as  the  Tail  of  the  Dragon. 

derived  through  “a  lot  of  elbow  time  with 
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The  11-mile  route,  stuffed  accordion-like  into  318  corners  with 
such  names  as  Hog  Pfen,  Little  Whip  and  Gravity  Cavity  is  as  much 
a  spiritual  recharge  as  it  is  a  metaphor  for  Wettling’s  IT  career  —  a 
journey  filled  with  twists  and  turns  where  he’s  always  been  at  the 
controls  with  his  hand  on  the  throttle. 

As  infrastructure  architect  for  San  Francisco  global  engineering 
and  construction  firm  Bechtel,  Wettling  dissects  the  future  and 
extracts  the  technology  that  drives  the  company  forward.  A  self- 
taught  computer  fanatic,  he  also  chairs  the  Network  Applications 
Consortium  (NAC),a  small  group  of  like-minded  network  execu¬ 
tives  from  corporate  giants  such  as  Bechtel,  Boeing,  Disney  and 
Nike  that  promotes  integration,  interoperability  and  vendor  col¬ 
laboration. 

The  NAC  politely  pins  big-boy  vendors  such  as  Cisco,  IBM  and 
Microsoft  up  against  the  schoolyard  fence  and  convinces  them  to 
play  nice.  “The  level  of  trust  and  the  competence  we’ve  estab¬ 
lished  in  the  NAC  allows  us  to  exert  our  influence,”  says  Wettling, 
who  joined  the  group  in  1997  after  wandering  into  a  meeting  to 
check  out  the  agenda.“It’s  something  individual  members  could¬ 
n’t  do  on  their  own.” 

Midwestern  influence 

The  NAC’s  gentle-but-determined  influence  mirrors  Wettling’s 
powerbroker  style.  He  gets  General-Patton-like  results  using  a 
warm  smile,  a  firm  handshake  and  a  knack  for  rallying  the  troops. 

The  56-year-old,  an  amateur  ham  radio  operator  and  sculptor  of 
bonsai  trees,  attributes  that  style  to  his  Midwest  upbringing  during 
the  1950s  and  early  1960s  by  a  father  who  worked  as  a  human 
resources  manager  and  a  mother  who  sold  real  estate  and  dab¬ 
bled  in  amateur  theater.  “I  inherited  it  from  my  folks,  who  were 
easy  to  get  along  with,”  he  says. 

Wettling  says  moves  between  Iowa,  Illinois  and  Minnesota  as  a 
child  and  four  schools  between  the  ninth 
and  12th  grades  gave  him  the  skill  to  thrive 
on  change. 

“Part  of  my  approach  is  to  talk  to  people 
about  what  is  important  to  them.  It’s  getting 
organizations  engaged;  it’s  getting  people 
engaged.  Part  of  success  is  getting  people  to 
share  in  that  success,” he  says, citing  the  NAC 
as  one  example. 

He  started  as  an  accounting  major  at  the 
University  of  Houston  in  1967,  left  in  1969  to 
work  in  Gulf  Oil’s  accounting  department 
before  returning  to  night  classes  at  the 
University  of  Houston  in  1976  and  graduat¬ 
ing  in  1981  with  his  accounting  degree.  His 
only  formal  computer  training  was  a  single 
Fortran  class,  with  the  rest  of  his  knowledge 
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experts.”  In  turn,  many  now  turn  to  him  as  an 
IT  authority  and  subject-matter  expert. 

“It  amazes  me  how  much  Fred  knows 
about  everything  out  there,  every  standard, 
every  protocol,  every  mechanism  and  what 
is  going  on  with  them,”  says  Mike  Beach,  a 
NAC  member  from  Boeing. 

Leading  by  example 

Wettling  amassed  a  portion  of  that  knowledge 
while  helping  build  Bechtel’s  IS  and  IT  architec¬ 
tures.  He  started  with  Bechtel  in  1980,  tasked 
with  performing  the  same  accounting  magic  he 
had  finessed  for  MW  Kellogg,  another  global 
engineering  and  construction  firm.  He  lists  his 
work  overhauling  MW  Kellogg’s  accounting 
practices  and  systems  among  his  greatest 
accomplishments  and  says  his  computer  fas¬ 
cination  took  root  there. 

After  joining  Bechtel,  he  helped  move  the 
accounting  system  to  the  mainframe. Then  he 
successfully  completed  a  six-month  mission 
impossible  to  create  the  company’s  first 
accounting  system  for  the  IBM  microcom¬ 
puter  —  a  project  he  began  by  teaching  a 
three-hour  course  on  accounting  fundamen¬ 
tals  to  his  programmers. 

This  characterizes  Wettling’s  style,  which  shuns 
company  politics  and  hidden  agendas  to  focus  on 
leading  by  example  and  education. 

“You  go  in  to  ask  him  a  question  about  technolo¬ 
gy,  and  before  you  know  it  you’ve  had  an  hour  dis¬ 
cussion,”  says  Tim  Carmichael,  a  systems  engineer 
in  Bechtel’s  infrastructure  engineering  group.  “He 
goes  to  the  whiteboard  in  his  office  and  draws  it  out 
for  you  and  shows  why  it  will  be  important  to  Bechtel. 

He  gets  real  excited  about  technology” 

In  1984,  Wettling  became  an  IT  manager.  In  that  role,  he  helped 
upgrade  Bechtel’s  mainframe  environment,  integrated  the  main¬ 
frame  with  a  network  of  PCs,  and  built  or  maintained  data  centers 
and  IT  infrastructure  for  offices  in  Chicago,  San  Francisco  and 
Oakridge,Tenn. —  where  he  is  now  based. 

With  the  completion  of  each  task,  Wettling  sought  new  chal¬ 
lenges.  In  1997,  that  desire  to  do  more  landed  him  his  current 
job  as  infrastructure  architecture  manager.  His  greatest  chal¬ 
lenge  now,  he  says,  is  closely  tying  IT  with  Bechtel’s  engineering 
and  construction  work  by  pursuing  the  right  technology  trends 

See  Wettling,  page  54 
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continued  from  page  48 

given  workday  —  always  long  —  she 
attends  to  tasks  such  as  deciding  product 
direction,  seeking  out  new  technology 


purchases  or  working  with  partners  to 
develop  services. 

“At  IBM,  I  gained  the  ability  to  figure  out 
how  to  move  the  ball  forward  in  a  very 
large  and  complicated  system,  and  at 
Legato,!  learned  a  lot  more  about  running 


a  business,”  Denzel  says. 

Over  the  years,  Denzel  was  the  only 
woman  at  the  table  in  many  board  meet¬ 
ings,  but  she  never  felt  any  sort  of  discrim¬ 
ination. 

She’s  found  the  hardware,  storage  and 
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device  sectors  of  the  network  industry 
to  be  driven  by  men,  while  more  recent¬ 
ly  for  software,  the  playing  field  sees 
more  gender  diversity.  All  that  aside,  her 
work  ethic  prevails."!  just  work  so  much 
that  any  question  of  gender  dissipates," 
she  says. 

The  one  thing  she  is  still  learning  on  the 
job  at  HP  is  how  to  keep  the  customer 
appetite  for  new  technology  whetted. 

“The  new  challenge  is  to  make  sure  that 
you're  constantly  articulating  the  business 
benefits  of  the  new  technology  rather 
than  the  technology  itself,”  she  says.  The 
economy  hit  hard  times  in  the  past  few 
years,  and  earning  consumer  trust  and 
interest  represents  a  new  challenge  for  all 
vendors.she  says.'The  way  people  buy, use 
and  measure  their  IT  resources  has  dra¬ 
matically  and  indefinitely  shifted  in  the 
industry’ 

In  those  rare  times  when  she’s  not  work¬ 
ing,  Denzel  enjoys  time  with  her  husband. 
Favorite  activities  include  scuba  diving 
and  hiking  around  the  Northern  Cali¬ 
fornia  mountains. 

“I  like  the  idea  of  being  inaccessible 
under  water  and  hiking  where  the  cell 
reception  isn’t  so  good,”  Denzel  says.  ■ 


Wettling 

continued  from  page  52 

and  standards. 

Standards  are  Wettling’s  passion.  They 
are  essential  ingredients  to  managing  a 
global  IT  infrastructure,  he  says. 

He  champions  the  fight  on  many  fronts, 
including  public  forums.  For  example,  the 
NAC  has  high-profile  involvement  with 
Burton  Group’s  annual  conference,  and 
he  helped  pull  together  the  Open  Group, 
the  Distributed  Management  Taskforce 
and  the  NAC  for  delving  into  issues  related 
to  mobility  and  directories  (MAD).  The 
trio  calls  this  attempt  to  solve  identity 
management  issues  for  mobile  devices 
the  MAD  Challenge. 

Participation  in  such  events  help  move 
Wettling  toward  his  goal  of  increasing  the 
NAC’s  visibility.  “One  problem  we  have  is 
name  recognition.  We' are  going  to  grow 
our  membership  beyond  30  companies,” 
he  says.  But  he  won’t  let  the  group  grow 
too  large  and  risk  losing  the  intimacy  that 
spawns  productive  discussions. 

Then  he’ll  start  again  to  educate  and 
engage. 

“I  want  to  become  more  of  an  influencer 
on  the  outside  so  that  1  can  benefit 
Bechtel  on  the  inside  for  the  long  term,” 
Wettling  says." Progress  is  incremental, and 
1  think  1  am  promoting  change  at  the  right 
pace.”N 


More  online! 

Visit  the  Power  Portal  online  for 
more  details  on  all  of  the  five 
people  profiled. 
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influences 

Four  influential  women  in  the  network  industry 
share  stories  about  the  people  who  inspired  them. 


BY  JULIE  BORT 

ur  list  of  the  50  most  powerful  people  in  networking  illustrates  that  the  industry  is  still  predominantly 
male.  But  women  are  making  powerful  strides.  How  did  today’s  top  female  executives  make  their  way? 
We  asked  four  from  our  2003  list  to  tell  us  who  most  influenced  them  in  their  professional  pursuits. 


Linda  Diliman 

CIO,  Wal-Mart  Stores 

Wal-Mart  is  an  undeniable  IT  power¬ 
house.  Dillman,  CIO  since  August  2002, 
replaced  Kevin  Turner,  who  was  promot¬ 
ed  to  CEO  of  the  Sam 's  Club  division. 

Who  most  influenced  you? 

The  person  who  influenced  me  most 
in  my  career  is  Kevin  Turner. 

He  always  had  a  strong  belief  in  me, 
even  when  I  doubted  myself.  He  taught 
me  to  never  settle  for  less  than  the  best 
from  myself  and  those  around  me.  He 
taught  me  that  doing  so  was  the  right 
thing  for  me  and  my  associates  —  it 
allows  people  to  grow  beyond  their 
own  expectations.  He  taught  me  the 
value  of  relationships.  He  taught  me  to 
never  compromise  my  values. 

Nora  Denzel 

Senior  vice  president  and 
general  manager,  HP  Software 
Global  Business  Unit;  SVP 
Adaptive  Enterprise 

In  October,  Denzel  transitioned  from  head  of  net¬ 
work  storage  to  the  leader  of  HP’s  $2. 5  billion 
Adaptive  Enterprise  strategy  for  utility  computing. 
(See  profile,  page  48.) 

Who  most  influenced  you? 

My  mother. We  had  a  large  family  —  six  children 
—  and  she  worked  full-time.  She  had  little,  if  any 
outside  help.  She  was  incredibly  smart;  she  had  a 
degree  in  medical  technology  Also  growing  up,  I 
clearly  admired  Ada  Lovelace  and  Grace  Hopper. 
These  were  women  that  way  before  technology 
become  popular  (or  even  women  working 
became  popular)  were  in  computer  science.  So 
reading  about  some  of  their  struggles  and  what 
they  went  through  was  inspirational. 

What  I  learned  from  my  mother  was  persever¬ 
ance,  the  ability  to  prioritize  and  focus  on  what’s 
important.  I  learned  from  her  that  you  have  to 
make  your  way  and  that  nothing  is  handed  to  you. 
She  instilled  in  me  the  work  ethic  I  have  today 

Grace  Hopper  coined  the  term  “bug”  or  “com¬ 
puter  bug,”  because  there  was  an  actual  moth  in 
the  big  IBM  vacuum  computer.  She  was  a  very 


well-respected,  early  computer  scientist.  [Ada 
Lovelace,  an  unusual  19th  century  historical  fig¬ 
ure,  was  a  mathematician  who  assisted  in  the 
creation  of  the  first  computer  programming  lan¬ 
guage.]  Those  are  stories  that  you  read  when 
you’re  young  that  give  you  confidence  that  you 
too  could  achieve  great  things  in  the  technology 
industry 

I  have  been  blessed  to  work  with  incredibly 
smart  people  —  there  isn’t  really  one  that  sticks 
out. There  are  just  so  many  that  you  learn  from, 
that  you  are  lucky  to  be  able  to  sit  at  the  table 
communicating  with  them  and  understanding 
their  different  viewpoints. 

Peggy  Weigle 

CEO,  Sanctum 

In  2002,  IDC  called  out  Sanctum  as  the  de  facto 
leader  in  the  nascent  security  field  of  Web  applica¬ 
tion  firewalls.  Heading  Sanctum,  Weigle  represents 
an  endangered  breed:  the  powerful  start-up  CEO. 

Who  most  influenced  you? 

There  have  been  several  key  people  in  my 
career,  but  two  stand  out:  Matt  Mandalinci  and 


John  Dillon. 

Matt  Mandalinci  was  the  vice  presi¬ 
dent  of  sales  at  Pilot  Executive 
Software.  He  gave  me  my  first  outside 
sales  job.  I’d  built  the  telemarketing 
team  at  Pilot,  but  he  believed  I  had  the 
drive  to  do  outside  sales.  The  board 
vetoed  the  idea  the  first  time,  but  after 
I’d  run  the  Boston  Marathon,  Matt  went 
back  to  them,  and  they  agreed  1  had 
tenacity  so  they  gave  me  a  shot.  Matt 
was  a  great  coach  and  believed  100% 
in  me.  1  worked  my  tail  off  to  make  sure 
1  delivered  for  him,  becoming  head  of 
Eastern  region  sales. 

[Sanctum  Chairman]  John  Dillon, 
now  CEO  of  Navis,  has  been  a  key 
mentor  who  believed  in  my  abilities.  I 
ran  Arbor  Software’s  Eastern  region 
under  John  for  years,  after  which  he 
promoted  me  to  run  North  American 
sales  as  he  moved  up  the  ladder  to 
CEO.  John  gave  me  several  opportuni¬ 
ties  to  grow  and  coached  me  as  1 
stretched  into  new  roles.  Arbor  was  a 
great  ride  where  I  learned  how  to  build  a  large, 
successful  sales  organization.  Later  in  my  career, 
John  encouraged  me  to  reach  for  the  brass  ring 
by  introducing  me  to  Sanctum. 

Diane  Greene 

CEO,  VMware 

In  December,  EMC  acquired  VMware  for  $635 
million,  cash.  Greene,  a  serial  start-up  leader,  will 
stay  on  to  lead  EMC’s  newest  addition. 

Who  most  influenced  you? 

Alice  Harper  and  Franco  Putzolu. 

Alice  was  my  seventh  and  eighth  grade  band 
and  orchestra  leader.  Under  her  [direction], our 
public  school  band  won  the  No.  1  title  for  the 
state  every  year.  She  was  clear, set  very  high  stan¬ 
dards  and  was  always  surprisingly  fun. 

Franco  Putzolu  was  the  chief  software  architect 
at  Tandem  Computers  who  I  had  the  opportunity 
to  work  closely  with  for  about  four  years.  He  had 
similar  qualities:  clear,  high  standards, surprisingly 
fun.  In  addition,  his  approach  to  problems  always 
seemed  to  yield  the  simplest  and  most  effective 
solution.® 
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all  J/ledium  Business 

A  world  of  IT  solutions 

Whatever  your  world. 
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Dell  has  a  customized  IT  solution  for  your  business,  no  matter  what  business  you're  in,  or  what  size 

it  is.  From  PowerEdge’"  servers  featuring  Intel®  XeorT  processors  to  network  support  products  like  PowerVault” 
storage  and  PowerConnect™  switches,  Dell  offers  flexible,  high-performance  industry-standard  technologies  and 
software  solutions  that  are  just  right  for  your  particular  business  needs.  And  we’ll  help  you  every  step  along  the 
way.  Whether  it's  planning  and  design,  testing  and  validation,  systems  management,  or  our  award-winning  24x7 
service  and  support,  Dell  will  help  you  create  an  IT  infrastructure  that’s  easy  to  choose,  deploy  and  manage. 
So  make  life  easy  on  yourself  and  get  a  big  advantage  over  your  competition — with  a  unigue  IT  solution  from  Dell. 


PC  Magazine  Editors'  Choice  Award 

*  PowerEdge  1750 
— October  28,  2003 
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File&Print  Servers 


Reliable  servers  that  make 
managing  your  network  easy. 


/VfWPOWEREDGE  “  400SC  SERVER 


Small  Business  Value  Server 

•  Intel*  Celeron*  Processor  at  2GHz 

•  Upgradable  to  Intel*  Pentium*  4  Processor  at  3.20GHz 
with  800MHz  Front  Side  Bus* 

•  128MB  333MHz  ECC  DOR  SDRAM  (Up  to  4GB) 

•  40GB  (7200  RPM)  IDE  Hard  Drive 

•  Upgradable  to  240GB  of  Internal  Hard  Drive  Storage 

•  Embedded  Intel*  PRO  Gigabit*'  NIC 

•  1  -Yr  24*7  Dedicated  Server  Phone  Tech  Support 

•  1  -Yr  Next  Business  Day  On-Site  Service’ 

•  Small  Business  Pricing 


E-VALUE  Code:  20274-  S21203g 


POWEREDGE“650*  RACK  SERVER 


1U  Value  Rack  Server 

•  Intel*  Pentium*  4  Processor  at  2.40GHz 

•  Upgradable  to  Intel*  Pentium*  4  Processor  at  3.06GHz 

•  256MB  266MHz  ECC  DDR  SDRAM 

•  Upgradable  to  4GB  of  SDRAM 

•  40GB  (7200  RPM)  IDE  Hard  Drive 

•  Upgradable  to  240GB  of  Internal  Hard  Drive  Storage 

•  ATA  100  IDE  RAID  Controller  Available 

•  Intel*  PRO  Gigabit®  NIC 

•  3-Yr  Next  Business  Day  On-Site  Service3 

•  Small  Business  Pricing 

C4  1  as  low  as  $33/mo„  (46  pruts*) 

|  I  E-VALUE  Code:  20274-S21211g 


Database&Web  Server  solutions  to  manage 
Hosting  Servers  diverse  networks. 


POWEREDGE"  2600  TOWER  SERVER 


Multi-Use  Tower  Server 

•  Intel*  Xeon”  Processor  at  2  40GHz 

•  Dual  Intel*  Xeon*  Processor  Capable  (Up  to  3.20GHz| 

•  512MB  266MHz  ECC  DDR  SDRAM 

•  Upgradable  to  6GB  of  SDRAM 

•  36GB  (10K  RPM)  Ultra320  SCSI  Hot-Swap  Hard  Drive 

•  Active  ID  Bezel  for  Monitoring  System  Health 

•  3-Yr  Next  Business  Day  On-Site  Service3 

•  Small  Business  Pricing 

4  T  as  low  as  $49/mo„  (46  pmts.®) 

I  f  E-VALUE  Code:  20274- S21217g 


POWEREDGE  “  1750*  RACK  SERVER 


Feature-Rich  1U  Rack  Server 

•  Intel®  Xeon”  Processor  at  2.40GHz 

•  Dual  Intel®  Xeon”  Processor  Capable  (Up  to  3.20GHz) 

•  1GB  266MHz  ECC  DDR  SDRAM  (Up  to  8GB) 

•  18GB  (15K  RPM)  Ultra320  SCSI  Hot-Swap  Hard  Drive 

•  Integrated  Dual-Channel  Ultra320  SCSI  Controller 

•  Active  ID  Front  Bezel  for  Monitoring  System  Health 

•  3-Yr  Next  Business  Day  On-Site  Service3 

•  Small  Business  Pricing 

as  low  as  $55/mo.,  (46  pmts30) 

E-VALUE  Code:  20274-S21220g 


Purchase 

Dell  offers  a  wide  range  of  reliable,  award-winning  technology, 
all  delivered  from  a  single  point  of  contact — and  our  expert  sales 
associates  are  there  to  help  you  find  the  technology  that's  right 
for  your  business. 


Installation -Starling  a-  $279 


Once  you've  selected  the  right  technology,  Dell  can  help  you  get  it  up  and 
running  quickly  and  cost-effectively  with  our  custom  on-site  installation 
and  configuration  services. 


After  installation,  Dell  can  help  turn  your  employees  or  IT  staff  into 
experts  on  your  new  technology  through  a  variety  of  training  and 
certification  courses — helping  increase  your  business’  long-term 
productivity. 


ServicegSupport 


The  support  doesn't  end  at  the  sale.  Dell's  award-winning  service  and 
support  offerings  help  ensure  that  your  new  network  remains  up  and 
running — with  Web,  phone  or  on-site  service3  and  support. 


4-Way  Servers 

Build  a  powerful,  protected  network. 

POWEREDGE  ”  6600*  TOWER  SERVER 


High-Speed  Mission  Critical  Tower  Server 

•  Intel®  Xeon”  Processor  at  1.50GHz 

•  Quad  Intel®  Xeon”  Processor  Capable  (Up  to  2.80GHz) 

•  512MB  DDR  SDRAM 

•  Up  to  32GB  266MHz  DDR  ECC  SDRAM 

•  Up  to  1752GB  Maximum  Internal  HDD  Storage 

•  Embedded  Ultra  SCSI  Adaptec®  (160MB/s)  Controller 

•  Standard  Hot-Swap  Hard  Drives,  Hot-Swap  Redundant 
Fans  and  Hot-Swap  Redundant  Power  Supplies 

•  10  Hot-Plug  PCI-X  Slots 

starting  at 

CQQ as  lowas$107/mo.,  (46  pmts.3") 

***  E-VALUE  Code:  20274- S21239g 


Storage  Options 

Cost  efficient  file  storage  to 
enhance  your  network. 

1 

Network  Switches 

Scalable,  high-performance  switches 
to  enhance  your  network. 

DELL“  POWERVAULT”  725N  NAS 

w 

POWERCONNECT  “  3324*  SWITCH 

Optimized  File  Storage  Across  the  LAN 

•  Intel®  Celeron®  Processor  at  2GHz 

•  Microsoft®  Windows®  Powered  Network  Attached  Storage 

•  384MB  DDR  SDRAM  (Up  to  3GB) 

•  4x40GB  (160GB)  IDE  Hard  Drives 


•  Up  to  1 TB  of  Internal  Storage  Capacity 


to 

CD 

CD 

as  low  as  $49/mo„  (46  pmts") 

E-VALUE  Code:  20274- S21217 

DELL/EMC 


High-Performance  Workgroup  Switch 

•  24  Fast  Ethernet  Ports  plus  2  Gigabit  Uplinks  (2  Copper 
and  2  SFP  Transceiver  Combo  Slots  for  Fiber) 

•  Stacking  Functionality  of  Up  to  192  Ports 

•  Advanced  Network  Management  and  Security  Features 

•  Industry  Standard  CLI  and  Easy-to-Use  Web  Interface 

•  3-Yr  Next  Business  Day  Advanced  Exchange 
Service®  Standard 


$499 


as  low  as  $14/mo.,  (46  pmts") 

E-VALUE  Code:  20274-S11204 


If  you  have  more  than  300GB  of  storage,  visit 

www.dell.com/storage4mybiz  for  low  prices  on 
Dell/EMC  storage  arrays. 


Solutions  that  fit. 


Easy  as 


D0LL 


Click  www.dell.com/bizsolutions 


Call  1-888-895-3476 

toll  free 


not  to  exceed  $25,000.  If  your  order  exceeds  $25K,  a  Dell  Financial  Services  rep  will  contact  you  to  process  your  documentation.  Taxes,  fees  and  shipping  charges  are  extra  and  may  vary.  Not  valid  on  past  orders  or  financing.  Quickloan  arranged  by  CIT  Bank  to  Small  Business 
customers  with  approved  credit.  °This  term  indicates  compliance  with  IEEE  standard  802  3ab  for  Gigabit  Ethernet,  and  does  not  connote  actual  operating  speed  of  IGB/sec.  For  high-speed  transmission,  connection  to  a  Gigabit  Ethernet  server  and  network  infrastructure  is  required 
■'Technician,  replacement  part  or  unit  {depending  on  service  contract)  will  be  dispatched,  if  necessary,  following  phone-based  troubleshooting  in  advance  of  receipt  of  returned  defective  unit.  Service  may  be  provided  by  third-party  provider  Subject  to  parts  availability,  geographical 
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2003  CEO  POWEROMETER 


ground 


Our  annual  reader  survey  reveals  a  decline  in  vendor  CEO  power  — 
with  one  man  the  exception. 


BY  JULIE  BORT 

While  Cisco  CEO  John  Chambers  kept  his  hold  on  the  No.  1 
spot  in  this  year’s  annual  Powerometer  survey  (his  since 
2000),  the  real  power  story  is  Dell’s  Michael  Dell.  He  stands 
out  as  the  only  CEO  who  maintained  his  year-over-year 
Power  Rating, while  climbing  the  ranks. 


Dell  leapfrogged  IBM  CEO  Sam  Palmisano  to 
grab  the  No.  4  rank,  up  from  No.  6  in  2002.  Dell 
always  runs  a  tight  ship,  and  network  executives 
have  faith  that  the  man  will  continue  to  suc¬ 
ceed. 

But  other  bright  spots  were  rare,  although 
eight  CEOs  (40%)  did  climb  in  rank, determined 
by  slotting  the  Power  Ratings  from  high  to  low. 
(For  details  on  how  we  conducted  the  Power¬ 
ometer  survey,  see  “How  we  did  it,”  page  12.)  Six 
(30%)  declined  in  rank,  while  three  (15%)  held 
steady.  Three  had  no  comparative  2002  results, 


having  taken  over  as  CEO  this  year. 

HP  CEO  Carly  Fiorina  and  Nortel  CEO  Frank 
Dunn  join  Dell  as  the  biggest  climbers,  each 
moving  up  two  spots.  After  finessing  the 
Compaq  acquisition,  Fiorina  consolidated  her 
might  when  former  Compaq  CEO  Michael 
Capellas  left  his  position  as  president  of  the 
merged  company  to  take  on  MCI’s  leadership. 

In  2001,  as  leader  of  Compaq,  Capellas  ranked 
No.  17,  with  a  Power  Rating  of  55.2.Thisyear,as  MCI 
CEO,  he  landed  at  No.  20,  his  Power  Rating  at  36. 

IBM’s  Palmisano  is  an  odd  power  duck.  He  fell  in 


rank  and  received  a  lower  Power  Rating  despite 
keeping  financials  strong  and  development 
efforts  focused  at  the  No.  1  Network  World  200 
company  (see  www.nwfusion.com,  DocFinder 
9035).  Respondents  nicked  him  almost  two  full 
Power  Rating  points  —  placing  him  at  No.  5  com¬ 
pared  with  No. 4  in  2002.  His  camera-shy  stance  is 
keeping  him  a  virtual  unknown,  even  a  year  after 
taking  over  as  chairman  (and  about  a  year  and  a 
half  after  becoming  CEO)  of  one  of  the  world’s 
most-watched  companies. 

Sun  CEO  Scott  McNealy,  hardly  an  unknown, 
also  saw  his  power  dwindle  in  2003.  This  no 
doubt  results  from  Sun’s  continued  financial 
doldrums,  thanks  to  rising  competition  from 
less-expensive  Linux  machines,  among  other 
threats. 

With  corporate  scandals  still  fresh  in  their 
minds,  respondents  remain  gun  shy  on  CEO 
power.“Got  power?”  respondents  seemed  to  ask. 
“Prove  it.”  ■ 


2003  POWER  RATING 

In  our  annual  Powerometer  survey,  readers  get  a  chance  to  rate  CEO  power  on  a  scale  of  1  to  100,  with  100  being  the  most  powerful.  In  their 
minds,  the  power  of  all  but  one  CEO  has  declined  this  year. 
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You’ve  dedicated  tremendous  time  and  resources  to  safeguarding  your  company’s  mission-critical 
systems.  But  if  it  isn’t  combined  with  a  robust,  redundant  infrastructure,  the  latest  technologies, 
professional  expertise,  and  proven  processes;  you  won’t  achieve  the  levels  of  availability  and  uptime 
today’s  marketplace  demands.  That’s  why  you  need  a  SunGard  Information  Availability  strategy. 
Working  with  SunGard,  we’ll  customize  a  total  solution  that  helps  ensure  your  employees  and 
customers  have  uninterrupted  access  to  the  critical  systems  and  data  that  run  your  business,  24/7. 
Make  sure  all  your  systems  are  “go”.  To  see  how  cost  effective  an  Information  Availability  strategy 
can  be,  see  our  white  paper  prepared  by  I  DC  at:  www.availability.sungard.com 


MANAGED  SERVICES  •  PROFESSIONAL  SERVICES  •  BUSINESS  CONTINUITY 


You’ve  built  redundancy  into  your  systems, 
bu  if  1 1  y  can’t  be  used  to  run  your  business, 

they  might  as  well  be  here. 
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major  power 
struggles  and 
contentious 
issues  shap¬ 
ing  the  net¬ 
work  world. 


Power  plays  2003 

Get  the  blow  by  blow  in 
three  major  power  strug¬ 
gles,  plus  other  hot  moves 
of  the  year. 

See  story  at  right. 


IT  vs.  the  mischief  makers 
As  cyberpunks  crank  up 
their  games,  network 
executives  fight  back  by 
building  security-aware 
corporate  cultures. 

Page  62 


Offshore  outsourcing: 
Business  boon  or  bust? 

Proponents  defend  off¬ 
shore  outsourcing  as  a 
low-cost  method  to 
offload  some  IT-related 
tasks,  but  the  risks  of  staff 
backlash  looms  large. 
Page  64 


Challenged  by  compliance 
Most  IT  executives  still 
haven't  figured  out  how 
they're  going  to  get  data 
storage  and  access  in  line 
with  the  law. 

Page  65 


Butting  heads  over  B2B 
EbXML  battles  Web 
'services  over  which  will 
■  become  the  e-business 
Cplatform  of  choice. 


j^,Cjirriers  keep  on  carping 
"•The.FCC's  Triennial  Review 
^TjBgj^delivers  a  decisive 
the  beleaguered 
f^at^diSfance  carriers,  but 


ot  giving  up  the 


MCI  struggles  out 
of  bankruptcy 


Jan.  14: 

CEO  Michael 
W  Capellas 
outlines  100- 
day  plan. 


March  14:  Writes  off 
$79.8  billion  in  goodwill, 
equipment  and  other 
assets. 


$ 


May  19:  Settles  fraud 
charges  with  the  SEC, 
agreeing  to  pay  a  $500 
million  civil  penalty. 


July  1:  Sheds  fixed 
wireless  service 
assets  in  a  $144 
million  deal  with 
Nextel. 


Feb.  3:  Slashes  5,000 
jobs  as  part  of  a  plan  to 
cut  $2.5  billion  in  costs. 


April  15:  Files  three-year 
reorganization  plan  with 
the  bankruptcy  court, 
including  a  name  change 
to  MCI. 


July  8:  Cuts  revenue 
pro-jections  over  the 
next  three  years  by 
$4.2  billion. 


The  SCO  Group  takes 
on  the  Linux  world 


Jan.  22:  Retains  high- 
voltage  attorney  David 
Boies,  former  anti-trust 
Microsoft  slayer,  to  look  into  possible 
violations  of  its  Unix  and  Linux 
intellectual  property. 


mi'i 


May  15:  Abandons  Linux 
business  and  warns  commercial 
Linux  users  they  might  be  liable 
for  intellectual  property 
violations  that,  it  alleges,  exist 
in  the  Linux  source  code. 


June  6:  Presents  documentation 
it  says  proves  it  was  granted  all 
rights  and  copyrights  to  Unix  and 
UnixWare  when  it  bought  those 
operating  systems  from  Novell 
in  1995. 


March  7:  Files  $1  billion 
suit  against  IBM,  charging 
code  misappropriation. 


June  2:  Begins  showing 
analysts  Linux  source  code 
it  says  was  lifted  illegally 
from  Unix. 


June  16:  Terminates  IBM's  right  to  sell 
AIX,  and  amends  the  original  lawsuit  by 
upping  damages  sought  to  more  than 
$3  billion  and  asking  fora  permanent 
injunction  to  stop  IBM  from  selling  AIX 
Unix.  IBM  says  nothing  doing. 


IBM,  HP,  others  fight  for  lead 
in  on-demand  computing 


April  7:  BMC  Software 
lays  out  strategy  for 
integrated  service 
management. 


May  1:  IBM 

announces 
slew  of 
storage  and 
blade-server 
software. 


t 


May  6:  HP 

maps  out 
Adaptive 
Enterprise 
strategy. 


May  14:  IBM 
grabsThink 
Dynamics,  maker 
of  automated 


March  10:  IBM  unveils  three 
software  modules  designed  to 
predict  and  respond  to  sudden 
increases  in  data  center 
workloads. 


server 

provisioning 

software. 


March  18:  Microsoft 
announces  Dynamic 
Systems  Initiative 
around  self-managing 
data  center  software. 


April  29:  CA 

airs  on-demand 

computing 

strategy. 


May  5:  Veritas 
Software  jumps 
into  server 
management 
market. 


May  12:  EMC  and 
HP  ready  metered 
on-dem&nd  storage 
programs. 


Other  industry 
ups  and  downs 


Jan.  7:  Cisco  and  IBM 
agree  to  cross-sell  their 
Fibre  Channel  SAN 
products  to  customers. 


Jan.  23:  Cisco  sues 
network  equipment 
maker  Huawei 
Technologies, 
claiming  unlawful 
copying  of  its 
intellectual  property 


Feb.  20:  FCC  issues 
unbundling  rules,  yet  it 
does  not  clearly  favor 
either  the  RBOCs  or 
CLECs. 


Jan.  27:  Microsoft’s  long-awaited  CRM 
software  hits  the  streets.  Separately,  the 
company  acquires  online  Web  conferencing 
service  provider  PlaceWare. 


Feb.  24:  HP 

enters  the  IP 
storage  market 
with  an  iSCSI 
storage  router. 


March  10: 

The  Liberty 

Alliance 

Project 

outlines  its 

federated 

identity 

management 

architecture. 


March  20: 

•  Cisco  acquires  home 
networker  Linksys  for  $500 
million  in  stock,  and  VoIP 
software  maker  SignalWorks, 
for  $13.5  million  in  stock. 


•  3Com  jumps  back  into  the 
large  enterprise  LAN  core 
switch  market  via  a  reseller 
arrangement  with  Huawei. 
Meanwhile,  Cisco  presses  its 
case  against  Huawei,  and 
Huawei  countersues. 
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We  plot  three  major  industry  struggles, 
and  look  at  various  other  power  plays. 


July  22:  Critics  blast  the 
reorganization  plan  during 
a  Senate  committee 
meeting. 


July  28:  AT&T  alleges  MCI 
intentionally  rerouted  voice 
calls  through  Canada  to 
avoid  paying  access  fees. 
MCI  opens  an  investigation 
and  begins  cooperating 
with  federal  investigators. 


Aug.  13:  Richard 
Roscitt  joins  as 
president  and 
COO.  Most 
recently,  he  was 
CEO  of  ADC 
Telecommunica¬ 
tions. 


Sept.  2: 

•  Hit  with  a  civil 
suit,  filed  by 
AT&T,  regarding 
its  alleged  call- 
routing  scheme. 

•  Creates  new 
board. 


Sept.  9:  Reaches 
a  settlement 
agreement  with 
two  principal 
creditors  that  had 
objected  to  the 
bankruptcy  plan. 


Oct.  14:  Appoints  its 
first  chief  ethics 
officer,  Nancy 
Higgins,  longtime 
corporate  ethics 
executive. 


Oct.  31:  Judge  approves 
reorganization  plan, 
which  will  erase  about 
$24  billion  in  debt, 
leaving  $3.5  billion  in  net 
debt  and  $2.3  billion  in 
cash. 


July  21:  Registers  Unix  System V  source 
code  with  the  U.S.  Copyright  Office  and 
says  it  will  offer  Linux  users  UnixWare 
licenses  as  protection  against  possible 
future  copyright  violations. 


Aug.  4:  Red  Hat  files 
a  complaint  against 
SCO  for  creating  an 
“atmosphere  of 
fear”  about  Linux. 


Aug.  7:  IBM 

countersues, 
saying  that  SCO 
is  violating  the 
general  public 
license  governing 
Linux  use. 

Aug.  13: 

Terminates 
IBM  Sequent 
license. 


Aug.  23-26:  Denial- 
of-service  attacks 
shut  down  corporate 
site. 


Sept.  8:  Readies 
invoices  for  corporate 
users  to  levy  fees  for 
Linux  use. 


Sept.  9:  CEO  Dari 
McBride  posts  open 
letter  to  the  open 
source  community 
asking  it  to  resolve  this 
dispute. 


Sept.  10:  Linux 
creator  LinusTorvalds 
says  SCO  has  not  shown 
infringement  of  its 
intellectual  property. 


Sept.  16:  Files  a 
motion  to  dismiss 
Red  Hat’s  lawsuit 
as  baseless. 

Sept.  24:  HP  offers  to 
indemnify  customers 
that  acquired  Linux  on 
an  HP  device  by  Oct.  1, 
2003,  against  legal  action 
from  SCO. 


Sept.  26:  IBM  adds  a 
charge  of  copyright 
infringement  to  its 
countersuit. 


Oct.  17:  Receives  $50  million  in  private 
funding  for  use  in  part  to  enforce  its 
intellectual  property  claims;  pushes 
back  the  date  for  doubling  the  price  of 
the  intellectual  property  license  for 
Linux;  indefinitely  delays  plans  to 
invoice  Linux  users. 


Oct.  28:  Files  papers 
asserting  IBM  doesn’t  have 
the  right  to  enforce  the 
general  public  license 
governing  Linux. 


June  6: 

IBMTivoli  unveils  self¬ 
managing  and  -healing 
software  for  middleware 
servers  and  applications. 

June  16:  HP  unveils 
more  than  30 
management  products 
under  its  Adaptive 
Enterprise  strategy. 


Aug.  5:  HP,  IBM  and 
Sun  backTripwire,  an 
effort  to  develop  file 
signature  data 
standards  that  could 
be  important  to  auto¬ 
mated  computing. 


Sept.  8:  HP  acquiresTalking 
Blocks,  maker  of  Web  services 
management  software. 

Sept.  10:  Oracle  organizes  a  consortium 
to  hammer  out  technology  standards  for 
grid  computing  in  commercial 
environments. 


Oct.  1:  Sun  follows  ACS  deal 
with  a  similar  arrangement 
with  outsourcing  firm 
SchlumbergerSema. 


Oct.  14:  Electronic  Data  Systems  and 
management  software  maker  Opsware 
initiate  work  on  Data  Center  Markup 
Language,  a  standard  for  describing  various 
data-center  components  and  interoperability. 


Aug.  20:  Oracle  adds  grid 
computing  capabilities  to  a 
new  version  of  its 
application  server  software. 


Sept.  22: 

•  HP  names  Nora  Denzel, 
head  of  the  business  software  unit,  to  lead 
its  Adaptive  Enterprise  efforts. 

•  Sun  provides  outsourcing  firm  Affiliated 
Computer  Services  (ACS)  with  pay-per- 
use  server  storage  resources. 


Oct.  10:  IBM  teams 
with  Cisco  to  develop 
standard  ways  of 
providing  self¬ 
diagnostic  and  self- 
healing  enterprise  IT 
networks. 


Nov.  17:  HP 

announces  about 
40  Adaptive 
Enterprise-related 
products  and 
services. 


Dec.  15:  EMC  buys 
VMware,  leading 
virtualization 
software  maker, 
for  $635  million. 


April  21:  CA  forms 
Open  Security 
Exchange  group  to 
establish  common 
specifications  for 
building  security 
information 
management 
products. 


May  21: 

W3C  sets  a 
formal  royalty- 
free  policy. 


June  2:  Cisco  shows 
access  point  software 
that  will  allow  cen¬ 
tralized  management 
across  an  enterprise 
wireless  LAN. 


June  11:  Gartner 
security  analyst 
Richard  Stiennon 
issues  a  report  saying 
IDS  technology  is  a 
failure  and  will  be 
obsolete  by  2005. 


July  8:  EMC  shakes  up  storage 
with  the  $1.3  billion  purchase  of 
Legato  Systems. 


Aug.  11:  The  Blaster  worm 
appears,  followed  one 
week  later  by  the 
SoBig.F  e-mail 
worm. 


Aug.  21:The  FCC  releases  final 
Triennial  Review  order,  which  removes 
the  requirement  that  Bells  offer 
discounted  rates  to  competitors  on 
fiber-based  broadband  lines. 


Sept.  15: 

•AT&T  plots  $3  billion  migration 
to  an  all-IP  core. 

•VeriSign  ignites  industry  and 
user  ire  when  it  launches  Site 
Finder  redirection  service; 
succumbs  to  pressure  and  turns 
the  service  off  within  weeks. 


WAITED I  I 
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Nov.  10:  Microsoft 
creates  $5  million 
“bounty”  fund  for 
information  on  the  SoBig 
and  Blaster  virus  writers. 


Nov.  13:  Cisco  and  Nortel 
plan  SSL  support  in  their 
VPN  products. 

Dec.  16: 

President  Bush 
signs  CAN-SPAM 
Act  into  law. 

Dec.  2:  Betsy  Bernard,  head  of  AT&T 
Business  Services  group,  resigns 
while  AT&T  names  William  Hannigan, 
most  recently  CEO  of  Sabre  Holdings 
and  one-time  SBC  exec,  as 
president. 
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As  cyberpunks  crank  up  their  games,  network  executives  fight  back  by 
building  security-aware  corporate  cultures. 


BY  LINDA  LEUNG 


he  summer  of  2003  will  go  down  in  the  history  books  as 
a  rough  one  for  network  security  executives.  According 
to  Computer  Economics,  an  IT  research  and  consulting 
firm,  hackers  unleashed  at  least  50  viruses  during  August 
alone. These  include  the  Blaster  worm,  which  Symantec  estimated 
infiltrated  330,000  systems  within  its  first  four  days,  and  SoBig.f;  to 
which  e-mail  security  tools  vendor  MessageLabs  awarded  the  dubi¬ 
ous  honor  of  being  the  fastest-spreading  virus  ever.  The  company 
intercepted  12.8  million  SoBig.F-laced  e-mails  for  more  than  65,000 
business  customers  within  13  days  of  its  release. 


Computer  Economics  estimates  that  the 
financial  effects  of  worms  and  viruses  un¬ 
leashed  in  August  could  reach  $2  billion.  A 
toll  like  that  leaves  network  executives 
struggling  to  answer  two  big  questions:  Will 
business  always  live  in  fear  of  virus  writers? 
And  what  will  it  take  to  turn  the  tide  against 
the  bad  guys? 

Action  plan 

Security  experts 
say  network  execu¬ 
tives  can  triumph 
over  the  ne’er-do- 
wells.  What’s  needed, 
they  say,  are  pervasive 
security-aware  corporate  cultures. 

To  get  there,  network  executives  must 
begin  by  insisting  on  CEO  leadership.  The 
CEO  must  decide  on  the  risk  level  the 
company  is  willing  to  take  and  instill  in  the 
workforce  the  importance  of  being  secu¬ 
rity-savvy  and  of  using  security  technolo¬ 
gies  to  protect  against  attacks. 

In  a  security  culture,  regularly  changing 
passwords,  not  opening  suspicious  e-mail 
attachments  and  other  basic  precautions 
are  second  nature.  One  way  to  engender 
such  a  culture  is  to  include  security 
compliance  in  performance  reviews, 
suggests  Mike  Rasmussen,  a  security 
analyst  at  Forrester  Research  and  vice 
president  of  standards  and  public  policy 
at  the  Information  Systems  Security 
Association  (ISSA). 

Getting  tough  on  non-compliers  is  an¬ 
other  option.  David  Cullinane,  ISSA  presi¬ 
dent,  explains  how  one  company  avoided 
succumbing  to  this  year’s  MS-S  Slammer 
worm  by  giving  users  48  hours  to  apply 
patches  and  then  severing  network  con¬ 


nections  for  those  who  did  not  comply  by 
the  deadline. 

For  their  part,  network  security  profes¬ 
sionals  must  accept  the  CEO’s  risk  assess¬ 
ment  and  strive  to  better  understand  the 


delicate  balance  of  remaining  open  for 
business  while  staying  protected,  security 
experts  say. “Some  security  people  seem  to 
think  that  they  can  issue  edicts  and  that 
things  will  happen.  But  businesses  take 
risks  all  the  time  —  that’s  how  they  make 
mone>f  says  Cullinane,  who  also  is  chief 
information  security  officer  at  a  Fortune 
500  financial  services  company  he 
declined  to  name. 

Practice  what  you  preach 

To  be  sure,  IT  departments  are  not 
excused  from  the  cultural  change  neces¬ 
sary  to  combat  all  the  script  kiddies,  mali¬ 
cious  hackers  and  serious  cybercriminals 
out  there. 

Blaming  Microsoft  for  selling  software 
with  vulnerabilities  is  easy,  but  in-house 
developers  should  be  building  better  secu¬ 
rity  into  their  code.  And  as  Microsoft  works 


to  streamline  its  much-maligned  patch- 
management  architecture,  user  organiza¬ 
tions  should  standardize  on  one  version  of 
an  operating  system.  “You  can’t  afford  to 
deal  with  systems  that  can’t  be  patched 
because  they  are  too  old,”  Cullinane  says. 

And  user  organizations  must  put  in  place 
adequate  programs  for  tracking  how  a  sys¬ 
tem  was  built,  recording  its  maintenance 
and  life  cycle,  and  knowing  which  group  is 
accountable  for  its  security,  says  Joe  Duffy 
security  practice  global  leader  for  Price- 
waterhouseCooper’s  Global  Risk  Manage¬ 
ment  Solutions.  “Who  has  accountability 
and  why?  The  security  guys  don’t  have 
authority  to  do  anything  about  how  assets 
are  configured  and  deployed,”  he  says.“The 
good  guys  will  never  get  the  upper  hand  if 
they  don’t  know  where  their  computer 
assets  are.” 

IT  operations  and  security  teams  often 
work  against  each  other  to  the  detriment  of 
overall  security,  says  Jose  Granado,  a 
partner  in  Ernst  &  Young’s  Security  & 
Technology  Practice.  “The  IT 
guys  try  to  get  things 
running  and  opera¬ 
tional,  and  the  secu¬ 
rity  guys  are  regard¬ 
ed  as  the  ones  who 
say  ‘no,’  so  sometimes  IT 
tries  to  circumvent  things.” 
User  organizations  must 
embrace  security  as  an  enabler 
rather  than  as  some  bad-tasting  medi¬ 
cine,  ISSAs  Rasmussen  says.  By  managing 
risk  and  putting  in  adequate  controls, secu¬ 
rity  could  help  extend  a  business.  For 
example,  banks  enable  online  transactions 
by  using  passwords  that  should  contain  a 
certain  number  of  characters  or  symbols. 
Asking  for  a  higher  level  of  authentication, 
such  as  password  plus  token,  would  turn 
security  into  a  disabler. 

Patience  in  the  playing 

Rasmussen  says  he  expects  the  security 
playing  field  to  become  more  balanced 
over  the  next  five  years.“Organizations  will 
pull  ahead  because  of  the  cultural  change, 
and  software  vendors  will  build  tighter 
security’  he  says. 

And  nothing  is  more  powerful  than  a  secu¬ 
rity-savvy  workforce,  Cullinane  adds.  “If  you 
have  60,000  employees  you  will  have  60,000 
pairs  of  eyes  watching  for  strange  things 
happening  on  the  network,”  he  says.B 


STRUGGLE 


SYNOPSIS 

The  issue:  Accord¬ 
ing  to  the  2003 
Computer  Security 
Institute/FBI  Com¬ 
puter  Crime  and 
Security  Survey,  75% 
of  530  respondents 
suffered  financial 
losses  as  a  result  of 
computer  crimes. 
Theft  of  proprietary 
information  and 
denial-of-service 
attacks  led  to  the 
highest  losses,  at 
$70.2  billion  and 
$65.6  billion,  respec¬ 
tively;  losses  from 
virus  attacks  reached 
$27.4  billion.  The 
reported  number  of 
newly  discovered 
vulnerabilities  dou¬ 
bles  each  year, 
according  to  CERT. 

Outlook:  Good  can 
triumph  if  user  orga¬ 
nizations  create 
security-conscious 
cultures.  Companies 
must  decide  the 
level  of  risk  their 
organizations  are 
willing  to  take,  and 
IT  and  security 
teams  must  create 
security  frameworks 
and  awareness  pro¬ 
grams  that  ensure 
employees  become 
security-savvy. 

Enterprise  impact: 
Employees  should 
consider  security 
measures,  such  as 
regularly  changing 
passwords  and  not 
opening  suspicious 
e-mail  attachments, 
as  a  matter  of 
course.  Application 
developers  should 
build  security  into 
code,  and  business 
managers  should 
present  security  as 
a  competitive 
advantage. 

HlU»mA1ION  I)  t»ll«  tOCIWIll 


Are  you  still  wired? 


Once  a  luxury,  wireless  is  rapidly  becoming 
a  business  necessity,  an  enabler  that 
keeps  mobile  employees  productive  and 
customer-facing  employees  connected 
and  up  to  the  minute.  But,  and  there  is  a 
big  BUT,  as  with  any  emerging  technology 
there  are  lessons  to  learn,  technologies  to 
fine  tune  and  advances  all  the  while, 
meaning  we  have  to  relearn  the  lessons 
and  fine  tune  the  technology  before  forging 
full  steam  ahead. 

This  SPECIAL  REPORT  written  by 
Network  World  editors  is  a  snap  shot  in 
time,  examining  how  companies  are 
putting  wireless  technology  to  work,  the 
critical  developments  in  wireless 
security,  and  the  emergence  of  a  whole 
new  class  of  wireless  LAN  switch 
products  that  promise  to  redress 
many  of  the  short  comings  of  first 
generation  wireless  LAN  solutions. 

Take  advantage  of  this  free  offer 
from  Network  World  Fusion  and  secure 
your  copy  of  the  SPECIAL  REPORT: 
Wireless  LAN  Advances:  A  Concise 
Assessment  in  PDF  format  today. 


a  SPECIAL  REPORT: 


This  Network  World  Fusion  SPECIAL 
REPORT  sponsored  by: 


Wireless  LAN  Advances: 

A  Concise  Assessment 

Fora  limited  time,  you  can  get  a  copy  of  this  SPECIAL  REPORT  in 
PDF  format,  free.  Just  sign  up  for  any  of  Network  World  Fusion's 


www.nwfusion.com 


over  40  technology  specific  e-mail  newsletters  and  we  will  send 
you  the  Network  World  Fusion  SPECIAL  REPORT:  Wireless  LAN 
Advances:  A  Concise  Assessment  -  absolutely  free.  Remember, 
you  can  get  this  SPECIAL  REPORT  by  signing  up  for  a  Network 
World  Fusion  e-mail  newsletter.  Sign  up  today  at 
http://www.nwwsubscribe.com/FOC513 
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outsourcing: 
Business  boon  or  bust? 

Proponents  defend  offshore  outsourcing  as  a  low-cost  method  to  offload 
some  IT-related  tasks,  but  the  risk  of  staff  backlash  looms  large. 


BY  SUSAN  MARKS 


A  manufacturer  needs  to  upgrade  its  engineering  and 
design  capabilities  to  remain  competitive.  The  net¬ 
work  staff,  already  bare  bones,  doesn’t  have  the  time 
to  do  the  upgrade,  but  IT  can’t  afford  to  hire  full-timers 
for  the  job. This  is  a  familiar  scenario  these  days  as  companies  jock¬ 
ey  to  get  ahead  in  a  global  economy  struggling  to  recover  from  the 
post-bubble  slump.  One  solution  that’s  increasingly  gaining  con- 


workers  to  the  total  population  and  current 
living  standards.  So  despite  job  loss  fears, 
the  U.S.  will  need  more  workers  by  2015, 
MGI  predicts.  MG1  also  estimates  that  for  a 
number  of  reasons  —  including  reduced 
costs  for  consumers  and  new  revenue  from 
sales  in  offshore  countries  —  offshore  out¬ 
sourcing  actually  creates  value  for  the  U.S. 
Every  $1  that  a  domestic  company  diverts 
offshore  creates  $1.12  to  $1.14  in  value 
retained  in  the  U.S.,MGI  says. 


verts  is  offshore  outsourcing. 

Offshore  outsourcing  is  not  only  less  ex¬ 
pensive  —  as  much  as  75%  less  —  but 
also  faster  and  better, some  experts 
say  But,  they  admit  that  not  every¬ 
one  is  thrilled  by  the  prospect  of 
sending  jobs  out  of  the  country 
“I  don’t  think  there  is  a  more 
divisive  and  partisan  issue  in 
the  IT  community  right  now 
than  offshore,”  says  Steve  Sana- 
zaro,  a  Dallas  IT  leadership  part¬ 
ner  with  Tatum  CIO  Partners. 

The  conflict  is  a  throwback  to 
1970s  protests  over  buying 
Japanese  cars,  says  Glenn 
O’Donnell,  a  program  director 
for  Meta  Group.“A  similar  thing  is 
now  happening  in  the  white-col¬ 
lar  world. . .  .The  economy  is  forcing 
dramatic  changes  within  IT  that  are 
going  to  be  unpleasant  for  a  lot  of  people, 
and  one  of  them  is  outsourcing,”  he  adds. 

Many  U.S.  workers  protest  that  jobs  are 
going  offshore  at  a  time  when  unemploy¬ 
ment  is  high  and  IT  budgets  tight.  Another 
concern  is  that  the  savings  figures  might  be 
inflated.  “Many  outsourcing  arrangements 
...can  actually  cost  a  firm  more  in  the  long 
run,”  says  Adam  Yatsko,  branch  manager  of 
Robert  Half  Technology,  an  IT  staffing  firm 
in  Westwood,  Calif.  Hidden  costs  include 
those  associated  with  vendor  selection,  lay¬ 
offs,  contract  management  and  vendor 
turnover,  he  says. 

Fueling  the  discontent  are  figures  such  as 
these  from  Forrester  Research:  By  2005,  the 
firm  estimates,  600,000  U.S.  jobs  —  whether 
IT,  back  office,  customer  service  or  sales  — 
will  move  to  countries  such  as  China,  India, 


the  Philippines  and  Russia.  By  2015  the  num¬ 
ber  will  climb  to  3.3  million,  Forrester  says. 

But  now,  offshore  outsourcing  accounts 
for  only  about  3%  of  IT  jobs,  contends 
Harris  Miller,  president  of  the  Information 
Technology  Association  of  America.  Jobs 
are  being  lost,  but  the  numbers  are 
overblown,  he  says.  People  also  fail  to  con¬ 
sider  the  impending  shortage  of  high-skill 
workers  in  the  U.S.  as  baby  boomers  reach 
retirement  age,  he  adds. 

McKinsey  Global  Institute  (MGI)  reports 
that  at  current  productivity  levels,  the  U.S. 
will  need  5%,  or  15.6  million,  more  workers 
by  2015  to  maintain  its  current  ratio  of 


Getting  ahead  of  the  issue 

When  a  company  out¬ 
sources  a  process,  it  must 
still  manage  and  control  it 
internally,  and  that  re¬ 
quires  key  people  on  staff. 
One  huge  insurance  and 
financial  services  company  that 
decided  to  outsource  all  IT  operations  off¬ 
shore  gave  pink  slips  to  its  entire  IT  staff 
before  realizing  its  error,  Steve  DeLa- 
Castro,  a  New  York  outsourcing  prac¬ 
tice  leader  for  Tatum,  recalls:“About  70% 
of  those  people  were  rehired  at  an  average 
40%  more  than  when  terminated.” 

Experts  offer  other  suggestions  to  tem¬ 
per  the  discord  that  offshore  outsourcing 
can  trigger: 

•  Bring  together  key  stakeholders  and 
compare  benefits  and  risks,  says  Stephanie 
Moore,  a  vice  president  at  Forrester. 

•  Consider  the  vendor’s  services,  metrics, 
management,  logistics  and  more.  “Beware 
the  offshore  vendors  that  come  into  your 
company  and  talk  only  price.  They  have 
sweatshop  stamped  all  over  their  heads,” 
DeLaCastro  says. 

•  Document  verbally  and  in  writing, 
DeLaCastro  says.  Set  very  specific  expecta¬ 
tions  of  performance,  Miller  adds. 

•  Under  the  “looking-out-for-your-job”  cat¬ 
egory  beef  up  your  business  and  vendor 
management  skills.“lT  management  in  the 
future  is  not  going  to  be  about  managing 
programmers  or  network  technicians,”  she 
cautions.  “Its  going  to  be  about  managing 
service  contracts.” 

Marks  is  a  freelance  writer  in  Denver.  She 
can  be  reached  at  sjmarksco@aol.com. 


►SYNOPSIS 

The  issue:  U.S. 
companies  are  turn¬ 
ing  to  offshore  out¬ 
sourcing  of  white- 
collar  IT  jobs  to 
handle  projects  less 
expensively  and 
more  quickly,  while 
domestic  IT  unem¬ 
ployment  remains  a 
problem. 

Outlook:  A  number 
of  researchers  have 
come  out  with 
growth  projections 
for  offshore  out¬ 
sourcing.  Forrester 
Research  estimates 
that  by  2005, 
600,000  U.S.  jobs 
—  whether  IT,  back 
office,  customer  ser¬ 
vice  or  sales  —  will 
move  offshore. 

Enterprise  impact: 
Proponents  point  to 
drastic  cost  savings, 
as  well  as  superior 
quality  processes 
and  work.  They  say 
that  offshore  out¬ 
sourcing  ultimately 
will  lead  to  the 
creation  of  more 
U.S.  jobs  and 
greater  value  for 
the  economy. 
Opponents  cite 
continued  high  IT 
unemployment  and 
internal  struggles 
over  who  directs 
and  controls  off¬ 
shore  projects. 
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Challenged  by 


Most  IT  executives  still  haven't  figured  out  how  they're  going  to  get  data 
storage  and  access  in  line  with  the  law. 


BY  BOB  VIOLINO 


■  J  compliance  time,  and  that  means  enterprise  IT 
executives  should  know  where  and  on  what  type 
of  media  corporate  data  is  stored,  and  how  long  it 
needs  to  be  retained.  But  by  all  indications,  most 
everyone  still  is  struggling  with  how  to  get  in  line  with  the  new  reg¬ 
ulations  governing  business  practices. 


“In  general,  IT  and  business  professionals 
across  a  variety  of  industries  still  don’t  even 
know  how  to  begin  discussing  compliance 
as  a  business  issue,”  says  Pete  Gerr,  a 
research  analyst  with  Enterprise  Storage 
Group.  “Is  it  the  CIO’s  problem?  Is  it  the 
[vice  president]  of  IT’s  problem?  Is  it  a  stor¬ 
age  problem?  Compliance  touches  all  of 
these  groups  and  more,  so  it  requires 
knocking  down  the  communications  barri¬ 
ers  that  normally  exist  between  IT  and  the 
rest  of  the  business.” 

Companies  know  they  can’t  take  compli¬ 
ance  issues  lightly  They  can  incur  steep 
fines  for  failing  to  comply  and  IT  and  other 
corporate  executives  can  face  jail  time  over 
non-compliance. 

“Practically  every  IT  executive  gets  hit  by 
this  somehow]’  says  Johna  Till  Johnson, 
president  of  Nemertes  Research  and  a 
Network  World  columnist.  “If  someone 
touches  [data]  he  shouldn’t  have,  IT  exec¬ 
utives  could  be  sent  to  jail.  People  are 
starting  to  slowly  realize  that  they  are  per¬ 
sonally  exposed.” 

Regulatory  witch  hunts 

The  stakes  certainly  are  high  and  the 
threat  very  real,  Gerr  agrees.  “Regulatory 
bodies  in  certain  industries  like  financial 
services,  and  increasingly  healthcare  and 
pharmaceuticals,  are  on  a  compliance 
witch  hunt,”  he  says.  “They’ve  got  the  com¬ 
panies  that  must  comply  with  these  regula¬ 
tions  on  the  defensive.”  (The  Sarbanes- 
Oxley  Act  and  the  Health  Insurance 
Portability  and  Accountability  Act,  which 
govern  financial  services  and  healthcare, 
are  the  most  notable  of  the  compliance 
regulations,  but  dozens  of  others  affect  a 
variety  of  industries.) 

A  sense  of  urgency  pervades  an  e-mail 
compliance  project  underway  at  The  Mony 
Group, says  Brian  Hust.IT  project  manager  at 


the  New  York  financial  ser¬ 
vices  firm.  Mony  typically 
had  stored  emails  on  opti¬ 
cal  disks  for  60  days.  But 
the  Securities  and  Ex¬ 
change  Commission  (SEC) 
mandates  that  emails  be 
stored  on  write-once  read- 
many  (WORM) 
media  and  re¬ 
tained  for  three 
years.  So  Mony 
now  is  analyzing 
e-mails  and  con¬ 
verting  them  to  a  new 
WORM  storage  system 
from  EMC  at  a  cost  of 
about  $400,000. 

“We’ve  seen  the  head¬ 
lines  about  companies  in 
our  industry  receiving  sig¬ 
nificant  fines  for  not  retain¬ 
ing  e-mail,”  Hust  says.  “We’re 
going  to  look  for  solutions  to 
avoid  that.” 

Keeping  in  line  with  the  law 
won’t  be  easy  even  for  the  most  dili¬ 
gent.  The  problem  is  that  requirements 
keep  changing. 

Gerr  cites  a  three-month  Enterprise 
Storage  Group  study  of  four  industries  and 
the  regulations  that  affected  each:“We  read 
the  regulations,  spoke  with  the  individuals 
and  groups  that  drafted  and  enforce  the 
regulations,  and  spoke  to  end  users  that  are 
being  called  to  comply  The  most  persistent 
conclusion  we  draw  from  our  research  into 
these  regulations  is  that  they  are  in  con¬ 
stant  flux  and  that  we  are  simply  witnessing 
the  tip  of  the  iceberg  with  respect  to  the 
impact  compliance  will  make.” 

Marked  by  ambiguity 

Understanding  what’s  required  to  main¬ 


tain  compliance  vs.  what’s  recommended 
or  suggested  also  presents  a  challenge, Gerr 
says.“The  regulations  are  notoriously  vague 
and  ambiguous  as  to  how  to  achieve  com¬ 
pliance,  [and]  what  technologies  or  media 
types  are  acceptable,”  he  says.“The  majority 
of  the  regulations  as  written  today  don’t 
have  a  testing  or  certification  program  for 
compliant  solutions,  so  it’s  very 

_ difficult  for  the  end  users  to 

even  know  when  they’re 
exposed.” 

Throwing  hardware  at 
the  problem  isn’t  an 
answer,  says  Sheila 
Childs,  chairman  of  the 
Storage  Networking  In¬ 
dustry  Association,  a 
group  representing  stor¬ 
age  vendors  and  users. 
“Companies  must  have 
some  understanding 
of  the  regulations.  They 
need  to  look  at  things  like 
how  to  preserve  the  accura¬ 
cy  of  records,  to  ensure  that 
records  are  in  a  format  that 
can’t  be  modified. Then  they 
can  make  decisions  about 
what  kind  of  technologies  to 
deploy”  she  says. 

Mony,  which  must  comply 
with  Sarbanes-Oxley  and  the 
SEC  regulations,  is  handling  com¬ 
pliance  in  stages, says  Jay  Cohen,  chief 
corporate  compliance  officer  at  the  firm. 
First  comes  the  supervision  and  retention 
of  e-mail  from  thousands  of  employees  and 
associates.  Analysis  of  other  electronic  files 
will  follow.  Cohen,  who’s  working  with  IT  to 
determine  storage  and  other  needs  for 
compliance,  says  he  doesn't  know  how 
long  overall  compliance  efforts  will  last. 

“You  have  to  figure  out  what  in  your  elec¬ 
tronic  records  is  a  business  record  or  a 
legal  record  that  might  have  content  that 
has  to  be  retained, ’’Cohen  says.’That’s  a  big, 
big  challenge.” 

And  one  that  will  persist  for  years,  Gerr 
says. 

Violino  is  a  freelance  writer  covering  busi¬ 
ness  and  technology.  He  can  be  reached  at 
bviolino@optonline.  net. 
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The  issue: 

Managers  must  deal 
with  what  data 
needs  to  be  re¬ 
tained,  how  long  it 
needs  to  be  kept 
and  on  what  storage 
media,  and  who  has 
access  to  certain 
data.  Adding  to 
the  difficulty  is  that 
some  of  the  regula¬ 
tions  are  vague 
on  storage 
requirements. 

Outlook:  Most  com¬ 
panies  will  find 
compliance  difficult, 
although  complexity 
varies  depending 
on  the  size  of  the 
organization  and 
industry.  Analysts 
say  those  companies 
that  thoroughly 
examine  the  regula¬ 
tions  to  determine 
how  they  affect  the 
organization  —  then 
coordinate  compli¬ 
ance  and  IT  efforts 
—  likely  will  be  the 
most  successful. 

Enterprise  impact: 
The  impact  will  be 
significant  because 
companies  will  need 
to  analyze  current 
storage  environ¬ 
ments  and  in  some 
cases  revamp  sys¬ 
tems  to  help  compli¬ 
ance  efforts.  The 
penalties  for  non- 
compliance  can  be 
steep,  including 
possible  jail  time  for 
executives  and 
financial  penalties 
reaching  into 
the  multimillion- 
dollar  range  for 
companies. 
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nt  t  i  iii4'  heads  over 

EbXML  battles  Web  services  over  which  will  become  the  e-business  platform  of  choice. 


BY  PAUL  DESMOND 


Companies  looking  to  conduct  complex  business  trans¬ 
actions  might  expect  Web  services  to  enable  those 
efforts.  But  along  the  way  they  might  find  some  business 
partners  adamant  about  using  another  technology  for 
the  same  purpose,  electronic  business  with  XML. 


Under  development  since  the  late  1990s, 
ebXML  is  a  multifunction  e-business  frame¬ 
work  that  includes  a  secure  document¬ 
messaging  component  and  a  methodology 
for  constructing  those  documents.  Web  ser¬ 
vices,  of  course,  fits  a  similar  description, 
although  the  degree  to  which  they  help 
businesses  conduct  more  than  the  simplest 
of  online  transactions  is  one  subject  of  the 
Web  services  vs.  ebXML  debate.  Another 
topic  is  whether  a  debate  is  needed  at  all.  A 
number  of  experts  say  the  two  technolo¬ 
gies  are  complementary,  because  ebXML 
can,  and  does,  employ  Web  services 
underpinnings  such  as  Simple 
Object  Access  Protocol  (SOAP). 

“People  are  seeing  they  can  use 
these  things  in  combination, ’’says 
David  Webber,  an  independent 
consultant  who  chairs  the  Organ¬ 
ization  for  the  Advancement  of 
Structured  Information  Standards’ 

(OASIS)  Content  Assembly  for  eb¬ 
XML  technical  committee  and  co¬ 
authored  the  book,  ebXML:  The  New 
Global  Standard  for  Doing  Business.  He 
argues  that  Web  services  are  king  for  infor¬ 
mational  sorts  of  transactions,  such  as 
checking  stock  with  a  business  partner.  But 
the  purchasing  act  requires  systems  that  can 
communicate  on  a  more  meaningful  level, 
with  proper  security  All  of  which  ebXML  pro¬ 
vides,  he  says. 

“People  think  of  ebXML  as  a  holistic 
framework  rather  than  having  multiple 
aspects  that  can  be  adopted  independently’ 
says  Joseph  Chiusano,  senior  consultant 
with  Booz  Allen  Hamilton  in  McLean,  Va., 
and  a  member  of  the  OASIS  ebXML  techni¬ 
cal  committee.  While  Web  services  didn’t 
really  exist  when  ebXML  was  conceived, 
OASIS  and  UN/CEFACT,  an  international 
standards  body  that  also  plays  a  role  in 
ebXML  development,  have  since  made  mul¬ 
tiple  efforts  to  incorporate  Web  services 
components  in  ebXML.  Those  include  an 
interface  that  enables  ebXML  messages  to 
be  carried  via  SOAPand  the  ability  to  regis¬ 
ter  and  discover  Web  Services  Description 
Language  (WSDL)  documents. 


But  John  Radko,  chief  architect  of  global 
technology  operations  at  e-business  service 
provider  Global  eXchange  Services,  sees  the 
power  struggle  as  quite  real. “The  conflict  is 
simply  this:  If  you  use  one,  you’re  not  using 
the  other  While  it’s  true  that  the  same  com¬ 
pany  might  employ  ebXML  and  Web  ser¬ 
vices  for  different  applications,  the  two  don’t 
interoperate.  If  you  want  to  send  a  trading 


partner  a  message  using  ebXML,  the  partner 
has  to  support  ebXML,  he  says. The  same  is 
true  for  Web  services. 

Radko  says  he  sits  in  on  numerous  meet¬ 
ings  in  which  the  ebXML  vs.  Web  services 
debate  rages  on.  Members  of  the  auto  in¬ 
dustry  for  example,  are  debating  whether  to 
use  ebXML  document  formats  or  those  that 
are  more  closely  aligned  with  Web  services, 
such  as  WS-Attachments.  This  Microsoft- 
developed  specification  is  at  least  the  third 
attempt  at  defining  how  to  send  files  back 
and  forth  in  a  Web  services  environment. 

He  says  such  a  specification  must  have 
four  basic  attributes:  to,  from,  message  type 


and  a  message  ID,  for  tracking.“EbXML  does 
all  that  great;  it  was  designed  from  the 
ground  up  to  do  that,”  Radko  says.  Work  is 
underway  in  standards  bodies,  including 
the  Internet  Engineering  Task  Force  and 
World  Wide  Web  Consortium,  to  define  the 
same  attributes  for  Web  services. 

So  why  not  simply  use  ebXML  document 
formats  and  send  them  over  a  Web  services- 
based  transport?  For  one,  ebXML  uses  a 
component-based  approach  toward  build¬ 
ing  documents  that  Radko  says  is  technic¬ 
ally  sophisticated  but  difficult  to  work  with. 
“If  you’re  going  to  write  a  letter,  you  don’t 
think,  ‘I  need  two  address  components,  a 
salutation  component,  a  body  component 
and  so  on,”’  he  says.“Feople  want  to  be  able 
to  find  a  purchase  order  and  fill  that  out.” 

Along  vendor  lines 

Large  vendors,  too,  are  picking  sides 
in  the  debate.  “Sun  is  a  big  backer  of 
ebXML, so  that  tells  you  who  is  not,” 
Chiusano  says. 

Radko  also  notes  that  Web  ser¬ 
vices  suite  vendors,  including 
IBM,  Microsoft  and  Oracle,  don’t 
have  strong  ebXML  offerings. 
This  causes  independent  soft¬ 
ware  vendors  concern  over  dedi¬ 
cating  resources  to  ebXML. 

But  the  ebXML  camp  can  cite  at  least  a 
couple  of  reasons  why  it  is  the  better  choice, 
such  as  interoperability  tests,  spearheaded 
by  Drummond  Group,  a  consulting  and  test¬ 
ing  firm.  As  of  early  November,  more  than  a 
dozen  products  from  10  vendors  were  certi¬ 
fied  as  interoperable,  suitable  for  use  in 
applications  such  as  one  defined  by  the 
Centers  for  Disease  Control  and  Prevention 
for  exchanging  documents  relating  to  pub¬ 
lic  health.  And  ebXML  enjoys  widespread 
international  adoption,  notably  in  Asia. 

Chiusano  expects  OASIS  to  promote  the 
notion  that  companies  don’t  have  to  choose 
between  ebXML  and  Web  services,  and  it 
might  add  more  Web  services  components 
to  ebXML,  such  as  a  binding  to  WSDL. 

Still,  Radko  cautions  companies  to  remain 
forward-thinking.  “If  you  want  to  go  with 
ebXML,  make  sure  your  vendor  can  support 
Web  services,  and  vice  versa.  Something 
new  is  going  to  come  along  eventually  and 
you’ll  have  to  upgrade.” 

Desmond  is  president  of  PDEdit,  an  IT 
publishing  firm  in  Framingham,  Mass.  He 
can  be  reached  at  paul@pdedit.com. 
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The  issue:  Users 
must  choose  a  plat¬ 
form  for  conducting 
business  online  — 
Web  services  or  the 
older  but  more 
established  elec¬ 
tronic  business  with 
XML  (ebXML).  Sun 
is  the  only  large 
vendor  with  a  certi¬ 
fied  interoperable 
ebXML  offering,  al¬ 
though  at  least  nine 
smaller  e-commerce 
providers  and  soft¬ 
ware  vendors  offer 
ebXML  certified 
products.  IBM, 
Microsoft  and 
Oracle  favor  Web 
services. 

Outlook: 

Resolution  is  ques¬ 
tionable.  The 
ebXML  camp  likely 
will  try  adding  more 
Web  services 
underpinnings, 
while  Web  services 
standards  groups 
will  strive  for  agree¬ 
ment  on  document 
format  structure. 

Enterprise  impact: 
Depending  on  the 
vertical  industry, 
users  might  need  to 
support  at  least 
some  elements  of 
each  technology. 
The  good  news  is 
this  dual  support 
might  not  be  terri¬ 
bly  onerous  given 
that  ebXML  and 
Web  services  share 
some  components. 
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Danny  Windham 

Sr  U/ce  President  &  General 

Manager 

ADTRAN,  Inc. 

(256)  963-8000 
www.adtran.com 

ADTRAN,  Inc.,  is  one  of  the  world's  most 
successful  data  networking  and  telecom 
equipment  suppliers,  with  a  portfolio  of 
more  than  1,000  solutions  for  use  in  voice 
and  data  networks.  ADTRAN  offers  a 
broad  range  of  internetworking  solutions 
including  T 1  access  routers,  Ethernet 
switches,  VPN/Internet  Security  devices, 
Integrated  Access  Devices,  and  a  host  of 
network  access  products. 


Arvind  Bhargava 

President  &  CEO 
ASA  Computers,  Inc. 
(408)  654-2900 
www.asacomputers.com 


ASA  custom-conf  igures  servers  for  vari¬ 
ous  flavors  of  Linux,  BSD  and  x86  Solaris. 
In  business  since  1989,  ASA  has  always 
enjoyed  a  loyal  customer  base  and  strong 
financial  stability.  ASA  has  consistently 
offered  the  discerning  customer,  cost- 
effective  alternatives  to  Dell,  HP,  IBM 
in  the  entry-level  server  market  (1  to  8 
processors).  All  systems  ship  with  option¬ 
al  on-site  and  next-business-day  cross¬ 
ship  warranties. 
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Richard  Hyatt,  CTO 
Michael  Hyatt,  President 
BlueCat  Networks,  Inc. 

(905)  882-5691 
www.bluecatnetworks.com 
BlueCat  Networks'  simple,  secure,  and 
affordable  appliances  enable  network 
administrators  to  implement  complex 
networking  technologies  in  a  matter  of 
minutes. The  award-winning  Adonis  DNS 
Management  Server  appliance  removes 
the  complexity  and  simplifies  the  manage¬ 
ment  of  DNS  securely.  The  Meridius 
Security  Gateway  appliance  stops  spam 
and  viruses  with  its  multi-level  spam 
prevention  system. 
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John  Edwardson 
Chairman  &  CEO 
CDW  Corporation 

(800)  800-4CDW 
www.CDW.com 

CDW®  (Nasdaq:  CDWC),  ranked  No.  381 
on  the  FORTUNE  500,  is  a  leading  pro¬ 
vider  of  technology  solutions  for  business¬ 
es,  government  agencies  and  educational 
institutions  nationwide.  CDW  is  a  princi¬ 
pal  source  of  technology  including  top 
name  brands  such  as  APC,  Apple,  Cisco, 
HP,  IBM,  Microsoft,  Sony,  Symantec, 
Toshiba  and  ViewSonic. 


Jimmy  Lee 

President 
Digital  V6 

(866)  922-2333 
www.digitalv6.com 


Digital  V6  is  a  world-class  provider  of 
revolutionary  and  elegant  connectivity 
solutions.  With  decades  of  engineering 
development  experience  and  thorough 
market  research,  look  to  Digital  V6  for 
new,  innovative,  robust  and  award  winning 
networking  products.  Digital  V6  stands 
behind  its  employees  and  works  with  its 
strategic  partners  to  deliver  leading  edge 
technology  for  today's  IT  infrastructure. 
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keep  on  carping 

The  FCC's  Triennial  Review  Order  delivers  a  decisive  blow  to  the  beleaguered 
long-distance  carriers,  but  they're  not  giving  up  the  fight. 


BY  JENNIFER  JONES 


lthough  the  FCC’s  August  Triennial  Review  Order  con¬ 
firmed  what  many  had  expected  all  along  —  that  the 
feds  would  not  force  incumbent  local  exchange  car¬ 
riers  building  broadband  access  infrastructures  to  roll 
out  the  welcome  mat  for  competitors  —  the  decision  still  dealt  a 
decisive  blow  to  the  interexchange  carriers  and  their  competitive 
local  exchange  carrier  allies.  Adding  to  the  sting  was  the  FCC’s  deci¬ 
sion  to  let  the  ILECs  out  of  requirements  to  keep  their  transport 
facilities  open  to  competitors. 

The  IXCs,  which  don’t  have  the  infra¬ 
structures  to  offer  local  broadband  ser¬ 
vices,  had  held  a  glimmer  of  hope  that  the 
FCC  would  force  the  ILECs  to  share  new 
broadband  platforms  just  as  the  Bells  had 
been  required  to  unbundle  voice  networks 
under  the  Telecommunications  Act  of 
1996.  Now  that  those  hopes  have  faded, 
some  experts  predict  market  consolida¬ 
tion,  with  ILECs  eating  up  the  weaker  IXCs. 

The  on-off  talks  between  BellSouth  and 
AT&T,  which  surfaced  again  in  late 
October, seem  to  support  this  notion. 

“For  IXCs,  the  broadband  revolution  has  a 
pretty  big  downside  and  no  significant,  visi¬ 
ble  upside,”  says  Thomas  Nolle,  president  of 
consultancy  C1MI. 

But  the  IXCs  aren’t  going  down  without 
more  sparring.  Already  the  next  phase  of  the 
telecom  fight  is  unfolding  in  court,  as  the 
two  sides  haggle  over  widely  perceived 
ambiguities  in  the  Triennial  Review  Order. 

“1  don’t  know  if  the  FCC  has  cut  the  baby 
in  half,  but  it  has  published  a  decision  that 
was  less  than  precise  in  some  areas,”  says 
Bill  Wilde,  CTO  of  eXchange  @  200  Paul,  a 
carrier-neutral  collocation  facility  in  San 
Francisco. 

For  example, the  FCC’s  new  unbundling  re¬ 
quirements  do  not  include  dark  fiber  loops 
—  meaning  the  ILECs  must  keep  these  open 
for  use  by  competitive  carriers.  But  the  order 
includes  an  exception  for  cases  in  which 
state  studies  show  1LEC  competitors  would 
not  be  impaired  if  they  didn’t  have  access  to 


these  loops.  If  portions  of  a  network  in  ques¬ 
tion  lie  outside  an  area  of  study  will  the 
transport  line  be  subject  to  unbundling? 

Challenging  the  FCC  decision  will  keep 
the  IXCs  in  the  ring  for  a  while,  says  Nolle, 
who  cautions  that  litigation  might  not  be  the 
wisest  move  for  their  long-term  security 
“Carriers  are  on  a  defensive  mission,  where 
they  are  using  the  courts  and  [any  previous 
ground  they  gained  through]  unbundling,  in 
effect,  to  perpetuate  the  status  quo,"  he  says. 
Rather,  they  ought  to  be  focusing  their  ener¬ 
gies  on  turning  into  broadband  content  and 
application  providers.  Nolle  says. 

Free  market  proponents  advocate  letting 


all  players  duke  it  out  on  the  streets.  They 
point  to  activity  in  the  enterprise  sector  as 
proof  that  government  should  take  a  hands- 
off  position.  Adam  Thierer,  director  of  tele¬ 
communications  studies  at  Cato  Institute,  a 
public  policy  research  organization  in  Wash¬ 
ington,  D.C., cites  as  evidence  the  plethora  of 
facilities-based  carriers  offering  services  to 
businesses  in  urban  markets. 

Thierer  insists  that  instead  of  prescribing 
unbundling  guidelines  and  other  regula¬ 
tions,  the  FCC  should  let  1LEC-IXC  competi¬ 
tion  along  with  pressure  from  cable  compa¬ 
nies  nudge  the  carriers  toward  more  broad¬ 
band  investment.  “What’s  wrong  with  cross¬ 
platform  competition?”  he  asks. 

Beneficial  as  a  whole 

Still  others  think  the  FCC  order  benefits  the 
telecom  market  as  a  whole.’After  the  obliga¬ 
tory  two  weeks  of  ranting  and  raving  that  fol¬ 
lows  every  FCC  decision,  we  saw  an  uptake 
...  in  the  number  of  requests  for  pro¬ 
posals,”  says  Perry  Kamel, 
general  manager  of 
Siemens  Next-Genera¬ 
tion  Carrier  Networks. 
He  notes  that  during  last 
year’s  “nuclear  winter  in  tele¬ 
com,”  carriers  neither  invested  in 
|||l  legacy  networks  nor  made  any 
Hfe.  progress  toward  building  IP  infra- 
structures.  But  now  he  sees  a 
“reinvigorated  emphasis”  on 
access  and  optical  products,  particular¬ 
ly  those  that  would  enable  higher-band¬ 
width  “triple-play"  voice,  data  and  video  ser¬ 
vices,  and  “a  marked  increase”  in  activities 
related  to  softswitch-enabled  applications 
and  services  for  converged  networks. 

With  outstanding  policy  and  legal  deci¬ 
sions  compounded  by  Wall  Street’s  need  to 
rebuild  its  trust  in  the  telecom  sector, a  com¬ 
plete  thaw  could  take  years.  “About  2010, 
things  will  begin  to  come  together  Nolle 
says.“Regulation  does  not  create  opportuni¬ 
ties,  but  it  does  create  winners  and  losers.” 

Jones  is  a  freelance  writer  in  Vienna,  Va.  She 
can  be  reached  at  jjwriterva@aol.com. 
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The  issue:  The  FCC 
decides  that  ILECs 
don't  have  to  give 
competitors  access 
to  new  broadband 
infrastructures  in  a 
move  some  think 
signals  sure  demise 
for  long-distance 
carriers.  Doing  bat¬ 
tle  are  BellSouth, 
Qwest,  SBC  and 
Verizon  against 
AT&T,  MCI,  Sprint 
and  competitive 
local  exchange 
carriers. 

Outlook:  Legal  and 
regulatory  battles 
will  play  out  over 
the  next  several 
years,  while  carriers 
try  to  reassure  in¬ 
vestors  that  broad¬ 
band  rollouts  will 
yield  adequate 
returns. 

Enterprise  impact: 

Enterprise  buyers 
could  see  modest 
price  increases  for 
OC-3  through  OC- 
192  services,  but 
overall  both  sides 
will  work  mightily  to 
win  corporate 
accounts. 
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Paul  Emerson 

President 

Global  Technology  Associates,  Inc. 

(407)  380-0220 

www.gta.com 

Founded  in  1992,  Global  Technology 
Associates  was  an  early  entrant  into  the 
network  security  market  introducing  its 
first  firewall  in  January  1994.  In  1996,  the 
company  developed  GNAT  Box  Firewall 
system  software.  Today,  that  software 
has  evolved  and  currently  powers  GTA’s 
family  of  firewalls  —  GB-1500,  GB-1200, 
GB-750,  GB-500,  GB-200,  GB-Flash,  and 
GNAT  Box  Pro.  Solid  and  innovative  engi¬ 
neering,  quality  customer  service  and  a 
global  perspective  make  GTA  a  leader  in 
delivering  technologically  advanced,  yet 
cost  effective  network  security  solutions. 


Sean  Moshir 

CEO 

PatchLink  Corporation 

(480)  970-1025 
www.patchlink.com 

Consistently  ranked  by  industry  experts 
as  the  proven  leader  in  patch  manage¬ 
ment,  PatchLink™  Corporation 
(www.patchlink.com)  celebrates  more 
than  a  decade  of  enterprise  security  suc¬ 
cess.  PatchLink  Corporation’s  award-win¬ 
ning  network  and  security  management 
software  products  are  installed  on  more 
than  4  million  network  nodes  worldwide. 


Dan  MacDonald 

Vice  President,  Marketing, 

Nokia  Enterprise  Solutions 
Nokia 

(877)  997-9199 
www.nokia.com/forbusiness 

Nokia  Enterprise  Solutions  represents 
Nokia’s  commitment  to  helping  business¬ 
es  and  institutions  worldwide  improve 
performance  through  extended  mobility. 
Comprehensive  solution  offerings  range 
from  advanced  business  devices,  to  a 
robust  portfolio  of  business  mobility  gate¬ 
ways  including:  wireless  email  and  inter¬ 
net,  application  mobility,  message  protec¬ 
tion,  virtual  private  networks,  firewalls, 
and  intrusion  protection.  As  the  global 
leader  in  mobility,  Nokia  is  well  posi¬ 
tioned  to  help  companies  mobilize  work¬ 
forces  and  data,  while  ensuring  security 
and  reliability  of  their  networks. 


Frank  Dunn 

President  &  CEO 
Nortel  Networks 

(800)  4N0RTEL  *  www.nortelnetworks.com 

Nortel  Networks  is  an  industry  leader  and 
innovator  focused  on  transforming  how 
the  world  communicates  and  exchanges 
information.  As  part  of  its  corporate 
“Business  Without  Boundaries"  vision,  the 
Company  is  supplying  its  service  provider 
and  enterprise  customers  with  communi¬ 
cations  technology  and  infrastructure  to 
enable  value-added  IP  data,  voice  and 
multimedia  services  spanning  Wireless 
Networks,  Wireline  Networks,  Enterprise 
Networks,  and  Optical  Networks,  to  help 
customers  globally  remove  boundaries  to 
efficiency,  productivity  and  growth. 


Robert  Pickell 

Vice  President,  Marketing 
Quantum 

(800)  677-6268  *  www.quantum.com 

Quantum,  a  global  leader  in  storage, 
delivers  highly  reliable  backup,  archive 
and  recovery  solutions  that  meet  demand¬ 
ing  requirements  for  data  integrity  and 
availability.  Quantum's  award-winning 
tape  drives,  automated  tape  libraries  and 
disk-based  enhanced  backup  solutions 
are  available  from  the  desktop  to  the  data 
center.  Quantum  also  offers  proactive 
services  that  give  customer's  confidence 
in  their  data. 


All  efforts  have  been  made  to  make  this  listing  as  complete  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 
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..  vpoyver  these  up! 

Cool  Tools  Editor 


Keitfi  Shaw  show- 
cases  these  five 
devices  as  on-the- 
job  power  boosters: 

1  Handspring  Treo 

600 

.  '.V;.- ''  ' '  ‘ 

USB  Flash  devices: 

.  *  •  '  fTT'-. -V;:-  “ 

:  2  Forward  Solutions 

3  Kanguru  Solutions 

4  StealthSurfer 

5  APC  TravelPower 
Case 

See  story  at  right. 

Blogging  for 
power 

Online  editor  Adam 
Gaffin  scouts  out 
must-read  tech 
Weblogs  for  IT  pro¬ 
fessionals  who  want 
to  pump  up  their 
network  knowledge. 
Page  71. 
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Power  these 

Cool  Tools  editor  Keith  Shaw  picks  five  devices 
that  can  make  you  more  powerful  on  the  job. 


BY  KEITH  SHAW 


one  power 
outlet  (be  that  a  car 
adapter,  airline  adapter  or 
standard  AC  plug).  The  bag  includes 
adapter  plugs  for  most  standard  note¬ 
books,  and  it  also  can  hold  all  your  papers 
and  other  business  paraphernalia.  If  you 
travel,  this  power  bag  will  keep  you  charged 
up  and  ready  to  go.  ■ 
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adgeLs  get  a  bum  rap  —  they’re  often  thought  of  as 
executive  toys  or  useless  trinkets  that  exist  merely  to 
boost  young  executive  egos.  What  could  be  more 
annoying  than  watching  these  yuppies  show  off  the  lat¬ 
est  Titanium-embossed  gizmo  that  can  play  the  theme  from  “Chips,” 
as  if  they  figured  that  owning  the  gadget  will  get  them  the  corner 
office?  Let  them  have  those  —  here  are  five  devices  offering 
increased  productivity  which  we  prefer  over  gloss. 


Handspring  Treo  600.  When  converged 
devices  came  out,  the  naysayers  looked  at 
their  bulkiness  and  stuck  with  their  tiny  cell 
phones.  After  a  few  revisions,  Handspring 
has  come  out  with  a  device  that  is 
small  enough  for  those  “tiny  cell 
phone”  snobs,  yet  powerful  enough 
for  you  to  get  your  work  done. 

The  Treo  600  offers  a  lot  to  like.  It 
comes  with  an  embedded  key¬ 
board  that  speeds  up  your  data 
input,  whether  it’s  wireless  e-mail 
or  a  new  document.  The  key¬ 
board  is  backlit  so  you  can  work 
in  the  dark.  Like  previous  Treo 
devices,  the  600  works  on  the 
Palm  OS,  our  favorite  mobile 
operating  system.  And  the  cell 
phone  includes  not  only  a  speaker, 
but  also  a  conference  calling  fea¬ 
ture  that  lets  you  patch  in  multiple 
colleagues  at  once. 

The  Treo  600  is  available  on  the 
GSM/General  Packet  Radio  Service 
wireless  networks  run  by  AT&T 
Wireless,  and  T-Mobile,  but  we  pre¬ 
ferred  the  Sprint  model,  which  runs 
on  the  CDMA  lx  network,  because  it  offers 
more  coverage  for  making  cell  calls,  and 
the  data  speeds 
are  a  bit  faster.  ^  ^ 

The  Sprint  ver¬ 
sion  costs 
about  $500 
(depending  on 
rebates),  plus 
monthly  voice  and/or 
data  service. 

With  the  Treo  600  in  your 
pocket,  you’ll  become  more  productive 
—  and  productivity  produces  power. 

USB  Flash  —  the  next  generation. 

In  the  past,  USB  Rash  devices  served  as 
floppy  disk  replacements.  Plug  into  a  port, 


transfer  files,  move  to  the  next  computer, 
plug  in  and  transfer  files.  But  now,  manu¬ 
facturers  are  loading  these  devices  with 
useful  applications. 

Forward  Solutions’  Migo  device 
(between  $150  and  $200,  depend¬ 
ing  on  storage  space)  replicates 
the  desktop  of  your  notebook 
or  PC,  and  stores  a  copy  of 
your  documents  and  data 
from  the  past  30  days.  Instead 
of  figuring  out  what  files  you 
need  and  manually  moving 
them  over  to  a  USB  Flash 
device,  the  Migo  software 
does  it  for  you  during  a  syn¬ 
chronization  process.  Just 
move  to  another  USB-enabled 
desktop  (such  as  an  Internet 
kiosk),  and  voila,  the  look,  feel 
and  the  last  30  days  of  your 
documents  appear  on  the 
screen.  You  also  can  transfer 
Internet-based  e-mail,  and  Migo 
is  working  on  a  method  to 
provide  Exchange-based  e-mail 
users  access  to  their  e-mail. 
Stay  tuned. 

Another  notable  USB  Flash  device  is 
Kanguru  Solutions’  Kanguru  Wizard 

($50),  which  includes  software  that  can 
make  your  data  “disappear.”  When 
you  install  the  device  on  a 
computer,  you  can 
move  confidential 
data  into  a  “virtual 
drive"  on  the  PC. 
When  you  remove 
the  Wizard  device, 
the  virtual  drive  disap¬ 
pears,  and  any  prying 
eyes  won’t  be  able  to  find 
the  files  on  the  computer. 

The  third  USB  device  we  like  is  Stealth- 


Surfer’s  StealthSurfer  (between  $50  and 
$130, depending  on  storage  space).  Its  cus¬ 
tomized  Netscape  Web  browser  can  be 
used  on  an  Internet  kiosk  or  other  public 
computer.  StealthSurfer  will  keep  your  pri¬ 
vate  information  from  being  left  behind 
on  that  public  machine.  Like  all  the 
USB  devices,  you  also  can  use  the 
StealthSurfer  for  file  storage  and 
transfer. 

All  three  of  these  devices  let 
you  leave  your  notebook  at 
home  while  keeping  your 
data  with  you  (and 
secure).  More  power 
than  that  is  hard  to 
come  by. 

APC  TravelPower 

Case.  Nothing  says 
power  like  being  powered 
up  at  all  times.  If  you’re  carrying 
around  a  notebook,  cell  phone,  PDA,  etc., 
then  you  are  always  worried  about  run¬ 
ning  out  of  power. 

The  TravelPower  Case  ($99  or  $129,  de¬ 
pending  on  model)  from  APC  is  an  inno¬ 
cent-looking  notebook  bag  that  includes 
power  adapters  and  cords  for  charg¬ 
ing  all  of  your  devices 
through 
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Online  editor  Adam  Gaffin  scouts  out  the  essential 
Weblogs  for  pumping  up  your  network  knowledge. 

BY  ADAM  GAFFIN 


Each  morning,  I  fire  up  my  RSS  aggregator  and  go  through  the 
latest  headlines  from  enterprise-related  Weblogs.  Here  I’ve 
pulled  together  a  list  of  the  10  I’ve  come  to  consider  essen¬ 
tial  reading.  Their  bloggers  do  a  good  job  explaining  the 
fields  they  specialize  in,  offering  unique  insights  or  information  you 
might  not  get  elsewhere.  (Reach  any  of  these  blogs  from  Network  World 
Fusion,  www.nwfusion.com,  by  plugging  in  the  listed  DocFinders.) 


Phil  Wainewright's  Loosely  Coupled 
Weblog 

Wainewright  focuses  on  “planning,  deploy¬ 
ing  and  managing  loosely  coupled  business- 
process  automation.”  In  practical  terms,  that 
means  a  lot  of  discussion  about  Web  services. 
Now,  as  a  relatively  new  set  of  technologies 
and  standards, Web  services  can  lead  to  mine¬ 
fields  of  misinformation.  Wainewright  cuts 
through  the  vendor  hype  and  tells  you  what  to 
look  out  for  —  and  what  all  that  acronym  gob- 
bledygook  really  means  (or  doesn’t,  as  the 
case  may  be).  He  even  provides  a  Web  ser¬ 
vices  glossary  DocRnder  9021 

Dave  Winer's  Scripting  News 

Winer  merits  distinction  as  one  of  the 
fathers  of  todays  “blogosphere”  for  helping 
come  up  with  RSS,  which  is  the  XML-based 
content-sharing  specification  many  Weblogs 
use,  and  for  building  Radio  Userland.a  popu¬ 
lar  Weblog  writing  application.  Love  him  or 
hate  him  (there’s  not  much  of  a  middle 
ground  when  it  comes  to  Winer),  his 
Scripting  News  is  a  must-read  if  you’re  think¬ 
ing  about  the  future  of  information  distribu¬ 
tion  and  content  sharing  on  the  Internet. 
DocRnden  9023 

Phil  Windley's  Enterprise  Computing 
Weblog 

Windley  the  former  CIO  for  the  state  of  Utah, 
knows  IT.  His  Weblog  covers  the  breadth  of 
stuff  today’s  IS  and  networking  pros  need  to 
keep  up  with  —  from  security  to  network 
architecture  to  management  (of  devices  and 
staff).  As  you  might  expect,  he  often  discusses 
government  networking  issues,  but  also  has  a 
strong  interest  in  identity  management  and 
network  security  in  general.  DocRnden  9024 

Dan  Gillmor's  EJournal 

Gillmor,  a  columnist  for  The  San  Jose 


Mercury  News,  was  one  of  the  first  main¬ 
stream  writers  to  embrace  Weblogs.  More 
important,  his  daily  writing  explores  the 
nexus  between  technology  politics  and  gov¬ 
ernment  policy.  DocRnden  9022 

Misbehaving.net 

Misbehaving.net  is  a  group  effort  about, and 
written  by,  women  in  computing.  Writers  not 
only  discuss  issues  such  as  the  lack  of  role 
models  and  mentors  for  women  in  the  field 
but  also  pose  questions  about  the  basic  role 
of  technology:  “Do  some  engineers  design 
technology  to  impress  other  engineers  with 
how  smart  they  are,  but  are  essentially  solving 
non-problems?”  DocRnden  9025 

Troy  Jessup's  Security  Blog 

Unlike  many  Webloggers,  Jessup  isn’t  com¬ 
pelled  to  post  something  daily.  But  his 
thoughts  on  network  security  are  worth  the 
wait.  Many  of  his  posts  are  actually  chal¬ 
lenges  to  readers  to  make  their  networks 
more  secure.  A  sample: 

“Miscreants  compromise  our  networks  using 
some  of  the  oldest  and  most  basic  forms  of 
compromise.  Network  sniffing,  brute  force  and 
stupid  things  like  that.The  reasons  that  miscre¬ 
ants  are  not  dedicated  to  working  around  the 
latest  in  technology  is  because  the  old  stuff 
still  works  as  good  or  better  than  it  ever  did. 

“Do  you  still  POP  your  e-mail?  IMAP?  Are 
they  secure?  Even  the  people  with  the  most 
sensitive  of  access  it  seems  fail  to  understand 
how  unsecure  some  of  their  communica¬ 
tions  are,  or  maybe  they  do  and  just  don’t 
care.”  DocRnden  9026 

Roland  Piquepaille's  Technology  Trends 

Piquepaille  is  a  classic  blogger,  ferreting  out 
interesting  stuff,  then  links  to  it.  Only  what  he 
specializes  in  is  exotic,  futuristic  stuff  that 
really  could  someday  become  common¬ 


place.  A  recent  topic:  robots  with  “feminine 
intuition.”  DocRnder.  9027 


Glenn  Fleishman's  Wi-Fi  Networking 
News 

If  you  can’t  get  enough  wireless  news  and 
analysis  from  our  wireless  research  center, 
then  Fleishman’s  Wi-Fi  Networking  News  will 
help  you  meet  your  minimum  daily  require¬ 
ment.  He  has  even  managed  to  make  enough 
money  from  advertising  to  hire  a  writer 
to  help  keep  up  with  the  daily  flood 
of  wireless  news. 

DocRnder.  9028 

Ray  Ozzie's  Weblog 

One  of  the  key 
developers  of  today’s 
collaborative  work¬ 
place  (think  Lotus 
Notes), Ozzie  is  another 
blogger  who  doesn’t  post 
every  day  His  thoughtful  pieces 
are  worth  waiting  for.  For  exam¬ 
ple,  when  Microsoft  lost  a  patent 
case  over  technology  in  its  Internet 
Explorer  browser,  Ozzie  detailed  how 
work  he  did  in  building  Lotus  Notes 
might  be  the  prior  art  that  would  invali 
date  the  patent.  DocRnder  9029 


Dann  Sheridan's  Weblog:  Let  the 
data  flow! 

Sheridan  is  the  Diogenes  of 
enterprise  storage  —  he  has 
his  lantern  out  looking 
one  good  storage  site. 

When  he’s  not 
telling  you  what 
he  thinks 
cific 

products, 
he  is  dis- 
cussing 
new 
rity 

m a  n ag  _ 
ment  tools. 
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Roy  Johnson 
President  &  CEO 
Redline  Networks 

(408)  369-3800 
www.RedlineNetworks.com 

Redline  Networks  designs  and  manufac¬ 
tures  network  appliances  that  maximize 
the  performance,  flexibility  and  scalability 
of  web-enabled  enterprise  data  centers 
and  sites. 

The  company's  family  of  E  | X  enterprise 
application  processors,  deployed  at  cor¬ 
porate  data  centers,  and  T  | X  web  I/O 
processors,  used  by  web  sites,  enable 
users  to  control  and  customize  any 
HTTP-based  environment  while  reducing 
infrastructure  cost  and  complexity. 

Redline  is  a  privately  held  company 
based  in  Campbell,  California. 


President  &  CEO 
SAP  America,  Inc. 

(610)  661-1000  •  www.sap.com 

SAP  America  is  a  subsidiary  of  SAP  AG, 
the  world’s  largest  inter-enterprise  soft¬ 
ware  company  and  the  third-largest  soft¬ 
ware  supplier  overall.  SAP  is  the  recog¬ 
nized  leader  in  providing  collaborative 
business  solutions  for  all  types  of  indus¬ 
tries  in  every  major  market.  Today,  more 
than  20,500  customers  in  over  120  coun¬ 
tries  run  more  than  67.500  installations  of 
1  SAP®  software. 


David  Rahvar 

General  Partner 
Rose  Electronics 


(800)  333-9343  -  (281)  933-7673 
WWW.R0SE.COM 


Recognized  as  the  pioneer  of  KVM  switch 
technology,  Rose  Electronics  offers  the 
industry's  most  comprehensive  range  of 
server  management  products  such  as 
KVM  switches,  extenders  and  remote 
access  solutions.  Rose  Electronics  prod¬ 
ucts  are  known  for  their  quality,  scalabili¬ 
ty,  ease  of  use  and  innovative  technology. 
Rose  has  operations  in  the  United 
Kingdom,  Spain,  Germany,  Benelux, 
Singapore  and  Australia. 


Matthew  Medeiros 
President  &  CEO 
SonicWALL,  Inc. 

(408)  745-9600 
www.sonicwall.com 

SonicWALL  designs,  develops  and  manu¬ 
factures  comprehensive  Internet  security 
solutions  used  by  organizations  of  all 
sizes  to  protect  their  wired  and  wireless 
networks  and  provide  secure  remote 
access  connectivity.  Offering  both  appli¬ 
ance-based  products  and  value-added 
security  subscriptions,  SonicWALL 
delivers  complete  protection  from  a 
wide  range  of  network  security  threats. 
SonicWALL  solutions  are  used  in  the 
SOHO,  ROBO,  POS,  SMN,  enterprise 
VPN,  government,  education  and  health¬ 
care  markets. 


Doug  Fowler 

President 

SpectorSoft  Corporation 
(888)  598-2788 
www.SpectorCNE.com 

Spector  ONE  (Corporate  Network 
Edition)  provides  businesses  with  the 
most  advanced  monitoring  software  suite 
ever  offered.  Spector  ONE  can  be 
remotely  configured  and  installed  FROM 
any  computer  on  the  network  TO  any 
computer  on  the  network,  and  the  record¬ 
ings  can  be  viewed  from  any  PC  on 
the  network. 


te  and  accurate  as  possible.  Network  World  is  not  liable  for  errors  or  omissions. 
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Power  in  the 

Advertising  surrounds  us.  Is  it  hitting  home  with  you? 
Find  out  by  matching  the  slogan  to  its  network  vendor. 


BY  BETH  SCHULTZ 


Reach  out  and  touch  someone.” 

For  most  people,  these  five  simple 
words  are  synonymous  with  AT&T. 
And  they  don’t  bring  to  mind  an 
enormous,  impersonal  phone  com¬ 
pany.  They  inspire  a  positive  image 
of  AT&T  helping  people  to  share  happy  times 
and  good  fortune  with  each  other  at  the  touch 
of  a  button.  “Reach  out  and  touch  someone” 
will  go  down  in  history  as  an  example  of  the 
best  in  corporate  branding. 

So,  too,  will  Microsoft’s  “Where  do  you  want  to 
go  today?”  This  widely  recognized  ad  slogan 
delivers  a  powerful  message  about  the  ease  of 
computing  and  casts  Microsoft  in  a  positive  light 
because  of  it. 

In  fact,  these  two  technology  taglines  recently 
were  inducted  into  the  Advertising  Slogan  Hall  of 
Fame  for  2003,  kept  by  AdSlogans.com,  a  global 
slogan  database.  They  were  the  only  two  tech  slo¬ 
gans  among  29  to  become  2003  Hall  of  Famers. 

Will  Sun’s  renowned  “The  network  is  the  com¬ 
puter”  slogan  one  day  be  recognized  as  one  of 
the  most  powerful  messages  of  its  time, or  maybe 
its  current  “We  make  the  net  work”?  More  impor¬ 
tantly,  are  other  tech  taglines  out  there  hitting 
home  with  you,  their  intended  targets  —  even 
subliminally?  Match  up  these  40  ad  slogans  to 
their  vendors  for  a  look  at  how  powerful  their 
messages  might  be.  ■ 


POWER  MATCH-UP 


1.  The  Power  of  Being  There. 

A.  3Com 

2.  The  Power  of  Performance. 

B.  APC 

3.  This  is  the  power  of  the  network.  Now. 

C.  ATTO  Technology 

4.  Power  Behind  the  Storage. 

D.  Avaya 

5.  Powered  by  N. 

E.  Avocent 

6.  Reach  a  higher  plane  of  communication. 

F.  BellSouth 

7.  Can  you  see  it? 

G.  Broadcom 

8.  Networks  that  work  smarter.  Networks  that  work  harder. 

H.  Brocade  Communications 

9.  We  secure  the  Internet. 

1.  Check  Point 

10.  Do  more  with  less. 

J.  Cisco 

11.  The  unwired  office  starts  here. 

K.  Cyclades 

12.  It  ain't  braggin'  if  you  can  do  it. 

L.  Dell 

13.  Be  sharp. 

M.  EMC 

14.  Thinking  you  can  build  on. 

N.  Enterasys  Networks 

15.  Listening.  Answering. 

O.  Extreme  Networks 

16.  Not  just  talk. 

P.  EEye  Digital  Security 

17.  Spirit  of  service. 

Q.  F5  Networks 

18.  Speed.  Intelligence.  Confidence.  Simplicity. 

R.  Foundry  Networks 

19.  Vulnerability  is  over. 

S.  HP 

20.  Imagine  it.  Done. 

T.  IBM 

21.  Keeping  People  and  Information  Connected. 

U.  Intel 

22.  Solutions  that  fit.  Easy  as - . 

V.  Lucent 

23.  The  best-run  businesses  run - . 

W.  Microsoft 

24.  Work  smart.  Work - . 

X.  Netgear 

25.  Where  information  lives. 

Y.  Network  Associates 

26.  Legendary  Reliability. 

Z.  NextiraOne 

27.  Everybody's  connecting. 

AA.  Nokia 

28.  Possible  made  practical. 

BB.  Nortel 

29.  One - .  Many  Solutions. 

CC.  Novell 

30.  Control  your  world. 

DD.  PMC-Sierra 

31.  Connecting  people. 

EE.  Quantum 

32.  Everywhere  with  Linux. 

FF.  Qwest 

33.  Make  progress  every  day. 

GG.  SAP 

34.  Business  without  boundaries. 

HH.  Sharp 

35. - invent. 

II.  Sony 

36.  Connecting  the  globe. 

JJ.  Sprint 

37.  Your  network.  Our  business. 

KK.  SunGard 

38.  The  intelligent  platform  for  networking  storage. 

LL.  Unisys 

39.  Switching  to  the  Nth  Power. 

MM.  Verizon 

40.  Connecting  everything. 

NN.  XO  Communications 
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Submit  other  slogans  that  didn't  make  this  list  to  www.nwfusion.com, 
DocFinder:  9032. 


The  GB-500  Firewall  Appliance  is  GTA's  full-featured 
firewall  for  remote  or  branch  offices  with  medium 
networking  demands. 

•Two  standard  configurations  -  50  or  unrestricted  concurrent  users 

•  Three  1 0/1 00  Ethernet  interfaces,  including  DMZ 
•Built-in  IPSecVPN 

•  ICSA  4.0  Corporate  certified  GNAT  Box  System  Software 

Corporate-level  security  for  smaller  offices! 

One  of  five  new  firewall  appliances  in  the  GTA  Firewall  Family. 


GTA's  Enhanced  Product  Line 


Options  News  Support 


Products 


1  Technology 

Associates,  Inc. 

1 -800-775-4GTA  •  www.gta.com  •  info@gta.com 


Fingerprint  Authentication  Scanner  Enterprise  KVM  Solutions  Advanced  Console  Servers  Network  Management  Gateway 

AlterPath™Bio  AlterPath™KVM  AlterPath,MACS  AlterPath'“  Manager 

Cyclades'  data  center  management  solutions  offers  a  full  range 
of  security  features  across  its  entire  product  line  of  console  servers, 
power  management,  KVM,  biometric  scanner  and  network  management 
With  SSH  v2,  IP  Filtering,  strong  authentication,  event  logging  and 
data  logging,  Cyclades  can  make  your  network  into  a  secure 
heavyweight  contender  in  the  data  center  world. 


Intelligent  Power  Distribution  Units 

AlterPath'MPM 


For  a  FREE  white  paper  on  data  center  security,  please  visit  us  at  www.cyclades.com/securitywp 


www.cyclades.com/nw 

1.888.cyclades  ■  sales@cyclades.com 


cyclades 

Everywhere  with  Linux 


©2004  Cydodes  Corporation.  All  rights  reserved.  All  other  trademarks  and  product  images  are  property  of  their  respective  owners.  Product  information  subject  to  change  without  notice. 
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Breat  Financing  for  your  Home  Improvement!  Attract  Women  Like  a  Playboy.  W32/Bugbear.A  Lose  Weight  NOW  $860  transfer  to  your  acc< 
3ayroll  Information!  In  Order  to  be  Successful,  One  Must  Project  an  image  of  Success!  Subscribe  Today!  FREE!  W32/BackOrifice2K  lncre< 
Bet  a  Mercedes  for  Yourself.  Earn  Huge  $$$  Just  for  Browsing  the  Internet!  X97Yawn.A  FW:  Good  Stuff  Click  Here  to  Win  a  42  Inch  Plasm 
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:orward  this  Email  to  Help  a  Poor  Child  in  Need  WM/Showoff.D  Register  NOW  for  a  Free  Vacation  WM/Npad.A  $$$  Earn  your  degree  in  C 
Tee  Credits  for  Your  Pet's  Medication!  INCREDIBLE  Offer!!!  Don't  Miss  JS/Coolsite.A  RE:  Access  your  PC  Anywhere.  I've  grown  a  size  big 
174397  Tired  of  Dating?  I  Want  Action  Now!  W32/CodeRed  RE:  important  Meeting  on  Tuesday  564TKD  Blow  Out  Sale!  kiko,hi  there  -  $25, 
^SM/Corner.A  FW:  Look  at  These  incredible  Pics!  Start  Earning  Dollars  Today!  Sick  of  Bad  Credit?  We  Will  Help  You!  Live  A_du!t  WebCa 
Vhy  Pay  More  for  a  New  Car?  Grow  it  Like  a  Man...  $$  VBS/Districts.A  Russian  Women  Looking  for  Husbands  in  your  Area  |  hair  restoratk 
3E:  New  to  Your  Area  239654EE*43  Feel  Like  You're  1 8  Again!  FREE  Trials  for  Herbai  Viagra  X97M/Divi  WOW!  Out  of  Control!  NBA  pics  C 
become  a  Web  Marketing  Specialist  in  3  Days.  Low  Mortgage  Made  Easy!  University  Diplomas.  No  more  impotence!  New  3Meg  DSL  Serv 
Vin  a  Color  Laser  Printer  Win2K/Cluster.B  Your  Private  Gold  Mine  Invitation  j  Premium  Red  Hot  Action  Lowest  Rates  Online...  below  5%  o 
5rivate  delivery  to  your  home  Urgent  AC  #1289  RE:  wrestling  cops  W32/!LoveU.A  world’s  smallest  digital  camera  Make  some  serious  cast 


We  can. 

(By  the  way,  you  have  an  important  meeting  on  Tuesday.) 


VircoM 

www.vircom.com 


Rid  your  corporate  inbox  of  harassing  spam  and  viruses.  Today.  Forever. 


CrystalView™  Pro 

DIGITAL  KVM  EXTENDER 

OVER  FIBER  OR  CAT  5 

♦  Extends  KVM  signals  up  to  33,000 
feet  away 

♦  Uses  only  two  fibers  or  single  Cat  5 

♦  Supports  DVI/VGA,  PC,  Sun,  USB, 
optional  Audio/Serial 

♦  Single  or  dual  (dual  supports 
second  KVM  station) 

♦  Up  to  1 600x1 200  resolution 


CrystalView™  Rack 
CAT 5 KVM  EXTENDER 

♦  Extends  the  distance  from  6  or  1 2 
PC’s  up  to  1 000  feet  away 

♦  optional  serial/audio 

♦  Single  or  dual  (dual  supports 
second  KVM  station) 

»  Up  to  1 600x1200  resolution 


Rose  Electronics  ■  10707  Stancliff  Road  •  Houston,  Texas  77099 


ELECTRONICS 


UltraLink™ 
REMOTE  KVM  ACCESS  OVER  IP 

Connect  to  remote  computer  over  Ethernet  or  dial-up 
Single,  dual,  quad  models 

Local  KVM  port  to  access  computers  at  UltraLink  unit 

Modem  port  with  dial-back  security 

Up  to  1280x1024  resolution,  supports  all  platforms 

Easy  to  install,  give  it  an  IP  address  and  run  the 
remote  client,  no  licensing  required 

Scaling  of  computer  image  reduces  amount  of  data 
sent  and  permits  fast  screen  updates  over  slow  links 

Quad  screen  mode  allows  you  to  see  four  servers 
from  one  screen 

SSL  security  and  passwords  prevents  unauthorized 
access 


CrystalView™  Mini 
CAT 5  KVM  EXTENDER 

♦  Extends  KVM  station  up  to  150 
feet  away 

♦  optional  serial/audio 

♦  Single  or  dual  (dual  supports 
second  KVM  station) 

♦  Up  to  1280x1024  resolution 


CrystalView™ 

CAT 5  KVM  EXTENDER 

♦  Extends  your  KVM  station  up  to 
1000’  from  your  computer 

♦  Supports  PC,  Sun,  or  USB, 
optional  Audio/Serial 

♦  Single  or  dual  (dual  supports 
second  KVM  station) 

♦  Up  to  1 600  x  1 200  resolution 

♦  Available  as  standalone,  rack 
mounted,  or  high  density  chassis 


WWW.ROSE.COM 


USA  toll  free  800  333  9343 
ROSE  US  281  933  7673 
ROSE  Europe  +44  (0)1264  850574 
ROSE  Asia  +65  6324  2322 


r  Cute  5tacey  Free  SEX  Picsl 
r  Ri  chard  Dickerson  All  Natural  PENIS  Enlar 
r  Moe  Munee  Refinance  your  home  i 

r  Ed  U,  kayshun  Over  600p000  scholars 


Sick  of  SPAM?  Sick  of  Viruses? 

Install  a  Meridius  Security  Gateway™ 


No  per  user  fee.  No  hidden  costs. 


Get  your  free  trial  server  today, 
www.bluecatnetworks.com/nwwl 


&  BLUECAT  NETWORKS" 

Call:  905.882.5691  E-mail:  info@bluecatnetworks.com 

BlueCat  Networks,  BlueCat  Networks  logo,  and  Meridius  Security  Gateway  are  trademarks  of  BlueCat  Networks.  Inc.  ©  2003  All  Rights  Reserved. 
COMMAND  Antivirus  is  a  trademark  of  Authentium,  Inc.  All  other  trademarks  are  those  of  their  respective  owners. 
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COMPLETE  REMOTE  KVM  CONTROL  VIA  TCP/IP 


1/  e*  m  3/7 


BEST  OF  INTEROP 

NETWORLB  INTEROP 


u  crn  campotiix, 


2003  Winner 

of  the  Best  Of  Show  Award 


Extend  Your  IT  Reach  Beyond  The  Server  Room 


Kaveman  16  -  Allows  up  to  6  simultaneous 

users  connecting  16  servers 


How  does  Kaveman  work 


E - *1  I 


LJlrl 

jT'  rinrrrjt  .Mb 


(tHUMW 


Remote  Client 


Ka  i/eman  _ 

Available  in  1,  8  and  16  channel  versions 


Servers 


Remote  Keyboard,  Video  and  Mouse  Access  via  Web  Browser 

You  can  access  to  the  BIOS  level  of  your  servers  or  serial  devices  anytime, 
anywhere  with  full  KVM  control  via  a  Web  Browser  or  VNC. 


24/7  Automatic  Server  Monitoring 

Kaveman  monitors  server  functions  and  notifies  you  before  any  server 
problems  become  critical. 


Highly  Secure  Deployment 

Kaveman  utilizes  128-bit  SSL  encryption  for  all  keyboard  and  mouse  data 
and  supports  SSH  and  VPN  environments.  In  addition,  Kaveman  offers 
specialized  security  features  including  the  Turtle  mode  and  Stealth  mode. 


Non-IntrusiveTo  Your  Network  Environment 

As  a  stand  alone  device  that  requires  no  additional  software  or  hardware 
to  install,  Kaveman  minimizes  the  potential  impact  on  your  servers. 


Monitoring  Conftgnniuon 


Remote  Power  Cycling 

You  can  power  cycle,  turn  on/off  any  connected  device  over  IP  simply 
using  a  common  Browser. 


I 


The  Engine  of  Innovation 


www.digitalv6.com  1-866-922-2333  purchasing  the  Kaveman 


Mention  Promotion  Code  ‘NETWORK  WORLD’  when 


US  &  Canada:  (952)  932-9899  •  Toll  free:  (800)  526-7919  •  Fax:(952)932-9545  •  UK  &  Europe: +44  (0)  1 959  569880 


Custom  Management  Levels 


Test-drive  the  new  Observer  9.0  today  and  see  how  it  immediately 
finds  problems  you  didn’t  know  you  had,  optimizes  network  traffic 
and  provides  insight  for  future  planning.  Call  800-526-791 9  for 
a  full  featured  evaluation  or  visit  our  website  at 

www.networkinstruments.com/nine 


OBSERVER 

•  Decode  over  500  protocols 

•  Long-term  network  trending  &  analysis 

•  Real-time  statistics 


Remote  &  Hardware  Options 


REMOTE  NETWORKING  PROBES 

•  Fully  distributed 

•  Monitor  up  to  64  NICs  simultaneously 

•  New  levels  of  problem  solving  collaboration 


EXPERT  OBSERVER 

•  What-lf  Modeling  Analysis 

•  Expert  Analysis 

•  Connection  Dynamics 


Introducing  Observer  9.0 


GIGABIT  &  WAN  HARDWARE  OPTIONS 

•  Portable  analyzer  systems 

•  Rack-mount  Probes  ready  to  go 

•  Direct,  passive  link  for  independent  views 


New  Application  Analysis 

Remote  probes  now  provide  multi-interface  and 

multi-session  support 

Industry-first  4GB  packet  capture  buffer 

Wireless  Site  Survey  Modes 

Nanosecond  resolution 

Now  over  450  Expert  Events 

SNMP,  RM0N  and  now  HCRM0N  support 


OBSERVER  SUITE 

•  Complete  SNMP  device  management 

•  Supports  full  RM0N1,  RM0N2,  HCRM0N 

•  Web  Publishing  Reports 


NETWORK 

INSTRUMENTS 


One  Network  ^  Complete  Control  Wired  to  Wireless  •  LAN  to  WAN 


OBSERVER 


W/%  is/ 

Ea 

OBSERVER 

OBSERVER 


www.networkinstruments.com/nine 

©2003  Network  Instruments.  LLC.  Observer,  "Network  Instruments"  and  the  "N  with  a  dot"  logo 

are  registered  trademarks  of  Network  Instruments,  LLC. 


With  Spector  CNE  on  your  network,  you 
will  easily  prevent  or  eliminate  problems 
associated  with  Internet  and  PC  abuse. 

Spector  CNE  provides  an  immediate  and 
accurate  record  of  every  employee's: 


|glj  Emails  Sent  &  Received 


Si  Chat/Instant  Messages 


“®92 


Iasga  Keystrokes  Typed 
Web  Sites  Visited 


1  Programs  Launched 


VCR-like  Snapshot  Recording 


To  learn  more  about  Spector  CNE  and 
receive  a  FREE  cost  savings  analysis  for 
your  business  call  1-888-598-2788 
or  visit  www.SpectorCNE.com 


A  few  minutes  a  day  of  personal  surfing,  online  shopping  and  chatting  may  seem 
harmless,  but  consider  this... 

A  recent  study  concluded  that  employees  spend  an  average  of  75  minutes  per  day  using 
office  computers  for  non-business  related  activity  (surfing  porn,  gambling,  shopping  or 
even  searching  for  sex  online).  That  translates  into  an  annual  loss  of  $6250  per  employee 
or  more  than  $300,000  per  year  down  the  drain  for  a  company  of  just  50  employees. 

So  how  do  you  catch  guilty  employees  who  won't  admit  they  are  stealing  company  time? 

Introducing  Spector  CNE  -  Corporate  Network  Edition 

At  the  touch  of  a  button,  you  can  monitor  any  employee,  any  time,  anywhere  on  the 
network.  Spector  CNE  secretly  records  and  archives  chat  conversations,  instant  messages 
(AOL,  MSN  and  Yahoo),  emails  (including  Outlook,  Exchange,  AOL  and  web-based  mail 
like  Hotmail),  web  sites  visited,  keystrokes  typed,  files  downloaded,  programs  run  and  more. 

And  unlike  many  filtering  and  blocking  tools,  Spector  CNE  records  everything  they  do  in 
exact  visual  detail.  So,  you  have  absolute  proof  that  goes  way  beyond  just  knowing  they 
visited  porn.com. 

Take  control  of  employee  PC  and  Internet  abuse  with  Spector  CNE.  It’ll  be  the  best 
software  investment  you  make  this  year. 


liSBE 


I  pass 

company  secrets 
via  the  web 


I  surf  porn  websites 
from  behind 
my  cubicle  walls 


I  shop  online 
after  dosing 
my  office  door 


©«6py  right  2003  SpectorSoft  Corporation.  All  rights  reserved. 
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Yes,  you  can  Switch 
Power  over  the  internet... 


Servers,  routers,  and  other  electronic  equipment  sometimes 
“lock-up,”  often  requiring  a  service  call  to  a  remote  site  just  to  flip 
the  power  switch  to  perform  a  simple  reboot... 

The  NBB  “Mini”  Boot  Bar  Power  Switch,  gives  you  the  ability  to 
perform  this  function  from  anywhere! 

■  Web  Browser  Access  for  Easy  Operation 

■  Telnet  and  Serial  Access 

■  Encrypted  Password  Security 

■  Five  Individual  Outlets 

■  Power-up  Sequencing 

■  On  /  Off  /  Reboot  Switching 

■  Versatile  Zero  U  Mounting 


www.  wti.  com  (800) 


854-7226 


western  telematic  incorporated 

5  Sterling  •  Irvine  •  California  926  1  8-25  1  7 


"Keeping  the  Net.. .Working!" 


Save  40-70%  on  Network  Equipm 


Refurbished  Routers,  Switches, 
Access  Servers  and  Modules. 


m  Trust. Value  II 

Quality  Parts. Great  Prices 

Call  today  for 

- ______  10o/o  off  1  jtem  (Up  to  $500)J 

*New  customers  only. 


Trust  the  Experts 

^Continental 

COMPUTERS  Since  1984 


www.  con  ticomp.  com 
Call  us:  (310)  416-1200 


Attention  Resellers! 


SECUREMATICS 

The  Right  decision  for  Security  Products 

Best  Source  for  SONKWALL 
Security  Products! 

•  Inventory  on  hand 

•  Aggressive  prices 

•  Added  margins  with  training 

•  Pre  sales-Post  sales  support 

Securematics  is  a  SonicWALL  Authorized  Distributor 
And  Authorized  Training  Partner. 


To  sign  up  tor  the  Medal  ion  Partner  Program,  please  contact  us. 

Call  -  888-746-6700  sales@securematics.com  www.securematics.com 


SENSAPHONE5 


Sends 

SNMP 


Monitors 

64 


Embedded 

Web 


Sends 

E-Mail 


Power 

Outage 


Internal 

UPS 


Interface 


Smoke/Hre) 


BE  NOTIFIED  BEFORE  CRITICAL  EVENTS  TURN  INTO  DISASTER! 


•  Eight  environment  inputs 

•  Power  sensing 

•  Monitors  64  IP  addresses 

•  Send  alerts  to  64  people 

•  8  methods  of  contact 

•  Calendar  scheduling 

•  Expands  to  256  sensors 

•  Remote  power  control 

•  Optional  camera 


The  Sensaphone  IMS-4000  Infrastructure 
Monitoring  System  monitors  critical  environ¬ 
mental  and  network  elements  in  your  server 
room,  data  center,  or  telecomm  installation  and 
reports  to  you  instantly  when  events  threaten 
your  infrastructure.  The  IMS-4000  keeps  watch 
so  you  don't  have  to.  See  these  features  and 
more  on  the  web  at  www.ims-4000.com 


Phonetics,  Inc. 

Tel:  877-373-2700 

901  Tryens  Road 

www.ims-4000.com 

Aston,  PA  19014 
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The  SCM-16  Secure  Console  Management  Switch  provides  in-band  and 
out-of-band  access  to  RS232  console  ports  and  maintenance  ports  on  UNIX 
servers,  routers  and  any  other  network  elements  which  have  a  serial  console 
or  craft  port.  System  administrators  can  access  serial  maintenance  ports 
over  the  network  via  SSH  connections  and  simple  menu-driven  commands, 
or  through  a  discrete  TCP  port  connection  mapped  directly  to  one  of  the 
SCM-16  serial  outputs. 


Visit  website  for  complete  NetReach™  product  line. 


■  Secure  Shell  (SSHv2)  Encryption 

■  Simultaneous  SSH  or  Telnet 

■  Non-Connect  Port  Buffering 

■  SYSLOG  Reporting 

■  SNMP  Capability 

■  Any-to-Any  Port  Switching 

■  IP  Security  Features 

■  10/100  Base-T  Ethernet  Port 

■  Port-specific  Password  Protection 

■  Data  Rate  Conversion 

■  115/230VAC  or  -48VDC  Models 


Need  SSH  Console  Manaqemen 


SSH  or  Out-Band  Access  to 
Console  i  at  Remote  Locations 


(800)  854-7226  *  www.wti.com 

5  Sterling  •  Irvine  •  California  92618-2517 
(949)  586-9950  •  Fax:  (949)  583-9514 


western  telematic  incorporated 


In  business  since  1989,  ASA  builds  custom  computing 
and  storage  solutions  compatible  with  open-source 
OS  (BSD,  Linux)  and  also  Solaris  and  Windows 
ASA  has  always  enjoyed  strong 
financial  stability  and  a 
loyal  customer  base 


SM-6013P8+ 


MINI  SUPER 
for  Clusters 

$1249 


XEON 


$1649 


Based  on  Supermicro  6013P8+ 

1  of  2  Intel®  Xeon™  processors  2.4  GHz 
512  MB  DDR  ECC  Memory  (Max  12  GB) 

1  of  4  Hot-Swap  SCSI  36G  10K  rpm  HDD 
Dual  Gigabit  LAN,  Onboard  video,  CD,  Floppy 
Options:  Raid  0,1,5,  2  PCI-X  expansion  slots, 
IPMI  1.5  Management 


r  f 


* ’■»»:>»  Wj| 


1U  14”  Depth 

1  of  2  Intel"  Xeon™  processors  2.4  GHZ 
Serial,  VGA,  USB  2.0,  Mouse,  Keyboard 
All  ports  Front  Accessible 
1  x  10/100,  1  x  Gigabit  LAN 
512  MB  DDR  ECC  (Max  8  GB) 

Options:  CD,  Floppy 


6TB  IDE/SATA  storage  in  5U! 

Dual  Intel®  Xeon™ processors  2.4  GHz 
512  MB  DDR  ECC  Memory  (Max  8  GB) 

6  TB  IDE  Raid  Storage 
Dual  Gigabit  LAN,  CD 

Options:  Serial  ATA  Drives,  Firewire,  DVD-RW, 
CDRW,  64-  bit  OS  configuration,  Additional  LAN, 
Floppy,  Fiber  Gigabit 


Intel®,  lntel®Xeon™,  Intel  Inside®  and  the  Intel  Inside®  logo  are  trademarks  or 

registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries 

Prices  and  availability  subject  to  change  without  notice.  Not  responsible  tor  typographical  errors. 


ASA  —  Custom  Servers  and  Storage 
www.asacomputers.com  •  866-382-5263 
2354  Calle  Del  Mundo,  Santa  Clara,  CA  95054 
for  details/inquiries/customization  email:  sales@asacomputers.com 

All  systems  are  pre-loaded  with  any  Linux/BSD  version/distibution  of  your  choice.  On-site  warranty,  cross-ship  options  available. 


NO-FRILLS 
STORAGE  SERVER 

$12,899 
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Eliminate  your  shop-floor 
PCs  with ... 

Ethernet  Terminals  from 
ComputerWise  connected  to 

■ 

your  in-house  LAN. 

Capture  production  data 
directly  into  files  on  your 
server. 


Features  &  Benefits 

•  Interactive  Telnet  Client 

•  TCP/IP  over  10/IOOBaseT  Ethernet 

•  Built-in  Barcode  Badge  Reader 

•  Optional  Mag-Stripe  &  RFID  Badge  Reader 

•  Auxiliary  RS-232  Serial  port 

•  Customizable  Data  Collection 
Program  Included 

•  Larger  keyboard  and  ^05(5^^ 

display  sizes  available 

1'  :  -  "  '****& 

COMR  IT’RWISE. 

Gail  1-800-255  3739  or  visit  www.computerwise.com 


Power  Control 


m 


. 


What’s  Your 
Current’  Load? 


Verify  Amps  Used  per  Circuit 
with  Sentry  Input  Current  Monitor 

•  Precisely  measure  the  current,  in  amps, 
for  each  power  circuit 

•  Prevent  overloads  on  existing  power  circuits 

•  Reduce  costs  for  additional  power  circuits 

•  Overcurrent  alarms 

•  Remote  Measurement  via  IP  or  RS-232 

•  Local  Measurement  via  digital  display 

Sentry  Power  Tower.  Equipment  Cabinet  Solutions. 


Server  Technology,  Inc.  fisaS 

1040  Sandhill  Drive  Reno,  Nevada  89511  USA 
web:  www.servertech.com  toll  free:  1.800.835.1515 


Overnight  Delivery 
Fully  Warranty 
40%-90%  off  List  Price 
Free  Tech  Support 


luficim. 


wmmmmmm 

We  Buy  New/Used 

CISCO 

714-878-2953 

Call  us  today  to  recover 
your  assets 

You  got  the  gear ; 
we  got  the  cash! 


.0AS-COB 


Tel:  408.727.1122 
Fax:  408.727.8002 

3  4-31  DE  LA  CRUZ  BLVD. 
WWW.RECURRENT.CDM 


technologits,  inc. 

SANTA  CLARA.  CA  95D54 
INFa@RECURRENT.COM 


OptimumDatalnc. 

www.optimumdata.com 


toll  free  800  879  8795 
ph:  +  1  402  575  3000 
fax: +1  402575  2011 
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Cisco  •  Paradyne  •  ADTRAN  •  Sun  •  Extreme  Networks 


NORTEL 

NETWORKS 


fSUuniper.  CISCO  SYSTEMS 

tt«T WORKS  I 

^  Bay  Networks  -r~— — . _ 


BayStack  470-48T 
New  $2,195.00 


BayStack  450-24T 
Good  as  New  $495.00  S  $395.00  ^ 

. . "t  NEW  AL2033005 


L 


450-1 SX  1P0RT  SC  1000BSX  MDA 


l\RS800-503-1350 


Network  Resource  Solutions,  Inc. 
SALES@NETWORKRS.COM 


x7  www.usednortelnetworks.com 


For  More  TnforMa-Kon 
on  ac/ver+mn,?  fn 
Ve*worfc  Wor(df* 
Marfce+Mace.* 
800-bll-1l08 
c/r^ja(e*®  nww.coM 
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CISCO  NORTEL 

NEW  •  REFURB  /  BUY  •  SELL 


-  «...  £  Call! 

Refurb 

Nortel  Bay  stack 
450-24T  Switch  Reg.  $695 


$225  ^ax  Equipment  List 

RefUf  — ^  To  801-377-0078 

Ss^924C-EW  Reg.  $350  NORTEL 

NETWORKS 

#  Bay  Networks  _ 

Cites  Slum 


caaeTRon 

.vrarrm 


Cisco  2501  Reg. 


888-8LANWAN 


Visit  Us  On 
the  Web  At: 


r  Free  Quote!  (888-852-6926)  www.nle.com 


Systems/Features/Memory 


CBiC's/Cables/Parts 

Also  Available:  Extreme,  Adtran 

in  Stock  •  Fast  Delivery  •  No  Expedite  Charges 


COMSTAR,  INC. 

The  ttl  Network  Remarketer 


952*835*5502 

Fax  952*835*1927  www.comstarinc.com 


WWW.SIHTCASE.COM 


Luggage,  Fine  Leather  Goods,  Gifts,  and  more! 

Tumi,  Hartmann,  Andiamo,  Samsonite,  Cross 

10%  discount  for  Network  World  readers 
Enter  code  NWW2004 


I  Reduce  your  stress  with  an 
Information  Lifecycle  Management 
solution  from  CaminoSoft! 


+1  (805)  370-3100 

info@caminosoft.com 

www.caminosoft.com 


Partner 


Novell 


Disaster  Data  Data 

Recovery!  Replication!  Migration! 

Data  Storage 

Management!  Reclamation! 

-Jk  Business 
lip  Continuity! 


dtSearch 


Instantly  Search 
Gigabytes  of  Text 


Across  a  PC,  Network,  Intranet  or  Internet 


Publish  Large  Document  Collections  to  the  Web  or  to  CD/DVD 


♦  over  two  dozen  indexed,  unindexed,  fielded  &  full-text  search  options 

♦  highlights  hits  in  HTML,  XML,  &  PDF  while  displaying  embedded  links,  formatting  & 


images 


♦  converts  other  file  types  (word  processor,  database,  spreadsheet,  email,  ZIP,  Unicode,  etc.) 
to  HTML  for  display  with  highlighted  hits 


dtSearch 


(dtSearch1 


'Industrial-strength 
superb'-pc  Magazine 


'Industrial-strength ... 
superb"-*:  Magazine 


dtSearch 


'Industrial-strength... 

superb"-*:  Magazjne 


(dtSearch 


dtSearch! 


'Industrial-strength ... 

Superb*-PC  Magazine 


“The  most  powerful  document  search 
tool  on  the  market”  -Wired  Magazine 


“Intuitive  and  austere ...  a  superb 
search  tool”  -PC  World 

“Blindingly  fast”  -Computer  Forensics: 
Incident  Response  Essentials 

“A  powerful  arsenal  of  search  tools” 
-The  New  York  Times 

dtSearch  “covers  all  data  sources ...  i 
powerful  Web-based  engines”  -eWEEK 

“Searches  at  blazing  speeds” 

-Computer  Reseller  News  Test  Center 

In  the  past  two  years,  over  half  of  the 
Fortune  15  purchased  dtSearch 
developer  or  network  licenses. 

See  www.dtsearch.com  for: 

♦  hundreds  of  developer  case  studies  &  reviews 

♦  fully-functionai  evaluations 

1  -800-IT-FINDS 


"Industrial-strength 

superb'-PC  Magazin 

♦  from  $2,500 


♦  from  $800 


sales@dtsearch.com  The  Smart  Choice  for  Text  Retrieval®  since  1991 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


IPexpert,  Inc. 

I  Transcender 

(866)  225-8064 

(  1  (615)  726-8779 

www.ipexpert.net 

1  www.transcender.com 

CCIE  (R&S,  SEC,  and  C&S),  CCSP, 

I  Award-winning  practice  exams 

CCNP,  CCNA,  IP  TELEPHONY 

1  for  IT  certification 

Learnkey,  Inc. 

(800)  865-0165 

S 

CBT  Nuggets 

(888)  507-6283  &  (541)  284-5522 

www.learnkey.com 

Self-paced  online  CD  network 

1 

www.cbtnuggeLs.com 

Affordable  training  videos  on  CD. 

certification  developer  bus/apps 

j 

MCSE,  MCDBA,  MCSD,  CCNA,  Citrix,  Linux,  A+,  Net+ 

o 


RkmMI MHQt 


i-j  Jd ii/  Lb/a 

SiiJJ  Znhu  Oobuiz  iii  (ADO)  tll’lAVSA 


NetSmart  Learning  Partner 


.  ■■ 
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IT 


careers 


IT 


careers.com 


Principal  Consultant  Software 
Engineer  will  design  and  devel¬ 
op  N-tier  web-based  systems  for 
Company  and  its  business  units, 
and  trading  floor  systems  for 
Company's  fixed  income,  for¬ 
eign  exchange,  and  syndicate 
businesses.  Will  research, 
design,  and  develop  computer 
software  systems  in  conjunction 
with  hardware  product  develop¬ 
ment.  Will  analyze  software 
requirements  to  determine  feasi¬ 
bility  of  design  within  time  and 
cost  restraints.  Will  utilize  ASP, 
Java.  C++.  Visual  Basic.  MTS. 
MS  SiteServer  (LDAP,  Content 
Management  and  Publishing), 
Visual  Basic  For  Application  (for 
Excel  integration).  MSMQ 
Library.  MQ  Series  API.  JMS, 
and  other  high-level  technolo¬ 
gies  in  performing  software 
design  and  development  duties. 
Requires  Bachelor's  or  equiva¬ 
lent  in  Computer  Science. 
Computer  Applications,  Engin¬ 
eering.  Math,  or  Physics  and  five 
(5)  years  in  job  offered  OR  five 
(5)  years  experience  in  multi¬ 
tier  application  development  OR 
Master's  or  equivalent  in 
Computer  Science,  Computer 
Applications.  Engineering,  Math, 
or  Physics  and  three  (3)  years 
in  job  offered  OR  three  (3)  years 
experience  in  multi-tier  applica¬ 
tion  development.  Candidate 
must  also  possess  demonstrat¬ 
ed  expertise  creating  ActiveX/ 
COM  objects  compatible  in  a  MS 
Transaction  server  environment 
using  VB  and  VC++;  demon¬ 
strated  expertise  in  development 
and  integration  of  N-tier  client 
server/database  applications 
using  MFC,  Sybase,  and  Oracle; 
and  demonstrated  expertise  in 
design  and  development  of  N- 
tier  web  applications  on  Win¬ 
dows  NT  using  MS  SiteServer 
and  ASP  (Java  Script/VB  Script). 
Salary:  $90,000/yr.  M-F;  9AM- 
5PM.  Send  2  resumes  to  Case 
#200202314,  Labor  Exchange 
Office,  19  Stamford  St.,  1st  fl., 
Boston,  MA  02114.  EOE. 
Applicants  must  be  U.S.  work¬ 
ers  eligible  to  accept  full-time 
employment  in  U.S. 


Konbay  is  a  premier  global 
systems  integrator  that  provides 
high-quality,  high-value  solutions 
to  the  insurance,  banking, 
credit  card,  consumer  lending 
and  securities  industries.  We 
provide  a  complete  lifecycle  of 
services  including  program 
monoaement.  business  analysis, 
technology  planning, 
architecture,  application 
development,  maintenance  and 
support.  Our  specialized 
services  include  business 
intelligence,  package  selection, 
customization,  implementation 
and  testing. 

The  following  opportunities 
ore  based  at  our  corporate 
headquarters  in  Chicago  and 
locations  nationwide. 

We  are  seeking  candidates 
with  technical  skills  in:  JAVA, 
J2EE,  OOAD,  WebSphere, 
XML,  Net,  COBOL,  CICS, 
DB2.  JCl,  and  VisionPlus 
expertise  in  an  MVS 
environment. 

•  Project  Managers 

•  Technical  Architects 

•  Project  Leads 

•  Sr.  Programmer/ 
Analysts 

•  Associate  Consultant 

For  consideration,  forward 
response  to:  Kanbay,  Inc., 
6400  Shafer  Ct.,  Suite  1 00, 
Rosemont,  II  60018.  Fax: 
847-3180784.  Email: 
rsteworl@kanbaycom.  Please 
reference  code  CW0603  in 
all  correspondence.  Kanbay  is 
an  Affirmative  Action 
Employer/EOE  organization. 

Kanbay 

www.kanbay.com 


m'j 


SR  DATAWAREHOUSE  CON¬ 
SULTANT  Design,  create, 
implement  &  maintain  dataware¬ 
housing  applications  &  systems; 
undertake  performance  tuning. 
8  systems  admin  of  large  data- 
marts  &  datawarehouses  using 
Oracle  and  Hyperion  Tools 
Build  datawarehouses  8  data- 
marts  on  MDDB's  (Multi  Dim¬ 
ensional  Databases),  RDBMS 
and  OLAP  technologies;  install 
Hyperion  products,  create 
Oracle  repositories  for  same; 
perform  Extraction,  Trans¬ 
formation  8  Loading  ("ETL") 
tasks.  REQUIREMENTS:  Bach. 
Degree  in  Comp  Sci  or  Engrg. 
PLUS  3  yrs.  in  job  or  3  yrs.  as 
Datawarehouse  Architect  or 
Database  Admin,  incl.  2  yrs. 
designing  8  building  dataware- 
houses  8  datamarts  using 
Oracle,  Essbase,  Integration 
Services,  Hyperion  products, 
and  Business  Objects.  Submit 
CV  to  Coregenix,  Inc.,  Attn: 
Shireesh  Bhatnagar,  7806 
Garden  Bend,  Sugar  Land,  TX 
77479.  Fax:  (281)  545-9003. 
Email: 

Shireesh@coregenix.com 


Computer  -  Cyber  Technology 
Group.  Portland,  Maine,  needs 
experienced  Programmer 
Analysts  having  a  bachelor's 
degree  or  equivalent  with  mini¬ 
mum  2  years  of  progressive 
work  experience  in  client  server 
technologies,  developing  soft¬ 
ware  applications  using  Oracle, 
SQL  Server,  ASP,  Developer/ 
2000,  Visual  Basic.  Java. 
Informatica  Power  Mart. 
Knowledege  of  Data  Loading 
techniques  using  SQL  loader 
and  Datawarehousing  concepts 
is  a  plus.  Please  mail  your 
resume  to  Cyber  Technology 
Group, HR  Department,  480 
Congress  Street, Ground 
Floor.Portland,  ME  04101 


KSoft  Systems  Inc.  (NJ,  DE, 
PA)  need  Programmer-Analyst/ 
Sys  Analyst/S/w  Engrs  w/2-5  yrs 
exp  and  C,  C++,  Java,  Java 
Script,  EJB,  XML,  VB,  VC++, 
Unix,  PL/SQL,  ASP,  SAP  R/3, 
SD,  MM,  FI.  ABAP/4,  ALE/EDI. 
BW,  PeopleSoft,  Oracle, 
Sybase,  MS-SQL  Server.  Must 
have  Bachs/Masts  or  Equivlt.  in 
Engg/Sci  Tech/Commerce  or 
Related  Field.  Reply  to: 
hr@ksoftglobal.com. 


Sr.  Prog/Analysts:  manage 
teams  to  analyze,  design  and 
maintain  appls  using  Java, 
HTML,  VB,  ASP,  MS  Access  etc 
under  UNIX/Windows  os;  cre¬ 
ate/modify  business  documents 
using  Smart  Forms  and  SAP 
Script;  analyze  business 
processes  to  determine  require¬ 
ments;  implement  appls  and 
perform  strategic  planning  and 
operations  support;  provide  end 
user  training.  Require  a  B.S.  or 
foreign  equivalent  in  CS/Engg 
(any  branch)  with  3  yrs  exp  in  IT. 
High  salary.  F/T.  Travel 
involved.  Resume  to  HR, 
Smartsoft  International,  Inc., 
4898,  South  Old  Peachtree  Rd, 
Norcross,  GA  30071. 


Programmer  Analyst  (2  posi¬ 
tions)  Analyze  reqmts,  recom¬ 
mend  dsgn,  dvlp  navigational 
structures,  perform  advanced 
web/internet  prgmg  8  digital 
imaging  using  knowl  of  C,  C++, 
Java,  computer  graphics,  net¬ 
works  8  system  s/ware.  Bach  or 
equiv  in  Comp  Sci/Engg,  Info 
Systems,  Electrical,  Electronics 
or  related  Engg.  2  yrs  exp  in  job 
offd  or  as  Computer  software/IT 
profl  using  above  computer 
skills.  40hr/wk,  8a-5p.  Resume 
to  IT  Group,  Inc,  3645  Bridge 
Mill  Ct,  Norcross,  GA  30092. 


SOFTWARE  ENGINEER  (2 
positions)  to  provide  on-site  con¬ 
sultancy  in  design,  develop¬ 
ment,  analysis  and  testing  of 
web-enabled  applications  soft¬ 
ware  using  Visual  C++,  Java, 
PL/SQL,  JSP,  JavaScript, 
HTML,  XML,  Oracle,  ASP,  VB 
Script,  TCP/IP,  HTTP  and  Visual 
InterDev  in  UNIX  and  Windows 
environment;  develop  applica¬ 
tions  with  MFC,  Net,  C#, 
ASPNET,  ADO.NET,  Active-X. 
COM  and  XML;  develop  embed¬ 
ded  based  system  using  WinCE, 
pSOS  and  similar  RTOS;  use 
ADABAS/Natural  languages. 
ISO  implementation  and  digital 
video-audio  fields.  Require: 
Bachelor's  in  Computer/ 
Electronics  Engineering  and  five 
years  experience  in  the  job 
offered  or  any  experience  pro¬ 
viding  skills  in  described  duties. 
40%  travel  required  to  client 
sites  within  the  United  States. 
Salary:  $67,000  per  year,  40- 
hour  week,  M-F.  Mail  resume  to: 
President,  K2  Technologies, 
Inc.,  2107  Franklin  Drive, 
Papillion,  NE  68133. 


Design  Engineers  (ASIC  / 
FPGA):  Design,  develop,  code, 
test  and  implement  Hardware 
Systems  8  Computer  Chips  in 
Verilog,  VHDL,  Specman  utiliz¬ 
ing  ASIC/FPGA  design  tools, 
Perl,  Unix.  C,  Assembler  8  rel. 
tech.  Prevailing  wage  8  benefits. 
Send  resume  to  HR,  5555 
Oakbrook  Parkway,  Ste.  280, 
Norcross,  GA  30093.  EOE. 


Prog/Analysts  to  analyze, 
design,  develop  and  implement 
client  server,  web  appls  using 
C,  C++,  Java,  Swing,  XML, 
HTML,  JDBC,  HTML, 
JavaScript,  JSP,  ASP,  EJB, 
J2EE,  Oracle,  PL/SQL, 
Websphere,  Weblogic  under 
UNIX/Windows  OS;  documen¬ 
tation  program  development, 
logic,  coding  and  corrections; 
provide  customer  support  and 
troubleshoot.  Require:  BS  or  for¬ 
eign  equiv.  in  CS/Engg. (any 
branch)  with  2  yrs  of  exp.  in  IT. 
Travel  Involved.  Comp. Salary. 
F/T.  Resumes  to:  HR, 

SynergyAmerica,  Inc.,  6340 
Sugarloaf  Parkway,  Ste  140, 
Duluth,  GA  30097. 


Technical  Recruiter:  Broomall. 
PA.  Shortlist  candidates  from 
d/base  8  internet  search,  techni¬ 
cally  eval  candidates  qualif  8 
exp,  conduct  tech'l  test  8  inter¬ 
views,  conduct  ref  check,  client 
interaction  8  Feedback,  main¬ 
tain  documentaion  w.r.t.  employ¬ 
ees,  dvlp  new  clients  for  place¬ 
ment,  negotiate  compensation, 
recruit  8  place  qualified  candi¬ 
dates  w/clients.  Must  have 
degree  w/min  3  yrs  exp  in  IT 
Technical  Recruitment.  M-F,  40 
hrs/wk.  Send  resume  to  Hera 
Tech  Inc.,  838  Sussex  Blvd., 
Broomall,  PA  19008. 


Vice  President,  Network 
Engineer:  Must  have  bach¬ 
elor's  degree  in  business  or 
computer  information  sys¬ 
tem.  Location:  Wilmington, 
DE.  Fax  CV  to  Brandywine 
Medical  Management  at 
302-984-2575. 


Software  Engineer-Scientific  - 
Design.  8  develop  sw  for  mtls 
char  8  Xstlog  Create  GUI  8  sci 
code  to  conduct  computations 
req.  for  XRD  Create  Xstlog 
tools  8  perform  oust  support. 
Require  PhD  or  equiv.  in  Chem.. 
Phys  or  Mat.  Sci.  Hands-on 
exper  with  the  xprmntl/comp 
tools  of  XRD  incl  single  xstl, 
quasi-periodic  8  polyxstln  mtls. 
Proficient  VB,  Java,  C,  C++. 
Need  6  yrs  work/ed  combined; 
expmc  in  algorithm  dev.,  graph¬ 
ics  8  web  programming  8 
applets  (exprnc  to  be  proven  by 
programs  submitted);  demon¬ 
strate  ability  to  perform  adv. 
research  through  pubis  in 
referred  sci  journals.  Salary 
$80K.  Respond:  PO  Box  791, 
Livermore  CA  94550.  Interview 
8  Loc:  Livermore,  CA. 


SOFTWARE  ENGINEER  to  pro¬ 
vide  on-site  solutions  for  object 
oriented  design  for  client/server 
and  web  based  software  applic- 
tions  using  ASP.Net,  C3, 
VB.Net,  J2EE,  VB  Script,  Java 
Script,  HTML,  XML,  XSL,  Web 
Services,  SQL  Server,  Oracle, 
Access,  Visaul  Basic,  C/C++,  in 
Windows  and  Web  Reports. 
Require  B.S.  in  Information 
Systems/Computer  Science  and 
six  months  experience  in  the  job 
offered,  or  any  experience  pro¬ 
viding  skills  in  the  described  job 
duties.  Coursework  must  include 
e-commerce  systems  and  web¬ 
site  management.  40-hour 
week.  M-F,  competitive  salary 
and  benefits.  Apply  with  resume 
to:  Director  of  Information 
Systems.  Warranty  Acceptance 
Corporation,  4400  Govt.  Blvd., 
Mobile,  AL  36693. 


Computers-Programmer  Analy¬ 
sts  needed.  Seeking  qual.  candi¬ 
dates  possessing  BS  or  equiv. 
and/or  rel.  work  exp.  Part  of  the 
req.  rel.  exp.  must  include  3  yrs. 
working  with  Cognos,  Oracle 
Database  and  Forms/  Reports  8 
Livelink.  Duties  include:  Design 
software  architecture  8  develop 
software  products;  Provide  user 
support;  Analyze  data  require¬ 
ments  8  use  case  development 
for  software  solutions;  Work  with 
Java,  Cognos,  XML,  Oracle 
Database  and  Forms/Reports, 
ETL  tools,  Asynchronous  Mess¬ 
aging  and  PJC  Development. 
Fwd.  resume  8  ref.  to  TOSS  WA 
Corporation,  Attn:  HR,  1000 
Louisiana,  #6800,  Houston,  TX 
77002. 


Data  Communications  Analyst: 
Research,  test,  evaluate  and 
recommend  data  communica¬ 
tions  hardware,  software  and 
upgrades.  Send  resumes  listing 
position  to:  Human  Resources  - 
Data  Communications  Analyst 
Position,  4636  Hilton  Corporate 
Drive,  Columbus,  Ohio  43232. 
EOE/F/M/V/D/Legal  workers 
only  please. 


Seeking  qualified  applicants  for  the 
following  positions  in  Memphis/ 
Collierville.  TN:  Senior  Technical 
Analyst.  Research,  evaluate, 
implement  and  coordinate 
changes  to  computer  systems/ 
applications.  Requirements:  Bach¬ 
elor's  degree  or  equivalent  in  com¬ 
puter  science,  math,  engineering 
or  related  field  plus  5  years  of 
experience  in  systems/  applica¬ 
tions  development,  including  pro¬ 
gramming  Experience  with  IMS 
DB/DC,  Cobol  II  and  TSO  also 
required.  'Master's  degree  in 
appropriate  field  will  offset  2  years 
of  general  experience.  Submit 
resumes  to  Sibi  George,  FedEx 
Corporate  Services,  1900  Summit 
Tower  Blvd.,  Suite  1400,  Orlando. 
FL  32810.  EOE  M/F/D/V. 


Network  Programming  Engineer: 
Major  responsibilities  include 
setting  up  Internet  servers  8  set¬ 
ting  up  networks.  Analyzing  user 
needs  and  developing  software 
solutions.  Developing  electronic 
systems  for  commercial  use 
Designing,  programming  and 
implementation  of  e-commerce 
applications.  Bachelor's  Degree 
in  Engineering,  Computer 
Science  or  Telecommunications. 
Master’s  Degree  in  Management 
Information  Systems  or  Comp¬ 
uter  Science.  At  least  two  years 
of  experience  in  network  pro¬ 
gramming,  Microsoft  transaction 
servers  and  web  application 
development.  Experience  in 
using  COM/DCOM  components 
in  Windows  environment.  Must 
have  proof  of  legal  authority  to 
work  in  the  United  States  on  a 
permanent  basis.  Contact 
President,  Keepflo  Technologies, 
1549  Fencorp  Drive,  Fenton  MO 
63026. 


F/T  Instructional  Technology 
Support  Specialist.  Responsible 
for  performing  and  arranging 
repair  and  replacement  of  tech¬ 
nology  equipment  and  network 
in  the  assigned  division. 
Research  and  develop  solutions 
to  hardware/software  issues. 
Educational  background  must 
have  included  training  in  basic 
network  functions,  hardware  and 
software,  Power  Quest  Deploy 
Center,  Windows  CE/IPAQ  sup¬ 
port,  configuring  wireless 
802.11b  technology,  Banner, 
Peoplesoft  and  Windows  2000 
Server.  Must  have  a  BBA  in 
Computer  Based  Information 
Systems.  Salary:  Competitive. 
Send  resumes  to:  Dr.  Dwight 
Call.  GA  College  8  State  Univ., 
CBX  049,  Milledgeville,  GA 
31061. 


System  Analysts  to  analyze, 
design  and  implement  ecom- 
merce  and  other  solutions  using 
SAP  R/3,  ALE,  IDOC,  EDI, 
Gentran,  Mercator  on  Unix/ 
Windows  OS;  perform  gap 
analysis  of  customer  EDI  reqs 
and  business  appls;  create/ 
maintain  basic  EDI  Maps,  EDI 
transactions;  troubleshoot  EDI 
errors;  install/configure  Gentran 
Server;  document  program 
development  process.  Require: 
BS  or  foreign  equiv.  in  CS/Engg. 
(any  branch)  8  2yrs  exp.  in  IT. 
Travel  involved.  High  Salary. 
F/T.  Resumes  to:  HR,  Global  IT 
Solutions  USI,  Inc.,  600 
Stevens  Port  Drive,  Ste  125, 
Dakota  Dunes,  SD  57049. 


Seeking  qualified  applicants  for 
the  following  positions  in  Mem¬ 
phis/Collierville,  TN:  Senior 
Proiect/Process  Analyst.  Per¬ 
form  planning  and  analysis  for 
complex  projects,  processes 
and/or  ongoing  programs.  Req¬ 
uirements:  Bachelor's  degree  or 
equivalent  in  business,  computer 
science,  MIS  or  related  field  plus  5 
years  of  experience  in  planning, 
project  management  or  process 
analysis  of  IT  projects.  Exper¬ 
ience  with  CVS  also  required. 
'Master's  degree  in  appropriate 
field  will  offset  2  years  of  general 
experience.  Submit  resumes  to 
Sibi  George,  FedEx  Corporate 
Services,  1900  Summit  Tower 
Blvd.,  Suite  1400,  Orlando,  FL 
32810.  EOE  M/F/D/V. 


Deployment  Engineer  to  analyze 
computer  sys  8  provide  installa¬ 
tion  of  wireless  comm,  s/w  apps 
8  sys  on  client  sites  8 
install/upgrade/troubleshoot  s/w 
apps  8  setup  comm  connectivity 
betw  3rd  pty  h/w  sys.  2  yrs  exp. 
8  50%  int’l  travel  req’d.  Send 
resume  8  cover  letter  via  mail  or 
fax  to  Lightbridge.  Inc.  320 
Interlocken  Parkway,  Broom¬ 
field,  CO  80021  FAX:  303-381- 
5500  (Job  #1465.0121) 


SENIOR  SYSTEMS  ANALYST 
to  analyze,  design,  develop, 
test,  enhance  and  maintain 
client/server  and  web-based 
application  software  using  C++, 
Java,  EJB  (J2EE).  JSP, 
JavaScript,  Struts,  Servlets, 
XML,  XSL,  XSLT,  TopLink  8 
Rational  Rose  (UML).  as  well  as 
automated  testing  tools  includ¬ 
ing  WinRunner,  LoadRunner  8 
QA  Run  on  Solaris,  HP-UX. 
Linux  and  Windows  2000/NT/XP 
platforms  Require:  B.S.  degree 
in  Computer  Science,  an 
Engineering  discipline,  or  a 
closely  related  field  with  2  yrs  of 
exp  in  the  job  offered  or  as  a 
Programmer/Analyst.  Extensive 
travel  on  assignment  to  various 
client  sites  within  the  US  is 
required.  Competitive  salary 
offered.  Send  resume  to:  John 
Watson,  Venturi  Partners,  Inc., 
9428  Baymeadows  Rd,  Ste  500, 
Jacksonville,  FL  32256;  Attn: 
Job  VK. 


itcareers.com 


can  solve  the 


labyrinth  of 


job  hunting  by 


matching  the 


right  IT  skills 


with  .the  right 


IT  position. 


Find  out  more 


at: 


www.itcareers.com 
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PROGRAMMER/ANALYST- 
Philadelphia.  PA  Analyze, 
design,  program,  implement  & 
support  advanced  computer 
applications  utilizing  JAVA- 
based  Bluestone  Software. 
Java.  Java  Script,  ODBC. 
HTML,  C  &  C++  under  UNIX 
SJor  Windows  operating  envi¬ 
ronment  for  client/server  &/or 
internet-related  applications 
Analyze  &  synthesize  business 
req.  reviewing  client's  existing 
systems  Define  system  req  & 
interfaces,  test  systems  for  com¬ 
pliance  Responsible  for  system 
installation.  Manage  software 
development  projects  generat¬ 
ing  resource  req  &  implement 
schedules.  $60,000/yr.  40  hrs / 
wk.  Req.  Bachelors  in  Comp. 
Sci  .  MIS,  or  Engg  (Computer) 
plus  1  yr  exp  Contact: 
International  Systems  Techn¬ 
ologies  Inc.,  1812  Front  Street, 
Scotch  Plains.  NJ  07076. 


Prog.  Analysts  to  analyze, 
design/develop  s/w  appls  using 
Java,  JavaScript.  VBScript,  ASP, 
HTML,  Weblogic,  Oracle,  SQL, 
COBOL,  DB2,  CICS  under 
Windows,  UNIX  &  MVS  OS;  per¬ 
form  unit,  functional,  integra¬ 
tion,  regression  and  systems 
level  testing;  analyze  user  reqs, 
prepare  design  documents; 
develop  &  enhance  online  & 
batch  programs;  implement, 
install,  test,  debug  and  modify 
new/existing  appls.  Require:  BS 
or  foreign  equiv.  in  CS/Engg. 
(any  branch)  &  2yrs  exp.  in  IT. 
Travel  involved  High  Salary. 
F/T.  Resumes  to:  HR,  Global  IT 
Solutions  USI,  Inc.,  600 
Stevens  Port  Drive,  Ste  125, 
Dakota  Dunes,  SD  57049. 


Megatech  International  is  a 
small  but  fast  growing  IT  compa¬ 
ny.  We  have  several  openings 
for  software/project  engg,  sys¬ 
tem  analysts.  Candidates  must 
have  MS/BS  degree  or  equiv. 
with  exp.  Attractive  wage  plus 
full  benefits.  Travel  maybe 
required.  Please  apply  at 
jobs@megatech.com  EOE. 

Infomerica  is  looking  for  sys¬ 
tem/programmer  analysts,  soft¬ 
ware/project  engineers  &  com¬ 
puter  consultants  working  at  dif¬ 
ferent  sites  (travel  required). 
Candidates  must  have  BS  with 
1-year  exp.  in  IT  fields.  Skills  of 
Oracle,  Informix,  Java  preferred. 
Send  resumes  to  info@infomeri- 
cainc.com  EOE. 


Programmer 

Analyst: 

Plan. 

develop,  test 

and  document 

computer  programs. 

Send 

resume  listing 

position 

sought 

to:  Human 

Resources 

Programmer  Analyst  Position, 

4636  Hilton  Corporate 

Drive, 

Columbus, 

Ohio 

43232. 

EOE/F/M/V/D/Legal  workers 

only  please. 

S/W  Localization  Engr: 
Real  Idea  is  hiring  engrs  to 
evaluate  localized  s/w  inter¬ 
face  &  h/w.  Min  reqt:  BSCS 
+  2  yrs  s/w  dev  exp.  Job 
duties  listed  on 
www.realidea.com/careers. 
Send  resume  to  ri- 
jobs@realidea.com  or  1720 
S  Amphlett  Blvd,  #255,  San 
Mateo,  CA,  94402 


Application  Development  Anal¬ 
yst  -  Asten Johnson,  Inc.  is  seek¬ 
ing  qualified  applicants  for  posi¬ 
tions  at  the  company's  North 
American  headquarters  in 

Charleston.  South  Carolina 
The  position's  role  is  to  design, 
configure,  and  deploy  the 

Documentum  5  and  eRoom  7 
platform  for  content  manage¬ 
ment  and  business  collabora¬ 
tion.  Requires  bachelor's  degree 
or  foreign  degree  equivalent  in 
Business,  Information  Manage¬ 
ment  or  related  field  and  rele¬ 
vant  applications  develop¬ 
ment/deployment  experience 
using  Documentum  and  eRoom 
solutions.  Apply  to:  Connie 

Wilson,  Human  Resources 
Team  Leader,  AstenJohnson, 
Inc.,  4399  Corporate  Road, 

Charleston,  SC  29405. 


Prog.  Analysts  to  analyze, 
design,  develop  appls  using:  C, 
VB,  JavaScript,  HTML/DHTML, 
EJB,  JSP,  ASP,  Servlets,  UML, 
Oracle,  SQL  under  Windows 
OS;  perform  initial  study  of  req 
and  provide  feedback;  provide 
on  site  maintenance  support, 
debug,  modify,  fine  tune  and 
perform  code  optimization. 
Require:  BS  or  foreign  equiv.  in 
CS/Engg.(any  branch)  &  2  yrs  of 
exp.  in  IT.  High  Salary.  Travel 
Involved.  F/T.  Positions  avail¬ 
able  in  Elgin,  IL  and  Lower 
Gwynedd,  PA.  Resume  to:  HR, 
Fourth  Technologies,  Inc.,  1108 
N.  Bethlehem  Pike,  Suite  8, 
Lower  Gwynedd,  PA  19002. 
Specify  location  desired  on 
resume. 


Programmer/System  Analyst 
wanted  by  Technical  Consulting 
Co  in  CA  to  review  comp  systm 
capabilities,  workflow  &  limita¬ 
tions  to  determine  if  requested 
s/ware  dvlpmt  &  modifications 
are  possible  within  systm.  Dsgn 
modifications  &  upgrade  existing 
s/ware  systm  in  UNIX  envrmt. 
Must  have  Bach  or  equiv  in 
Comp  Sci  &  2yrs  exp  in  job  offd 
or  in  related  position  in  prgmg, 
systm  analysis  or  as  Network 
Administrator.  Respond  to  Mr. 
Manuel  Quiogue,  VP,  Tech 
Pacific  Corp,  813  Ram  Lane, 
Foster  City,  CA  94404.  No  calls. 


Quality  Assurance  Engineers 
needed.  Seeking  candidates 
possessing  BS  or  equivalent  and 
relevant  work  exp.  The  relevant 
work  experience  must  include  3 
years  working  with  Microsoft 
Windows  and  Unix.  Duties 
include:  Designing  and  imple¬ 
menting  quality  control  tests,  pro¬ 
cedures  and  standards,  Plan  and 
direct  activities  concerned  with 
development,  application  and 
maintenance  of  quality  standards 
for  software  products.  Work  with 
Visual  Basic,  Microsoft  Windows, 
Unix,  Oracle,  MSQL  Server  Win 
Runner  and  TestTrackPro.  Mail 
resume,  references  and  salary 
requirements  to:  Datacert,  Inc., 
3100  Timmons  Lane  #310, 
Houston,  TX  77027. 


Software  Engineers  needed. 
Seeking  qual.  candidates  pos¬ 
sessing  MS  or  equiv.  and/or  rel. 
work  exp.  Exp.  must  include  2 
yrs  working  with  Linux  &  Perl. 
Travel  as  required.  Duties 
include:  Design,  create,  &  modi¬ 
fy  computer  programs;  Maintain 
web  based  interface;  Collect  & 
analyze  user  requirements. 
Work  w/  Linux,  Perl,  PHP, 
MySQL.  Send  res.,  ref.  &  sal. 
req.  to  Lindows.com  Inc.,  Attn: 
Webdev  01,  9333  Genesee 
Ave.,  3rd  Fir.,  San  Diego,  CA 
92121. 


Mercury  Interactive  is  the  global 
leader  in  business  technology 
optimization  (BTO)  software.  Our 
integrated  suite  of  enterprise  testing, 
production  tuning,  and  application 
performance  management  solutions 
helps  companies  fully  unlock  the 
value  of  their  IT  investments.  With 
Mercury  Interactive,  customers 
can  measure  the  quality  of  their 
IT-enabled-business  processes, 
maximize  technology  and  business 
performance  at  every  stage  of  the 
application  lifecycle,  and  manage 
their  IT  operations  for  continuous 
improvement. 

Mercury  Interactive  Corporation 
has  opportunities  available  at  our 
worksites  throughout  the  US, 
including  Sunnyvale,  CA;  Boulder. 
CO;  Bellevue,  WA;  for  the  following 
positions  (various  levels/types): 

•  Software  Engineers  (including 
Consultants,  Quality  Assurance 
&  Chief  Architects) 

•  Systems  Analysts/Engineers 
(&  Consultants) 

•  Database/Systems  Administrators 

•  IT  Managers 

•Technical  Course  Developers 
•Vice  President,  AM  Alliances 
Please  send  resume  to  Mercury 
Interactive  Corporation  with  cover 
letter  to  Human  Resource  Dept,  fax: 
408-822-5514,  jobs@merc-int.com 
or  mail  your  resume  to  1325 
Borregas  Avenue,  Sunnyvale,  CA 
94089.  Mercury  Interactive 
Corporation  is  an  equal  employment 
opportunity  employer  committed 
to  the  development  of  a  diverse 


MERCURY  INTERACTIVE 


Seeking  qualified  applicants  for 
the  following  positions  in 
Memphis/Colliervilie,  TN:  Sen¬ 
ior  Programmer  Analyst.  For¬ 
mulate/define  functional  req¬ 
uirements  and  documentation 
based  on  accepted  user  criteria. 
Requirements:  Bachelor's  deg¬ 
ree  or  equivalent  in  computer 
science,  MIS,  engineering  or 
related  field  plus  5  years  of 
experience  in  systems/applica¬ 
tions  development.  Experience 
with  object-oriented  program¬ 
ming  languages,  application 
server  technologies  and  a  Java 
Messaging  System  also 
required.  ’Master's  degree  in 
appropriate  field  will  offset  2 
years  of  general  experience. 
Submit  resumes  to  Sibi  George. 
FedEx  Corporate  Services, 
1900  Summit  Tower  Blvd.,  Suite 
1400,  Orlando,  FL  32810.  EOE 
M/F/D/V. 


Equity  Finance  Dvlpr  wanted  by 
Comp  Systs  Consulting  Co  in 
Manh.  Design,  implement  & 
maintain  back  office  systs,  creat¬ 
ing  new  modules  for  Swaps, 
funds  &  equities;  provide  tech 
solutions  for  trading  systs;  quant 
dvlpmnt  &  deployment  work; 
dvlp  analytics  for  mkt  systs, 
algorithmic  trading  &  real  time 
risk.  Bach  in  Info  Systs  or  Comp 
Sci  &  2yrs  exp  in  job  offered  req. 
Respond  to:  SC/HR  Dpt,  PO 
Box  4241,  GCS,  NY  10163. 


Vignette  Content  Man¬ 
agement.  Seeking 
Vignette  developer  with 
strong  Java  skills  and 
experience  creating  De¬ 
tailed  Design  Docu¬ 
ments  for  Vignette. 
Submit  resume  and  ref¬ 
erences  to  Trac  USA  27 
World's  Fair  Drive 
Somerset  New  Jersey 
08873 


Get  Ahead  In  Your  Career! 


Meet  Face-To-Face  l/Uith  Leading  Employers  At  The... 

CareerfaiR 


CHICAGO,  IL 

Monday,  January  19,  2004  •  Navy  Pier 


WASHINGTON,  DC 

Monday,  January  19,  2004  •  McLean  Hilton  Hotel 


GREENBELT,  IVID 

Wednesday,  January  21,  2004  •  Martins  Crosswinds 


LOS  ANGELES,  CA 

Wednesday,  January  21,  2004  •  Radisson  Hotel  at  LAX 

Exhibit  Hours  for  All  Events:  11:30am  -  4:30pm  •  Free  Admission 

Employers  -  To  exhibit,  please  call  Gloriann  Clark  at  310-309-4409. 


For  the  latest  information,  visit  diversitycareereKpos.com. 


Systems  Developer  &  Team 
Leader:  Philly-area  specialty 
work  management  solutions 
developer  seeks  a  Systems 
Developer  and  a  Team  Leader 
to  dev.  intranet-internet  based 
tools  for  mgmt.  of  complex  sci- 
entifc  projects.  Use  RAID  archi¬ 
tecture.  ASP,  XSL-,  SML-,  CSS, 
Javascript,  COM+,  EAP-like 
SAP  R/3,  Visual  Interdev,  Visual 
Source  Safe,  XML  Spy,  SQL 
Server,  Crystal  Reports,  Remote 
Scripting  &  UML  in  development 
process,  incl.  syst.  doc.  Both 
pos.  require  BS  or  equiv.  in 
Comp.  Sci  or  EE  w/computer 
emphasis,  Team  Leader  pos. 
require  3  yr  exp  in  same/similar 
pos.,  Syst.  Dev.  position  req.  2 
yr  in  same/similar  position.  Fax 
resume  ATTN:  NK,  Project  by 
Web.  610-668-2157.  No  phone 
calls,  principals  only,  on  cover 
indicate  which  pos.  you  are 
applying  for.  Must  be  authorized 
to  work  in  US  for  any  employer. 


Lead  Java  Developer  (1)  &  Java 
developer  (2  positions)  in 
Bethlehem,  PA 

Responsible  for  programming, 
design  and  development  using 
Java  2.  J2EE,  JSP,  Servlets, 
HTML,  Win2000/XP,  IBM  HTTP 
Server,  Apache  Server,  SOAP, 
XML/XSL,  Swing.  MS  SQL 
Server,  IBM  WebSphere, 
Borland  Jbuilder,  and  Firepond 
Sales  Performer  Configurator 
(SPC)  vIO.  Competitive  salary, 
40  hr.  week,  bachelors  degree 
and  three  years  experience 
required  for  all  positions. 
Minimum  six  months  project 
management  experience  for 
Lead  Developer.  Submit 
resume  and  cover  letter  (no 
phone  calls)  to  Intelliquip,  LLC., 
1480  Valley  Center  Parkway. 
Bethlehem.  PA  18017 


We  have  multiple  openings 
(nationwide)  for  IT  professionals 
with  Industry  Exp. (Various  skills 
combination  reqd)  in  SCADA  , 
GE  XA  21  system  Arch,  VIM  edi¬ 
tor  Design  Patterns,  UML,  3D 
Studio  MAX,  Corel  Suite,  Quark 
Xpress,  Natural.  4GL,  PL1, 
Assembler,  EARL,  EDI  ABAP/4, 
Python,  Java  with  DB2,  Informix, 
Sybase,  Adabas,  Neuron  Data, 
COM+,  ATM,  ACH,  POS, 
CORBA,  Web  Services,  XSTL, 
Mercury  Suite,  Compuware 
Suite  and  Rational  Test  Suite, 
Peoplesoft,  Ariba,  Tibco,  i2, 
Clear  Quest,  StarTeam,  Silver- 
Stream,  Tapestry,  Resign  Project 
Management  (PMP)  with 
Conductra  (preferred)  ISO/SEI 
CMM/  SixSigma  &  ITIL/COBIT, 
Business  Process  Re-Engin¬ 
eering,  Change  Management, 
Business  Analysis,  Resource 
management,  Procurement  and 
RFP/RFQ/RFI  development 
Some  positions  require  MS  or 
equival.with  2yrs  of  exp.  Other 
require  BS  or  equival  in  any  of 
the  above  with  5years  of  exp. 
Foreign  educ.  Equiva.  &/or  com¬ 
bination  of  educ/exp  Accepted 
Travel/relocation  reqd.  Send 
Resume  &  Salary  expectations 
to  Director  -Consulting  Services. 
FutureTech  Consultants,  LLC 
#330,  Research  CT,  Ste300, 
Norcross,  GA  30092 


Programmers.  Software  Engin¬ 
eers  &  Oracle/Apps.  (Cary,  NC): 
Design,  develop,  test  apps  in  (1) 
J2EE,  Versata  Logic  Suite, 
workflow  engine  in  DB2  & 
Websphere  on  Unix  from  SAP 
and  other  legacy  apps.  migra¬ 
tion;  Oracle/Apps.  11i  &  rel. 
tools,  RMAN,  SQL  Server 
Admin.,  Clarify,  Oracle  Financial 
Apps.,  Shell  Scripts,  Silver- 
stream,  Weblogic,  Apache  In 
various  OS.  Travel  to  Client 
Sites  reqd.  Prevailing  wage. 
Mail  resume  to:  HR,  2415  San 
Ramon  Valley  Blvd.,  Suite  4140, 
San  Ramon.  CA  94583.  EOE. 


Software  Professionals: 

RS  Software,  a  leading,  global¬ 
ly  positioned  software  develop¬ 
ment  &  consulting  firm  needs 
software  professionals  with 
exp.  in  the  following  skill  mixes: 
Systems  Analysts:  Oracle,  Unix, 
SQL  Server,  MPEX,  MVS  &  DB2 
Programmer  Analysts:  Asse¬ 
mbler,  C,  C++,  TPF  &  Windows. 
Business  Systems  Analysts: 
Requirement  Analysis,  market¬ 
ing  of  customer  specific  IT  solu¬ 
tions,  liaise  between  multination¬ 
al  clients  &  IT  professionals, 
preparation  of  project  plans  8 
technical  proposals,  assess 
customer  satisfaction.  IT- 
Technical  Services  Coord¬ 
inators:  Liaise  with  in-house  IT 
directors  &  with  the  directors  of 
the  consulting  services  at  multi¬ 
national  clients  to  coordinate  & 
optimize  IT  services  &  minimize 
aggregate  IT  operational  costs 
through  appropriate  triangula¬ 
tion  of  in-house  contractors, 
domestic  outside  &  overseas 
out-source.  Undertaking  of 
major  infrastructures,  IT  devel¬ 
opments  &  modifications  & 
update  technical  innovations. 
Send  resume  to:  HR,  RS 
Software  (I)  Ltd.  1900  McCarthy 
Blvd.,  #  103  Milpitas,  CA  95035 


IT  Manager,  Accounting- 
Analyze  company's  require¬ 
ments  &  procedures  in  account¬ 
ing  operations  &  design,  devel¬ 
op,  &  modify  company’s 
accounting  software  systems  to 
meet  its  needs.  Supervise 
employees  who  use  the  sys¬ 
tems.  Req'd:  Bach.  Deg  in 
Accounting  or  Finance,  2yrs. 
exp  in  the  job  offered  or  in  a 
business  applications  occup..  & 
exp  with  &  certification  in  Great 
Plains  (Microsoft  Business 
Solution).  Resume  to:  Takara 
Belmont  USA.  Inc.,  101  Belmont 
Dr„  Somerset,  NJ  08873-1204. 
Attn:  R.  DiPiazza. 
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With  HP  ProCurve  Networking  solutions,  you  can  get  the  gigabit  technology  you  need  without  having  to 
sacrifice  your  entire  budget  to  get  it.  The  HP  ProCurve  Switch  2800  series  is  engineered  to  deliver  high-performance  gigabit 
technology  at  a  compelling  cost.  Our  switches  include  HP  support,  software  updates  and  our  industry-leading  lifetime  warranty.  With  intelligence 
pushed  to  the  edge  of  the  network,  you  get  the  control  you  need.  All  of  which  translates  into  a  better  return  on  your  IT  investment. 


HP  PROCURVE  SWITCH  2848 

$4,899 

44  10/100/1000  ports 

4  dual  personality  ports  for  10/100/1000 
or  mini-GBIC  connectivity 

802.1  x,  SSH,  SSL  and  port  security 

!  Lifetime  warranty  with  next-business-day 
1  advance  replacement** 


invent 


To  learn  more  about  how  your  business  can  benefit  from  HP  ProCurve  Networkings 
gigabit  technology  at  an  affordable  cost,  go  to  www.hp.com/go/hpprocurve. 
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BUSINESS  WITHOUT  BOUNDARIES 


reasons  to  choose  Nortel  Networks  for  your 


IP  telephony  network 


Evolving  to  a  converged  IP  telephony  network  is  not 
a  matter  of  if,  but  when.  Nortel  Networks  can  help  you 
get  there.  Without  disrupting  your  existing  network 
infrastructure. 


Our  telephony  expertise  is  grounded  in  a  recent 
milestone:  50  million  enterprise  telephony  line  shipments. 
The  landmark  line  is  part  of  Sheraton  New  York  Hotel 
and  Towers'  migration  to  IP  telephony  using  Succession 
3.0,  a  solution  that  has  helped  them  cost  effectively 
reinvent  their  enterprise  communications. 


Eliminate  boundaries  and  protect  your  network  investment 
by  migrating  to  converged  IP  telephony  from  Nortel 
Networks.  It's  your  business.  Make  the  most  of  it. 
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